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Makes Permanent Customers for Your Store 


Every time you sella BROWN & SHARPE 
Tool you make a permanent customer for 
your store. The purchaser remembers where 
he bought Quality Tools. 


Send for the 
Brown & Sharpe Small Tool Catalog No. 30 


DEPT. HA 


BROWN & SHARPE MFG. CO. 
PROVIDENCE, R. I., U. S. A. 





MADE BEST—THEY GIVE COMPLETE SATISFACTION 








Advertising Index, Page 120 Editorial Index, Page 45 
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30" Anniversary Off 


These Beautiful Display 3 Free 
For Show Case or Window 





Delivered to You . DROP FORGED 


. a ' 22% DEGREE ADJUSTABLE 
We offer for a limited time only one dozen : WRENCHES 
assorted 22'% degree high quality, drop- ! anil ! | 
forged adj. wrenches and a beautiful dis- 
play board FREE. 


Wrenches are made of KILBORN 


STEEL full weight with smooth run- 
ning nut and well milled, rigid jaws. All 
our tools are made of 


KILBORN : 
STEEL — [Bete 


, ii} MADE RIGHT 

the result of thirty years ex- ]BWAPY Sarid hy 
perience and experiment. ||Repieyi\hetap PY 

| This steel possesses a tough- | MOREL LIE SF 
Eats ness and durability hereto- Mgt saiqiielg}e]\ieom iby ae co) : 
oA fore unknown. We also | eee dick ae ae 

ale) ——— 

a offer for a limited time 


For $7.22 Delivered to You 


AAA Three doz. assorted high grade, KILBORN STEEL 
Avwal drop-forged Engineers’ Wrenches and FREE display 

board. ‘These wrenches are carefully milled, fully 
hardened and attractively finished. They sell as soon as 
displayed. 









OQur name on a tool is an Absolute Guarantee of 


rr) AO ale Quality. 
Order from your Jobber or Direct. 


CITC LALA 
THE KILBORN & BISHOP COMPANY 


NEW HAVEN CONN. 
~*~ a, FY - Manufacturers of DROP FORGED Mechanics’ Tools 


HMMM 
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DISSTON 25-YEAR CLUB GETS FLYING START 








ao 


R. P. DICKSON, Gen. Mgr. 
Sumner Co., Ltd., 
Moncton, B. C. 

“We would thank you to enroll us 
in the Disston 25-Year Club. We be- 
lieve we have handled Disston Saws 
for fifty years although we can defi- 
nitely trace but 37. Recently we 
celebrated our 70th Anniversary.” 





Join now! 





AARON B. STEIN 
Stichter Hardware Co. 
Reading, Pa. 

“I have been a Disston man for 
46 years. Today you will find a pic- 
ture of my good friend, Samuel Diss- 
ton, on my desk. | appreciate the 
opportunity of joining the Disston 
25-Year Club.” 





Use the convenient coupon below 


to send in your application 


If your store has sold Disston 
Saws for twenty-five years or longer 
you are eligible to join the Disston 
25-Year Club. 


It is the length of time the store 
has handled Disston Saws that 
counts. The present management 
need not have been in business that 
long. 


Dealers by the scores are apply- 
ing for membership. They enthusi- 
astically endorse this get-together 
idea. 


There are no dues or expenses of 
any kind. All you need to do is fill 





out the blank below and mail it 
to us. 


Disston has several features plan- 
ned for the Club that you'll be glad 
to participate in. 


First: Each member will receive 
a handsomely framed certificate of 
membership—size 14 by 17 inches— 
with a gold star on it for every ten 
years that you’ve dealt in Disston 
goods. That certificate is going to 
look mighty well in your saw case. 


Other plans will be announced 
later. Join now. Mail in the applica- 
tion below. 





APPLICATION FORM--Disston 25-Year Club 


Please enter our application for member- 
ship privileges in the Disston 25-Year Club. 


a i ial aiiatinlilin 
et ee, TI oo cscctisctoctinssctccntanenn 
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Name of individual who will represent store in Club activities: 
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POUT TETETETLT EE Le Aa 





HORACE FARQUHAR 
Farquhar Hardware 
Leon, lowa 


“I would be very much pleased to 
have my name enrolled as a charter 
member of the Disston 25-Year Club.” 





DEALERS CAN SELL 
MANY MORE SAWS 


We don’t mean just hand saws 
necessarily—but all kinds of saws. 
Many dealers feel that the me- 
chanic is their only prospect for 
such tools as hack saws, back saws, 
compass saws, etc., and lose many 
a sale on that account. ) 


Consider the hundreds of uses 
around home for those saws. Every 
man should own a rip saw, a hack 
saw, and a back saw at least, in 
addition to a hand saw. 


There’s a big saw market right at 
the doors of thousands of dealers. 
A market that can be sold many 
saws just by*a little educational 
work—a few moments showing and 
explaining how useful these saws 
are around a home. 


SELL MORE SAWS. Go after 
this market aggressively and get 
those extra profits that come with 
added sales. 


Bring these saws to the front in 
your store. Show them and talk 
about them and you'll SELL 
MORE SAWS. 


Every home 
should own a 
Disston No. 4 
Back Saw. 








Published by HENRY DISSTON & SONS, INC., Makers of ‘“*The Saw Most Carpenters Use,’’ PHILADELPHIA, U.S. A. 
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“They give the very best of service’ 


SAYS the Charlotte (N. C.) Hardware plenty of newcomers who are just as 
Co., “We have been selling Eveready pleased with their much shorter contact 
Columbia Dry Batteries for the past with these batteries and with us. Ever- 
twenty years and have always found eady Columbia Dry Batteries, when 
that they give the very best service for backed by your own selling efforts and 
the purpose desired. By using the ad-_ by liberal use of our display material, 
vertising material furnished by you our are profitable items in any store, items 
sales have been greatly increased.” on which the sales cost is low, turnover 
rapid, ahd customer satisfaction com- 


It is impossible to say where you will 
plete. Order from your jobber. 


find the most enthusiasm for Eveready 


Columbias. The Charlotte Hardware ennhatentib atbeinnel te 

Co. is typical of the old-timer who has NATIONAL CARBON COMPANY, Inc. 
learned through long years, of experi- a —_— a 
ence what is the most profitable mer- , Chicago ‘Delles KaneasCity Piusbergh 
chandise. On the other hand, there are Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADy 


COLUMBIA 
Dry Batteries 


-they last longer 
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This unusual card in full color 
strikes a new note of smartness in 
hardware displays 





gto Saat 
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and as prizes for parties, — 
tournaments and games 


¥ 
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More than 
a million 


weddings 


every year i 











Will you sell your share 
of this June’s wedding presents? 


GOVERNMENT FIGURES show that a large percent- 
age of the marriages in this country take place in June. 

Every wedding creates an ideal gift market for Pyrex 
dealers. In your own community, there will be an 
excellent opportunity for bigger sales of Pyrex oven- 
ware this June. 

Feature the Pyrex Gift Set and the Pyrex Household 
Set in all your displays—they are especially appropriate 
for gifts to brides. 

National advertising has already paved the way for 
you. Full pages in black and white and in color 
appear during May and June in the Ladies’ Home 
Journal, Good Housekeeping, Woman’s Home Companion 
and The Delineator to further stimulate gift sales. 


Now is the time to go after your share of the Spring Pyrex busi- 
ness. Display Pyrex prominently in the window and on the counter. 


The new Pyrex display card will add a colorful note of distinc- 
tion to all showings of Pyrex ovenware. Write for it today. 


Pyrex Sales Division 
Corning, New York, U.5. A. 










[C4 
CORNING GLASS WORKS |{PYREA 


The 9-piece Pyrex Gift Set is a 
moderately priced present the 
new housewife will appreciate 





A complete assortment 

of oven utensils for the 

new kitchen is contained 
in the Household Set 






OVEN WARE 





. 
(ORIING GAS WORKS 
Coming BY 
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Are you getting 
the chain sales 
A, you deserve? 





a F youre not, take steps to 
ne let your customers know 
Pattern you carry ACCO Chain Spe- 


cialties. There’s a live market 
NOW for Pound Chain, Log 
Chains, Tie-Out, Swing, Well 
and Halter Chains. 











Be sure you have a complete 
stock. Your jobber’s salesman 
will help you arrange a list 
of live, paying chain items. 











Elwel Breast Chain ‘ 
—Double Slack Then display the numbers 


your customers are looking 
for. Put chains in your win- 
dow—develop a store display. 
Thousands of dealers have 
demonstrated that pushing 
ACCO products pays. 




















F El-Wel-Tra Trace Chains ia 
“ACCO” CHAIN SPECIALTIES 


—made by the makers of the famous 


——— TIRE CHAINS 


AMERICAN CHAIN COMPANY, INC. 
BRIDGEPORT, CONNECTICUT 


b. 





‘4 





In Canada: 
Dominion Chain Company, Limited, mens Falls, Ont. 
District Sales Offices 
Boston, v Coe New York, Philadelphia, ’ Pittsburgh, San Francisco 


orld’s - ree st bomen turers of Welded and Weldless Chains for All Purposes 
1 Makers of the Famous WEED Automobile Accessories 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 4 


Steel Planes 
( Bailey Type ) 


1. Base of Wrought Steel. 


rp Lever cap and frog of malleable 


Teele 


3. Accurate and positive adjust- 
ments. 


4. Light in weight. 
3. Well balanced. 





You can recommend Stanley Steel 
Planes to your carpenter friends, 
because— 
1. They are practically indestruc- 
tible. 
2. Their light weight and fine bal- 
ance make a convenient plane STANLEY 
to handle. Steel Jack Plane No. $5 
) 3. And they possess all the features 
iy of the regular Stanley Bailey 7 
Plane—the accepted standard eee 
among carpenters. 
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wood-working tools in keeping with 
the high quality of Bailey Planes. 


r 
4 
| | 
THE STANLEY RULEAND LEVEL PLANT [4 SELL THE LINE 
NEW BRITAIN, CONN. j 





; . . . . . } 
| This trade-mark is a means ofidentification | 


teef STANLEY Je=== 


New York Chicago San Francisco Los Angeles Seattle 
(sw) 
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Which Ink 
Do You Use? 


\ 
















HE cleaner you handle un- 
doubtedly shows a liberal 
margin between cost and selling price. 
You expect it to pay you a profit. But 
which ink do you use when you come 
to foot up the account of your cleaner 
department at the end of the year? Too 
many dealers—we are sorry to say— 
have to show the total in red. 












We believe we can demonstrate 


that the RoyAL Cleaner pays the 
largest net profit per sale 







The reason is Royal’s inbuilt quality. No 
better cleaner is made. When you sell a Royal 
it stays sold. You keep the profit. Then the 
satisfied buyer helps to make more Royal 
sales. Through the Royal “Good Will Plan,” 
practically every sale leads to another in an 
endless chain of profit. And the more Royals 
the Royal Dealer sells, the easier they are to 
sell, and the more profit per sale. 


Throw the red ink out of the window. 
You can with Royal’s help. 




















THE P. A. GEIER COMPANY 


540-560 East 105th Street + Cleveland, Ohio 








CONTINENTAL ELECTRIC CoO., Led. 
507 King Street, East 
Toronto, Canada 
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Making It Easy to Buy 


E sells himself! Few men can resist the temp- 







tation to test the heft of a hammer or the 
balance of a chisel. The impulse to own one or 
more of these tools is almost irresistible to the aver- 
age man. He buys! In every store where the 
Velchek board has been displayed, the sales of 


tools have greatly increased. And for your store 
the ‘“‘Velchek”’ board will do the same. Send the 


coupon below for complete information. 


The Velchek Tool Co. 


3000 E. 87th Street Cleveland, Ohio 











The Velchek - 
PRET, Reseerares re beter 4 = SIRES scree : ie e Tool Co. a 
Le SS 5 ee , ae - | 3000 E. 87th St. 
Cleveland, Ohio ; 
Fosse a 
" as ae peti Bes rcs , | Please give me full in- 8 
SES ae see sseet Boe lO nanan —_ formation on the “Vel- : 
chek” self-merchandising 4 
AIRE AEE. eters ete Boa rd ° i 
Pe ' . 
a 
, stats sis oe ne ee ee sNlTIO, 2... ee ee ew ee ee we ee eee a 
ee EE a OES ' 
~ ° d T d lta) oe De G8 oO aes at ie ala k - 
Keep Mechanics Good lempere | 
RE Ee ee PES a 
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The Long-Lastin 





Collar Pad 4 


ARE you offering your customers the 
best in Collar Pads? Note this 
exclusive TAPATCO feature—Hooks 


securely attached —no rivets to 
quickly rust out and pull through the Pad. 
Sweat and continuous heavy usage do not have 
this effect on the Wire Staple and Felt Washer. 
The weakest point is made strong and the life of 
Pad materially lengthened. Your customers 
will prefer this better Pad. 





























| 
| 


Patented in U.S, 
December 1, 1914 
Patented in Can- 
ada April 6, 1915 











Embody the best yet attained 
in the manufacture of such 
goods. Of surpassing excel- 
lence, they meet in satisfac- 
tory manner the most ex- 
acting requirements of a 
Collar Pad. They cost no 
more than so-called “just as 
good” pads—yet you can be 
sure nothing better can be 
obtained. 


We manufacture a complete line of 
Pads for Team Collars, Riding 
Saddles and Cart Saddles; 
also a full line of Back 
Bands, both Padded 


and Burlap Lined. 
FOR SALE BY JOBBERS 
ss eae nt ne at etme mame ies aba: 
The American Pad & ilies 
e Branch 
creenpese “tile Company as a: 
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THE 

FINEST 
CARPENTER 
HAMMER 











Kelly Axe & Tool Co. 


The best known 
and known as 


THE BEST 


PERFECT 
TEMPER 





KELLY HAMMERS MAINTAIN THE RECORD 
OF KELLY MERIT 


KELLY “VANADIUM” 


Drop forged from a NEW steel of VANADIUM ANALYSIS 
recently developed and made EXCLUSIVELY FOR US. 
TOUGHER and STRONGER 
than any HAMMER steel 
heretofore produced. 
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——— THE 
[S| TOUGH 
: : 4 STEEL 


LVCHOYrZr< 


& No. 214,—16 oz. head. Retail price, $2.25 each. 
No. 22 —13 oz. head. Retail price, $2.25 each. 
Hexagon neck, Round head, re-inforced ‘“Bite- 
Tite” claw. 
High polish finish. 
Special shape, second growth hickory handle. 
Each “Vanadium” tool is packed in an individual carton. 


HOYXVMVMOMOYVOOOOE 


These hammers have made a hit; new, attractive finish; very striking; 
THEY ARE EXCEPTIONAL VALUE AND THEY LOOK IT 
FAST SELLERS—QUICK TURNOVER—FAIR PROFIT 


“YELLOW HANMER a | = 
- oo 7 4 -) = 





)} 4\ “Yellow Hammer” 
| No. 30114,—16 oz. Oct. neck, Round head. 
Gun Metal finish, with Yellow Enamelled 
neck and claws. 
Retail price, $1.25 each. 


ws “Falls City” 
= No. 30114,—16 oz. Oct. neck, Round head. 
Polished, with Green enameled neck and claws. 
Retail price, $1.25 each 





oi. a 
WZ 
an Falls City” te 5 “Hand Made” 
No. 114,—16 oz. Bell Face. Polished. No. 1114,—16 oz. Bell Face, Black, forge finish. 
Retail price $1.00 each. Retail price, 75c each. 


Charleston, W. Va., U. S. A. 
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Maydele Hammer heads are press- 
forged of teol steel. Handles are of 
clear, second-growth hickory,  air- 
dried for years. Whatever the type, 
Maydole is the standard of quality. 


Nail Hammers 

Ripping Hammers 

Machinists’ Ball Pein Hammers 
Automobile Hammers 

Tinners’ Hammers 

Brad Hammers 

Farriers’ Hammers 

Engineers’ Hammers 


Patternmakers’ Hammers 
Bricklayers’ Hammers 


Ask your jobber for MAYDOLE 
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He’s selling 
Maydole 
Hammers 

for you 





There are hundreds of 
“star salesmen” for Maydole 
Hammers right in your 
neighborhood. Are they 
working for you or the store 
across the street? 


Almost every veteran carpenter, mechanic 
and plumber has a keen appreciation of the 
marvelous “hang”, the strength and durability 
that only Maydole puts into hammers. They’re 
teaching the young fellows the value of Maydole 
quality just as their fathers and grandfathers 


taught them. 


Are you cashing in on this tremendous good 
will that has been steadily growing for more than 
eighty years? Make sure your stock of Maydole 


Hammers is complete. 


Get in touch with your jobber and write us 
for Catalog 23 “C”. 


THE DAVID MAYDOLE HAMMER CoO. 


Norwich 


New York 


9172 





Maydole Hammers 
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Are You Ready for the 
Twinplex Contest? 


$2000 
Reward 


For This Man’s Name 


He is the fellow who goes on 
buying new blades and kicking 
about them when all he has to | 
do is step into your store and | 
buy a Twinplex Stropper 
which will improve new blades | 
100% and keep them keener | 
than new for weeks. 


18,000,000 

Magazine Ads— 
will broadcast this interesting | 
Twinplex Event. Shavers in | 
your town will read that it | 
costs them nothing to try to | 
win a big cash prize—that the 
only condition is having some 
dealer strop a new blade on 
Twinplex. 
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For This Mar 
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Sat. Evening Post 
2,500,000 





Literary Digest 
1,500,000 

Colliers - 1,100,000 

Elks Magazine 
600,000 


Life - 200,000 
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MR. DEALER, just as sure as men’s beards grow you can make money out of this contest. 
Five prizes—$1000; $500; $250; $150; $100—will be paid for best names. It will 


literally drive Shavers into retail stores to have a new blade stropped on Twinplex. 


WHEN CUSTOMERS, old and new, come to you for entry blanks, it’s going to cost 

you real money if you have to turn them away. Won't it be better to — | 
Give them what they want. | 
Ring up Twinplex Sales at $1.00 to $1.50 margin. (Sales 
are already half made when they come in, you know.) 
Make permanent, satisfied customers of them on blades, 
shaving cream and other shaving supplies. 


Special Contest Assortments ——_ 


Ask your jobber for Special Contest $10.00 
Assortments — 5 Assorted Twinplex Sell for 


Stroppers and 6 Free Tubes Twinplex 16. in 
Shaving Cream — selling at a special : raph — All Twinplex Stroppers now sold under 
price during this contest. our Profit Protection Policy. 


CASH PRIZES FOR WINDOWS 


You can win as much as $200 with one of your dealers everywhere for the best contest windows. 
display windows during the $2000 Reward Attractive advertising material sent free. Ask 
Contest. We are offering $1150 cash prizes to your jobber or write us. 


TWINPLEX SALES CO., 1659 Locust Street, St. Louis, Mo. 























Profit Protection 


You can now buy Twinplex Stroppers 
at a price enabling you to make a real 
profit and nobody can undersell you— 
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The Kitchenkook blue flame match 
lighter is an attachment. that 
may be quickly installed in any 
Kitchenkook. It lights with a 
match, eliminating alcohol torch 
generation. Price on request. 
he SAFETY 
This illustration is a reproduction 


of a photograph made with the 
stove burning. Can there be more 
convincing proof of the complete 
safety of Kitchenkook? 
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Kitchenkook, well displayed, means more Kitchenkook sales. Kitchenkook is good to 
look at; it attracts buyers. This fine four-burner cabinet model is beautifully finished 
in grey enamel with porcelain mantel back and removable burner tray to match. 
Under the burners is a roomy cabinet for utensils where they are out of the way but 
within easy reach. 

And no prospective buyer ever forgets a Kitchenkook demonstration. Its cooking speed, 


range and uniformity of heat, economy, cleanliness, absence of wicks, chimneys, smoke, 
soot and grease are a revelation to everyone who sees it demonstrated. Kitchenkook 


demonstrations usually result in sales. 

To progressive dealers, Kitchenkook presents an opportunity as unique and attractive 
as the stove itself. Kitchenkook advertising, more than 25,000,000 advertisements in 
leading farm and small town magazines, is telling your customers about this faster, 


better stove. They will want to see it. Write or wire for details about the full line, 
our exclusive dealer-agency proposition and name of nearest distributer. Address near- 


est office. 


American Gas Machine Company, Inc. 
Albert Lea, Minn. New York, N. Y. 












ALBERT LEA 


ITCHEN KOOK > 


THE IDEAL COOK STOVE 
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Make *Em 
eo ae Buy! 


aN NSTEAD of “having it done” 
nowadays, most folks paint 
their own cars, boats, furniture, 
sharpen their own lawn mow- 
ers, garden implements and 
en ge repair their own radios, etc. 


Why? 


Because the necessary. materials and equip- 
ment are today sold in convenient pack- 
aged form, with specific directions which 
enable Mr. Handyman to do the job himself, 
sometimes better—always for less money. 









Modern merchandising methods demand 
packaged goods—with directions. The idea 
is as sound applied to window sash cord. 
And SILVER LAKE has taken the initi- 
ative! 






seared wien SHIVER LAR 


286 US FST OFF 


gh for-4 Twenty-Year Cords in this Pa 


<) MOOK For THE NAME “SILVER LAKE™ ON EVERY FOOT OF CORD . 4 








E are making home owners want 

SILVER LAKE through consistent 
and persistent advertising in the Saturday 
Evening Post, Good Housekeeping, and 
other well-known National magazines. 


You can easily show them where to get it 
by prominently displaying these two hand- 
some cutouts in the windows and on the 
counters of your store. 

These sales buildérs are FREE to all SIL- 
VER LAKE dealers. Your wholesaler will 
gladly supply them. 

Right now is the season to push sturdy, 
long-wearing solid braided SILVER LAKE 
Sash Cord. And remember— 


We cover you with a 
20-year guarantee! 








SEND FOR THESE NEW DISPLAYS NOW 
Order Packages and Bulk Goods from Your Wholesaler 


SILVER LAKE COMPANY NEWTONVILLE, MASS. 
Manufacturers of Solid Braided Cordage 


Silver Lake Sash Cord 


LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 
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Machine Screws 


Stove Bolts 
Tire Bolts 
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American Screv Co. 


mK PROVIDENCE , R1. 
ow WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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How We Help 
_ The Dealer 


First, we give you a line of salable, up-to-the- 
minute cabinet heaters backed by more than 
fifty years successful experience in the manu- 
facture of stoves and furnaces. 



















We work with you and for you right from the 
start. Window trims, handsome counter 
cards, attractive catalogues, folders and other 
dealer helps are supplied immediately. We 
help you SELL our Home Warmers through 
a service of five real sales producing “lollow 
up” letters to heater prospects. Your prospec- 
tive customers are completely informed about 


Kwerside 
Radionas 


in these letters which bear your name. 
Useful cook books, yard sticks and other 
practical gifts are sent to these prospects. 
They are told why the Sperry “Out-o’- 
Sight” Stove Board (used only on 3-6 
Radionas) completely eliminates the use 
of the unsightly stove boards. 














New Model 
Aerona 
No. 1-4 



























Besides Radionas they are told about our 
complete line of Riverside Heating and 
Cooking Stoves, also Warm Air Furnaces. 


Your sales are not restritted and 
there is a worthwhile profit in every 
sale. 


Make 1926 your banner year for 
heater sales. Write us for full 
particulars. 


Rock Island 


Stove Company 
Rock Island 


Illinois 








No. 2-4 Duplex Radiona 
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No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 
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The reason for the success of 
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White Metal Finish 
Wickwire Premier 
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ting enameled with transparent var- 


it 
Cortland Black Enameled 


Your jobber will supply you. 


“Life Insurance” 


service 1 
Gray-Wick carries an extra heavy electro 


Gray-Wick is produced from rust-resisting 


Back of every lasting success there is a 
Open Hearth Steel made in our own furnaces. 
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Our Other Brands of Screen Cloth 


Zinc CoOa 


Gray-Wick Screen Wire 
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Every WICKWIRE BROTHERS Product is backed 


Gray-Wick has a pleasing Gray color. 
by fifty years of experience. 


rolled it lies smooth and flat and not wav 


great advantage to cus 
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FOSSIL GUMS— 
VEGETABLE OILS— 
TURPENTINE 








~ 


why 
PuRE FOSSIL GUMS 


The solidified residue of the sap of trees which grew, 
died and were buried thousands of years ago. Under 
heat and pressure this residue was transformed into 
hard, knobby lumps of tough, fossilized gum. This is 
mined by natives in tropical countries and shipped to 
makers of good varnish the world over. AMBER is the 


best known and rarest of Fossil Gums. 


When used in Varnish, Fossil Gums have excellent 
linseed oil absorbing and amalgamating powers and 
form a hard, tough, durable and elastic film. 


The film from rosin or ester gum (treated rosin) is gen- 
erally brittle. It cracks, breaks and powders easily and be- 
cause rosin has in itself no elasticity, it perishes quickly. 


Know what you 


buy 
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This new counter display 
holds eight of the new tubes 
of Barreled Sunlight Tinting 
Colors—also a panel painted 
with Barreled Sunlight lus- 
trous white, and a supply of 

attractive leaflets. 


A unique 
| Lustrous White 


HARDWARE AGE 









Reduces Overhead 


on tinted enamels 


S* THOUSAND dealers have made 
good profits selling Barreled Sunlight 
for white interior painting only. 
Now—with a very small addition to 
their investment—tthey can sell this popu- 
lar specialty for tinted uses also. 
The new Barreled Sunlight Tinting 
* Colors, in handy tubes, enable anyone to 
obtain exactly the tint desired—by simply 
stirring these almost liquid, easy-mixing 
colors into Barreled Sunlight. 


Barreled 


Reg. U.S Pat. Off. 


Sunlight 


Notying up your capital in ready-tinted 
enamels that may prove unpopular. Just 
Barreled Sunlight itself, plus some Tinting 
Tubes in an attractive counter display case 
and you offer a lustrous, satin-smooth,wash- 
able finish for any interior painting job. 


The tinting idea is strongly presented in 
our national advertising—now appearing 
—and progressive dealers are _ selling 
Barreled Sunlight faster than ever. If you 
are interested, mail the coupon below. 


21 
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U. S. Gutta Percha Paint Co. 
7 Dudley Street, Providence, R. I. 


Please send me Barreled Sunlight dealer proposition with 
the new tinting feature added. 
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Sell these new 


Room Furniture 











mcrease your 
paint end of 


m2) GOOD varnish brush is all that is needed 

‘) to successfully finish things in the home 
with ZAPON Lacquer Flowing Finishes. 
These finishes are “flowed” on with a 
minimum of brushing. They level themselves. 
Moreover, they dry so quickly that a perfect finish 
may be secured and used the same day. 


Think of it! A finish for home use that gives the 
same hard, enduring, velvety lustrous surface that 
characterizes the exquisite effects secured by more 
than 4,000 manufacturers who employ expensive 
spraying equipment in applying Zapon finishes! 


The finish secured with ZAPON Lacquer Flow- 
ing Finishes is waterproof. It, also, is check- 
proof, crack-proof and craze-proof. It will not get 
‘tacky’ in humid weather. Therefore, it will 
never print or show doily marks. It will wear 
longer and appear better than any other form of 


finish. 








Some of the many home things 


that may be finished with these ZAPON products 







Clocks Smoking Sets 
Clothes Baskets Stairs 

t Hangers and Table) Stoves 
Cupboards Stove Pipes 
Curtain Rods ables 

ks Pieces Tea Wagons 
Doors or Wood Sash Toilet Sets 
Drain Boards rames oys 

Trays 


rs 
Dressing Tables 


j 
Electric Light Fixtures Walls 


\ 
\ 
Waste Paper Baskets 
\ 


oors 
Flower Boxes 
Flower Pots 











Woodwork 
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Vicker Furniture 
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your business =|, OE 


These new ZAPON finishes are the result of fe ON Loews 
years of research and experimenting. They are the f ——— a 
products of America’s oldest lacquer manufacturer, 
the company that has done more in advancing the 
art of pyroxylin base lacquer finishing than any 
other single organization in the world. Back of 
these ZAPON finishes is an experience in lacquer 
manufacturing of more than forty years. Con- i a 
sequently, you know that you can push their sale i | Clear Eaniat 
with the full assurance they will give your cus- 
tomers complete satisfaction. 














Here is a real business-building opportunity. 
If your jobber has not called it to your attention, 
write or wire for particulars regarding the ZAPON 
dealer proposition. 


THE ZAPON COMPANY 


247 Park Ave., New York City 





BRANCHES in all principal cities 





cA finish for every home need 








ZAPON Lacquer Flowing ZAPON Lacquer Linoleum Made especially for use with 
Enamel—Supplied in twenty Finish. Made especially for Zapon Lacquer finishes— 
3 attractive tints and colors. linoleum. ordinary putty cannot be 
= ZAPON Clear Lacquer. ZAPON Lacquer Wood used with lacquer. 
ie Supplied in white only. For Filler. Made especially for ZAPON' Flowing Lacquer ; 
| use with enamels, or for use with Zapon Lacquer Tides Uliel for iieain ; 
securing natural grain finishes. Enamels. Supplied in three Za HP weet aa: s ; 
different shades. ee eee M 
ZAPON_ Lacquer Floor objects to be finished, clean- : 
Finish. Made especially for ZAPON Lacquer Putty. ing brushes, hands, etc. : 
oors. | Bit: 5 
' 
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DEVOE Quality" 


Devoe backs its Agents by proving Devoe 
Quality in every advertisement 
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City Newspaper Advertising | 




















” Window Displays 


T cpebantens 











just wall pai? A large 
corporation, before painting its build 
ee ee 

wall paint were sclect- 


1. Ease of application—Stirs and mixes 
readily, and brushes freely 

2. Appearance—Shows no laps or brush 
marks, and leaves a smooth, even surface 

3. Washabuity—Soap, water and a rag re 


Wall paints were tested 


~ and Dévoe was selected 








move marks and grime spots, and 
restore the charm of the original color. 

4 Durability— Contains no varnish or 
fillers that might lessen its lye 
all usual conditions Velour 
last for years. 

5. Economy— Unusual covering and spread 
ing capacity insure the minimum cost 
per job. 

Devoe Velour Finish is guaranteed to ren- 
der satufaction when applied according to 
directions. 


Devoe & Raynolds Co, Inc. General Offices: 1 W. 47th St, New York 


Branch offurs trroughowt the U'mted States 


r Finish 


Lt DEVOE 


Paint & Varnish Product 


172 Years of Experience 
For the outside of your home, for the walls ; ys selected 
inside, for the woodwork, the floor, the fur: Practical Tests Sager marks ad gre woes nd 
niture, there is a particular Devoe paint, ve the charm of the original color 
a wang amen —-= Prove bility Contains no varnat ot 
experience your paint varnish lessen its life 
probleme to a Devoe Authorized Agent, and Devoe Quality » et ee Vedow Paik wil 
get dependable advice. for years. 
capacity meure insure the minimum cost 
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Velour Finish is to F 
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13 Color Pages in The Saturday Evening Post 
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13 Color Pages in The Saturday Evening Post 





Paint & Varnish Product 
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Farm Paper Advertising 
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highest form of success in a manu- 
facturing business. One is the ‘know 
how’ and the other is the determina- 
tion to make it as good as it can be 
made. I might call this the skill and 
the will. Not all good finishes are 
made by the Murphy Varnish Com- 
pany, but all finishes made by the 
Murphy Varnish Company are good. 99 

















About a month ago I took home a quart 
of white Murphy Brushing Lacquer and 
one Saturday afternoon did over the 
kitchen furniture, and produced such a 
good looking job that my wife made me 
bring home some green, red and some 
more white. Since then she has done 
over two bathrooms and a bedroom. And 
Murphy Brushing Lacquer has become 
standard practice in our home. My wife 
had had no previous experience in 
painting but she did a bang-up job the 
first trial. 

I sent a gallon to our professional 
painter. He tried it out on a bedroom 
and has become a rooter for it too. 

Last week I ran across a contract 
painter who is doing the window frames 
and casings in an old office building with 
Murphy Brushing Lacquer, and using 
spraying lacquer on the walls. He says 
its a god-send to him. And that Murphy 
Brushing Lacquer White Under- 
coating is the greatest stuff he ever 
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5 ¢¢ Only two things are necessary to the 


My wife thinks 
Murphy Brushing Lacquer 


1S great: 


used under white, ivory and gray. 

These three experiences duplicated 
many times all over the country and 
fostered by the national advertising cam- 
paign on this new product explains why 
in the short time it has been on the mar- 
ket Murphy Brushing Lacquer already 
has become a best seller. What the 
advertising promises the goods are mak- 
ing good. 

If you are not handling Murphy 
Brushing Lacquer you are missing one 
of the liveliest spring business producers 
we know of. The attached coupon 
will bring you full information. Mail 


it today. 








Murphy Varnish Company 
224 McWhorter Street 
Newark, N. J. 


PLEASE SEND ME FULL INFORMATION ABOUT 
MURPHY BRUSHING LACQUER. 


NAME 


ADDRESS 
5 HA-A 


—_o 











— Murphy 
BRUSHING Lacquer 


MURPHY VARNISH COMPANY - NEWARK 


CHICAGO - SAN FRANCISCO -- MONTREAL 
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BoTn PHONES 


MARTZ BROTHERS 


HARDWARE, PAINTS, OILS, GLASS, ETC. 
21 SOUTH THIRD STREET 


Harrissure, Penna. 









August 18, 1924. 


Pittsburgh Plate Glass Co., 
“611 Soe. i7th Street, 


























|; = ; 
| i 


> 








Philadelphia, Pa. A 
Gentlemen:« = 
We purchased our initial stoc; of Pittsburgh Frooft pi 

Products in the Spring of 1919, At that time we thought we were rs: 
doing a very s £ business but since then we have i 
and our profits have improved aad 

Susiness would indicate. fe 

. Favorable comment on the quality of Pittsburgh Proof « 

Products ig almost a daily occurrence in our Store and we be- th 
licve we can double our present paint business, % 
The Pittsburgh Co's method of advertising has been a 

helpful in selling paint and the buying public accepts Pittsburgh i Ate 
Proof Products as high quality goods without question. Fs ~ 
ade Your lange stock of paint ip Rbiladelphie has cnablea {| oe 
Us t6 sell a larger volume of business on 9 Smaller stock invest= — 1E Rees 
ment than we had Previous. to handling this tine, and the new . 2 > 
Harrisburg Warehouse will enable us to further curtail our investe oi: Se 
ment. ' , : ; 3 Se: 
We gladly recommend the Pittsburgh Proof Products to ae =| 

any dealer Secking the highest quality of merchandise, backed b toe 
&@ Sane advertisin licy, a dependable source of Supply and un- cA Sh ae 
stinted -co-overation and sales help. 3 Ba 
3 Yours truly, i ae 

Martz Bros. 2 ‘ee 
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The Valspar News 


Published by 
VALENTINE & COMPANY 
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It will be dry in 


a few munutes 





VOLUME 1 


JUNE, 1926 


NUMBER 1 








HOUSEHOLDERS 
WILL WELCOME 
THIS LACQUER 


New Valspar product meets 


modern demand for ‘‘speed.’’ 
Permits frequent changes in 
home decorations 


People who dread having the 
house torn up for painting and 
decorating find Valspar Lacquer 
a veritable god-send. Instead of 
the old annoyance and long- 
drawn out discomfort, while 
floors and woodwork are being 
refinished, they can have the 
work done with this new Valspar 
product without inconvenience. 


And when it comes to the re- 
finishing of furniture, it is actu- 
ally quicker to use Valspar Brush- 

ing Lacquer than to go to the 
stave and select new furniture! 


For Valspar Brushing Lacquer 
dries ready for service in a few 
minutes. And with the worst 
inconvenience of redecorating 
thus eliminated, women will be 
sure to gratify their natural love 
of color and variety which will 
mean more business and added 
profits for all paint dealers. 





Beautiful Colors 
Scientifically selected 
by experts 

How the colors were selected 
for Valspar Brushing Lacquer 
makes a most interesting story. 
This selection was made by the 
ValentineColorExpertsafterthey 
had conducted a thorough inves- 
tigation to find out exactly what 
colors the public wanted. 


First they chose every conceiv- 
able shade or tint that anyone 
might possibly desire. These were 
then shown to Interior Decora- 
tors, Editors of leading Women’s 
Publications, Paint Dealers, 
Painters, Housewives, and their 
Husbands—in fact, everybody 
interested in home painting. 


The result was most interest- 
ing. Not only was it proven that 
the public wants vivid colors— 
strong reds, blues, yellows, etc., 
but also many of the softer 
tints—lilacs, light blues, soft 


greens and other pastel shades. . 


By determining in advance the 
colors the public wants, Valen- 
tine & Company knows that 
Valspar Brushing Lacquer will 
sell rapidly. And of course this 
means faster turnover, bigger 
sales and better profits for all 


those dealers who carry this re-_ 


markable finish. 








SENSATIONAL 





BRUSHING LACQUER 


* * ANOTHER VALSPAR PRODUCT * * 


Promises to Be Big Business Builder 





A full-bodied, easily applied 
“‘household”’ lacquer, with 
phenomenal covering power 


A remarkably durable, satin- 
like finish that dries in a few 
minutes! And made by the 
makers of world-famous Valspar! 


This wonderful new brushing 
Lacquer has been developed side 
by side with Nitro-Valspar, the 
company’s recently perfected 
automobile lacquer and it repre- 
sents the highest advance in the 
science and art of modern lacquer 
manufacture. With the great care 


.and skill for which Valentine & 


Company are famous, every de- 
sirable quality has been given to 
Valspar Brushing Lacquer:— 

— ample time to brush the lac- 
quer out to a smooth, even 
finish. And yet it dries in a 
few minutes. 

—body as full and “creamy”’ as 
the highest quafity enamel. 
—phenomenal covering power: 
one coat covers all types of old 

paint or varnish. 

—remarkable freedom from hard 
settlings. 

—the flowing, leveling and brush- 
ing qualities of good enamel. 

—no offensive odor or ingredients 
harmful to health. 


NO COMEBACK 


Official of Valentine Co 
Explains Care in Deve ~ 





Latest Valspar Pre (le 


‘By delaying the 

















of Valspar Brushing# _ «f/f 
said Mr. Phillips, 7 7748 of 
Valentine & Comfy <Aira re- 
cent interview, we had 
tested and m ure of the 
action of e f of its in- 
gredients ley all conditions, 
we hays liminated all possible 


COE ints—just as we did when 
brought out Valspar in 1908 
and Nitro-Valspar last year.” 










—waterproof and weatherproof. 
Valspar Brushing Lacquer may 
be safely recommended for use 
outdoors as well as indoors. 


—a flash point. as high as ordi- 
nary varnish, so that there is 
no need for a ‘“‘red label’”’ in 
shipping. 

—chcice of 15 fascinating colors: 
Cardinal Red, Italian Blue, 
Java Brown, 
Oriental Green, Coral Sand, 
French Gray, Nile Green, 
Holland Blue, Peacock Blue, 
Palm Green, India Ivory, 
Jonquil Yellow, Chinese Red, 

Argentine Orange, 
and also Black and White. 
Any two or more of these col- 
ors may be mixed to give any 
desired shade. 


Valspar Brushing Lacquer, 


produces a lustrous satin-like - 


finish, as smooth as porcelain, 
pleasing to the touch and as 
beautiful as a handrubbed finish. 


Valspar Brushing Lacquer may 
be used both indoors and out — 
offers wonderful resistance to 
weather, hard wear and abuse. 
It is absolutely waterproof. Like 
all Valspar products, it “‘won’t 
turn white!” 





Persian Lilac; 





? 


_ Profits 


COMING SOON 


New 15 Acre Lacquer Plant 
Insures Adequate Production. 
Initial Deliveries Early in July 


Delivery of the remarkable 
new brushing lacquer will be 
prompt and dependable. Order 
blanks, distributed with the pre- 
liminary announcements are 
coming in fast and will be filled 
in the order of their receipt. It 
is expected that July first will 
see the first shipments under way. 


Big Advertising Campaign 


Planned to Secure Immediate 
Popularity 


Valentine Company is ina 





gurating a vigorous and wid# 


spread advertising campaign@@e 
launch its new product. h 
national and trade publicg@#fons, 
as well as direct mail terial 
will be used, in a bn-wide 
drive to establish Va Brush- 
ing Lacquer besj the other 
Valspar Prod among the 













“household ne@Mssities”’ in every 


home! 
Bigger 
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Plan to Attend 
Western Zone 
National Paint, 
Oil & Varnish 
Association 
Fifth 
Annual Convention 
Del Monte 


California 
July 8, 9, 10, 1926 















t ; : 
TORIES FAST AND LASTS 3 


El.pu Pont pg NemMouRS &CO 
WILMINGTON. DELAWARE 












“Tn that can— 
the most marvelous 
finish science has ever known! 


UCO is not only a marvelous finish—but it 
is a marvelous seller as well! 


Never has any paint specialty been received with 
such tremendous enthusiasm before. 

Thousands upon thousands of paint dealers or- 
dered introductory assortments of DUCO before 
the first line of our advertising appeared. And 
hundreds of them were entirely sold out of the 
more popular colors within 48 hours after our 
first advertisement was published in The Satur- 
day Evening Post. 


The introduction of DUCO for handy home uses 
has revolutionized the market for interior finishes. 
DUCO has set a new standard of convenience, 
durability and beauty. 


Write for Introductory Proposition! 


F our salesmen have not yet you will need a DUCO assort- 
had time to present DUCO menttomeetthedemand which 
to you—write for our intro- already exists. 
ductory proposition. No matter Write today for our Introduc- 
what line of paints you carry, tory Proposition. 


E. IL DU PONT DE NEMOURS & CO., Inc. 
3500 Gray’s Ferry Road 
PHILADELPHIA, PA. 





199 








There is only ONE Duco . . . DU PONT Duco 
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—each month he ae two 
dealers a question 








The question: 


“Does Dutch Boy white-lead help 


sell other products?” 


ANSWERS: 


TTO A. GOHD, 233 Belmont Avenue, 
Newark, New Jersey, says, ‘“‘We have 
built our business with Dutch Boy. We find 
that people who come in for Dutch Boy white- 
lead always take other needed items with them 
—such as oils, turpentine, and driers. If we 
were not pushing Dutch Boy, we would un- 
doubtedly not have made these sales.”’ 


A. Miller, 138-140 Main Street, Poughkeep- 
sie, N. Y., ‘‘Dutch Boy has carried my whole 
line along with it. It is a great leader. Without 
a stock of Dutch Boy, many sales of other 
products would be lost.”’ 


A A A 


These two dealers are typical of scores who have 
boosted their sale of other paint supplies by 





selling more Dutch Boy. You can do the same 
thing. Put in a Dutch Boy window display. 
Feature Dutch Boy white-lead in your news- 
paper advertisements. Let home -owners, 
business-men, painters in your community know 
that your store is the Dutch Boy store. Write 
our nearest branch for Dutch Boy window dis- 
play, booklets, movie slides, and Dutch Boy 
cuts. They’re free. A postcard will bring them 
to you. 





and > a 


NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; Buffalo, 116 
Oak Street; Chicago, 900 West 18th Street; Cincinnati, 659 Free- 
man Avenue; Cleveland, 820 West Superior Avenue; St. Louis, 
722 Chestnut Street; San Francisco, 485 California Street; Pitts- 
burgh, National Lead & Oil Co. of Penna., 316 Fourth Avenue; 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut Street. 
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Fourth— 


He Should 
“GIVE LOCAL 
SALES 
SUPPORT TO 
SPEED THE 
TURNOVER” 





Write Us— 


A Lucas representa- 
tive from our near- 
est Factory or Sales 
Office will present 
the Lucas “100% 
Success Plan” to 
you on request. 


Write Dept. 75. 


Do fi 
U1¢) fe f, -* b/ 6% € 4 
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We believe it is the duty of the manufacturer to cooperate 
with you in utilizing any force that has a recognized sales- 
making value. Lucas cooperates in harnessing up these forces 
—with your own sales efforts. 


Lucas equipment in this respect is most complete. Lucas 
Slat signs and attractive color cards exert a big influence in 
making sales and save time and effort of your sales people. 
Besides, every can of Lucas Tinted Gloss Paint displays a 
color chip corresponding to the color of the paint in the can. 


Attention-getting window displays exert a real influence in 
pulling trade into your store. 


Lucas furnishes such a wide variety of attractive display 
pieces that your window can be redecorated with new ma- 


terial many times during the year. 


There are many immediate prospects for paint and varnish 
jobs in your community. Lucas shows you how to locate 
these live prospects and, in addition, furnishes thorough co- 
operation in promoting them with several mailings of effec- 


tive sales literature. 


Your home newspaper has a wide influence: undoubtedly you 
contract for a certain amount of advertising space each year. 
Lucas will assist you in utilizing space effectively—both in 
furnishing the type of advertisements that sell merchandise 
and with a generous cooperative plan. 

Lucas furnishes a most complete plan of local sales coopera- 


tion, based on experience for more than three-quarters of a 
century in working successfully with retailers. 


John Lucas & Co.,inc. 


PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
And Local Distributing Points 
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LONG with the fallacy of Cinderella’s glass 
slipper, discard the impression that Berry 
Brothers’ Lionoil Floor Enamel is expensive. 


Here is enamel at the price of paint—a mar- 
velous value! The quality is exceptional. 


Tests conducted’ by railway companies have 
demonstrated that Lionoil outwears all floor 


finishes commonly used in passenger coaches. 


Write us for complete information about this 
remarkable product. It preserves wood, pre- 
vents rust, resists wear and is waterproof. 


Nothing equals it for floors, porches and decks. 
It is made in eight colors and is today one of 
the fastest-selling products manufactured by 


Berry Brothers. 


FERRY BROTHER: 


inderellas slipper 


— made of glass 


A translator's blunder 
is responsible for the 
time-honored impression 
that Cinderella wore 
glass slippers. 


In the original French 
the words “pantoufle en 
vair” occur. It is ex- 
plained that because of 
the similarity of sound, 
“vair’, meaning fur or 
sable, was mistaken for 
“verre,” whichin English 
is glass. 


Thus Cinderella's slip- 
pers, among English 
readers, became errone- 
ously known as glass 
slippers—instead of 


* sable, worn by royalty. 


For reference, see “‘Falla- 
cies, Explained and 
Corrected.” 
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Stains fy 


Walkerville, Ont. 
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Varnishes Enamels 
Detroit, Mich, 
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Because 
he is wise, 
as well as good, 


he selmaes 





WHITING-ADAMS 


BRUSHES 





Good paintets know through experi- 
ence that the “goodness” of the job 
is determined by the goodness of 


the brush. 


START WITH A 
WHITING-ADAMS BRUSH 
AND BE SURE OF A 
GOOD FINISH 


WHITING-ADAMS 
BOSTON 
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WHEN YOU SELL PAINT, SELL TURPENTINE 


The old Hudson Bay factor was a thorough attractive one and five-gallon cans of 


HARDWARE AGE 33 





merchandiser. He sold a customer every- 
thing at once. Four-point blankets to gum 
drops, bacon and beads, bullets and beans 
—they all went on the dog sled together. 
There were no fill-in orders in those days. 


Today in your store you can profitably ap- 
ply the same method. When a painter or 
householder comes in to buy paint it is 
good business to sell him the turpentine 
needed to thin it. The clean, convenient, and 


Hercules Steam-Distilled Wood Turpen- 
tine make it easy to do this. They bear 
the guarantee of the producer and are a 
convenience and assurance of quality to 
you and to your customer. 


To the paint-up, clean-up, and brush-up 
campaigns you can add a “‘sell-up” cam- 
paign of your own. Sell every paint cus- 
tomer his extras. See that he includes a can 
of Hercules Turpentine. 


HERCULES POWDER,COMPANY 


. (INCORPORATED) 
956 Market Street, Wilmington, Delaware 

ALLENTOWN, PA. Sales Offices: NORRISTOWN, PA. 
BIRMINGHAM HAZLETON, PA. PITTSBURG, KAN. 
BUFFALO HUNTINGTON, W. VA. PITTSBURGH 
CHATTANOOGA JOPLIN, MO. POTTSVILLE, PA. 
CHICAGO LOS ANGELES SALT LAKE CITY 
DENVER LOUISVILLE SAN FRANCISCO 
DULUTH NEW YORK CITY WILKES-BARRE 


HERCULES POWDER COMPANY, 956 Market Street, Wilmington, Del. 


I am interested in receiving your publication “The Hercules Guarantee’ regularly. {| Please send me bulletin “Painters Report Exceptional 
Results.’ | Please quote on 5 gal.cans—2 inacase. [_] 5 gal.cans—1inaspecial shipping and pouringcrate [| 1 gal. cans--10inacase. 
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Quick Sales 


Thru Effective Display 
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The Hilo Rack Assortment gives you an 
adequate stock of varnish and enamel 
specialties, compactly housed and well 
displayed. 

The goods are conveniently placed, easy 
to get at, and command attention from 
both sides of the rack. 


Sales readily follow Silent Suggestion of 
needed items. 

The Hilo Rack Assortment will keep 
your varnish and enamel specialties mov- 
ing. 

Mail the coupon today for details of the 
Hilo Rack Assortment and our New Plan 
which will positively bring more buyers 
into your store. 


Hilo Varnish Corporation 
(Moller & Schumann Co.) 


1 Gerry St. Brooklyn, N. Y. 
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COLORS CLEAN AS 
CARNATIONS 


Fine colors blend but never blur. 


) McDougall-Butler colors come: 
clear and clean. 


They are never foggy, spotty or. 
muddy—and that is a comfort to 
a paint dealer who likes to please: * 
his patrons. 


vith Ce Inc 


MAKERS OF 


inne Enamels and Paints 
Buffalo, N. Y. 


New York City Chicago 


10 Christopher St. 1141 Madison St. 








A FEW ATTRACTIONS 
FROM OUR 5 BARREL PLAN 


Pree Me Bic cccceccococeocsaweseseseeees $33.00 Per Ton 
Extra Gilders Whiting 0606000000000080066066086 22.00 Per Ton 
Ce Dey GUD 660000 060000000000000606866008 40.00 Per Ton 
Se Sn SE «ccccengnenceeeceuesosencetes 55.00 Per Ton 
ah, a rs Ce .. onccec0oseebeseonsececes 0.07 Per Lb. 
nh: Gh nn SDs «oop ede ces e606 beneseese oes 30. Per Ton 
tt Cn. i cK<ccseacugnedatasdecuweedes< ne Per Lb. 
i nD: + ain ne deceeeehaseie She eons 0.01% Per Lb. 
Outso-Lite (Exterior Cold Water Paint)..........-. 0.04  # Per Lb. 
Inso-Lite Lig Cold Water ees seknseosenedn 0.02% Per Lb. 
(Low Freight Rates) - O. B. Our Mills, Tamms, Il. 


By Grouping Your Buying So as a B in 5 Bbl. Lots You 
Receive the Above Ton ces, 


Write Today for Complete Jobbers Prices Which Include the Above 
d Many Others as Well. 


TAMMS SILICA COMPANY 
30 N. LA SALLE STREET, CHICAGO 














HILO VARNISH CORPORATION 
1 Gerry St., Brooklyn, N. Y. 


Gentlemen: Please send me complete details of your 


RACK ASSORTMENT PLAN. 








N Ow, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 


change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 
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The seal that Satisties 


The New and Better Way — originated by us 


OU can thank the makers of “Ruff-Stuff” ig erring and other quan- 
for creating the UNIT BOX—the 100 tity-users will buy “Ruff-Stuff” 
count—and the Counter Display Case. Flint Paper by the box—and when 

We started the “revolution” which lifts sand- you sell them, make it an opening 

paper out of dark, messy cubby holes, into the wedge to the sale of other tools and 

light of day—where customers see it and buy it. supplies. 

Other makers are now following Sell the small 

our leadership. user out of 

the “Ruff- 


Your Stock Stuff” Coun- 


ter Display 
Case—or let 
From now on, will be a tidy little him “sell 
section of shelving—each grit in 
its own stout, stiff box (not a 










himself.”’ 





folding box or carton), plainly "No. Case holds 
* labeled. 480 sheets in, 
fui : Sheets to the Box its 8 —— 
Ls No more spoilage losses. Ne. 06-160 ei. ns ne . or 
Y No more mixing of grits. No. 5 No. . —s0 eacn grit. 
No more trouble about “out” sizes. wo’ — os _— © cae Emery 
Display -_ 
And, don’t forget—you double your money on sandpaper when ager piso 
you sell it at 2 for 5c. ply a neat little 
lithogra phed 
Your Jobber steel display 
case for emery 
If your favorite jobber has for the name of some other cloth. It has 
not yet put in the new line of nearby jobber who can fill 5 pockets and 
UNIT BOX goods (waiting orders immediately. holds 120 
perhane till he’s cleaned out sheets assort- 
his baled sandpaper) write us Use the coupon. ed grits. 








Soe eseeeseecweonsw eoceseeasoeesep ee eece see eseeee sg eaesoeoeasaeaeae ea Coeoeovseoeoecoaeoaneesnoe € 


brasiv LY Send for circular and prices 
O 1---- +222 22 2nnnnnenennnenennnenenenene- 
= —y Wis Sth : WAUSAU ABRASIVES CO (Add N B h) : 
° ress Nearest Branch) 
Branch Houses WAUSAU ABRASIVES CO. a 4 
Catcage—613, West Adome St. Cloveland—-1385 e. Clats Ave. - Please give us name of nearby jobbr who handles your Ruff- - 
t. uls— ne St w Yor ty—45 arren St b 

Philadeiphie—154 N. tth Street : Stuff Unit Packages and your Display Cases. We prefer to buy . 
Los Angeles—Sprake Sales Co., American Bank Bldg. t a 
San Francisco—Sprake Sales Co., Postal Telegraph Bldg. e DP: Cctv deUeage need dA MepweekeeeteWbes 6a 065-06 +t ReC Os 008 ‘ 
Portiand, Ore.—Sprake Sales Co., 53 Fourth St. } ’ 

ORIGINATORS of the new method of packing and displaying sand- =  #............... 
paper—the Counter Display Case—the Unit Package and the Decimal ge te ee She ee ee eee a eee Y A 
Count—a method that rescues sandpaper from dark cubby holes, stops & a 
spoilage losses and multiplies sales. ‘ Name Ture ar aete?etreeretrrTarwterGTrzrtrkn Tir ltva atte eee eee ee ee Pe b 
é a 
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Don’t 


Let Your Distributors 


Forget= 





Why should hardware dealers remem- 
ber that you are in business if you 
don’t everlastingly remind them? Why 
should they buy your merchandise—or 
sell it with intelligence, enthusiasm 
and conviction—unless you keep them 
“sold” upon its selling qualities? 


Advertising is an economical means 
by which you can remind retail and 
wholesale hardware dealers that you 
make goods that they can buy and sell 
with profit. Consistent dealer advertis- 
ing pays good dividends. 

Keep hardware dealers constantly re- 
minded of your products and their 
selling points by regular sales mes- 
sages in their “news-business paper’ — 


HARDWARE AGE 


239 West 39th Street 
New York 
N. Y. 
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| prea in as few words as possible, is 
4 the general story of the B-A step to- 
wards better sandpaper merchandising. 
Here is the specific story: 


550 Sheets of Unit-Packaged 
B-A Sandpaper! 

550 Sheets! More than you get in any 
similar unit-package offer on the market. 
Thus, also, does the B-A offer become the 
most economical from the standpoint of 
ultimate profit. These 550 sheets combine 

‘to make the total of 8 unit-packages of 
‘either our Best Quality g’’ x 11’ B-A 
Flint (the most satisfactory brand to sell) 
or our 8%"’ x 104”’ Star Brand. Each of 
these brands is packed in decimal-unit 
packages, wrapped protectively and 
attractively in heavy Craft Paper and dif- 
ferentiated from the other by distinctive 
and colorful wrapper designs. The follow- 
ing chart givesthe grade numbers, the list 
prices and the totals: 


Baeder Adamson 


Company 


Philadelphia 


The B-A Counter Dis- 
Play is a compact and 
Ricely proportioned 
Salesman, standing about 
22" from base to top and 
Occupying a space on 
r+ about 1214” 
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Sheets 


of Unit-Packaged B-A Sandpaper 
at 30% from List 


List Price Unit- Packages List Price 

Best Quality The Sandpaper that has Star Brand 

B-A Flint been the standard quality 8)” x 10)” 

9”x 11” since 1828 

$1.60 100-sheet package of No. 00 $1.40 
1.60 100-sheet package of No. 0 1.40 
1.65 100-sheet package of No. 1.50 
1.40 75-sheet package of No. 1 1.25 
1.10 50-sheet package of No. 1'2 1.00 
1.25 50-sheet package of No. 2 1.10 
1.45 50-sheet package of No. 22 1.25 
85 25-sheet package of No. 3 .70 
$10.90 550 SHEETS $9.60 


30% From List! 


This means a net cost to you of — 
$7.63 for Best Quality 9’’ x 11”’ B-A Flint 
$6.72 for 8%’ x 10%”’ Star Brand 
But this is not all. In addition— 


A Complimentary Display Case Is 
Thrown In to Help You Sell! 
We give you the case with each order 


for eight of the unit-packages of either 
Best Quality g’’ x 11” B-A Flint or 






Baeder Adamson Company 
Philadelphia, Pa. 


'}Send me your eight unit-package set of Best Quality 9” x 11” 
—~B-A Flint and your complimentary display case ($7.63 net). 


(|Send me your eight unit-package set of 8%" x 10%” Star | 
~ Brand and your complimentary display case ($6.72 net). 


| Name 


and a Complimentary Display Case Thrown in to Help You Sell! 


8%'’x 104" Star Brand. It’sa beauty, too, 
with its rich, warm gray color-tone top- 
ped by an orange, yellow, black and gray 
display sign to attract instant attention. 
Constructed with 8 shelves, each wide 
enough and deep enough to carry the full 
contents of each unit-package. And it holds 
the paper flat. No curling edges. No grit 
shedding. No spoilage. The B-A Case is 
a store unto itself, selling, storing and 
protecting its own stock. Note the flange 
down the side. This is a splendid feature 
as it gives the grade number of the sand- 
paper in each compartment. The entire 
offer has been conceived and planned to 
bring as near perfection as possible the 
unit-packaging and counter display ideas 
for sandpaper. 

Let us have your order for at least one 
of these display cases and eight unit- 
packages today. Use the convenient cou- 
pon attached. You will be billed by the 
jobber you indicate. 











| Address 
My Jobber is_._._-—=—SE 





| Address 
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Mr. Jarvis Takes to Carpentry 


Mr. Jarvis is any man. He lives in any town. The day 
finds him busy in the office, in the shop, or on the road. The evening finds 
him pottering around his house, fixing this or fixing that, making this or 
making that. . . . More and more, Mr. Jarvis is becoming versed in the 
wiles of carpentry. More and more, Mr. Jarvis is adding to his collection 
of tools. And more and more, Mr. Jarvis is buying paints and varnishes 
and—sandpaper. 

Mr. Jarvis comes into your store every day. You know him the 
moment you see him. When he wants to buy a piece of sandpaper, he 
says: “I want to buy a piece of sandpaper.” He doesn’t say, “I want to 
buy a piece of #2 B-A Flint.” He doesn’t say, “I want to buy a piece of 
#o Star Brand.” No. Mr. Jarvis never buys that way. All Mr. Jarvis says 
is: “I want to buy a piece of sandpaper.” 

Helping Mr. Jarvis is the most profitable move that you can make 
because Mr. Jarvis is the basis of your business. Instead of waiting for him 
to ask for sandpaper, put it on the counter—S grit grades of it, from #00 
to #3—and let him feel and see and test it for himself. 

Mr. Jarvis will appreciate this. And when he has sold himself what 
he wants, he will come in again and tell you precisely what he needs. 

The Baeder Adamson Company has been filling Mr. Jarvis’ abrasive 
wants since 1828. By packing in units and offering you its new compli- 
mentary counter display, it is taking a positive step towards helping you 


help Mr. Jarvis help himself. 


THE BAEDER ADAMSON COMPANY 


PHILADELPHIA 


? ys . , 
t ()uality Since I1S2Z8S 
4 . * ERA .& ° os i jus 


~~ 


ry} : ’ ? j 
. .> if ; | ; . , ‘ ; , sa, “- 
mar Sa bcd pACL PIC) Lilill has OC tir Standars 





Paar oo — — 
INE RIN AEs MD gary 





TEE F228 Gey eae 

















% a, 
easy 
fo 
a 
a 
he 


Ciske take 
az 


Bt tele 
aie 


i Hea a ’ 
a ee 


hogs Tage oe uate ae Soe ee ee , — 

OS in RE Se ie aie oe sant ROY F228 . 

oie ie a a aot ts fis 0 cay rai > bed ete aren a 4 
CARER oat, RUN eens aro fe higng teh ete : 





~ 


May 27, 1926 


~ 
~*~ 


“HARDWARE AGE 39 








Why Hartford Tires are carried by the 
Leading Hardware Dealers 


ager ~~ ° | 








HEN a hardware dealer who is recog- 

nized by his community as the leader in 

his field, decides he will carry automobile tires 

as part of his line, he is naturally careful. 

He does not jump at the first tire proposition 

that comes along, or work on snap judgment. 

He looks over the field. He talks to other 

men in his line. He singles out the tire line 

which will best live up to the high standard 
of his other goods. 

Then he announces that from such and 
such a date he will handle the Hartford 
Line of Tires. 

Here's his line of reasoning: “I must have 
a well known highly favored tire— Hartford 
answers that requirement. 


Hartford Cords 
(High Pressure) 


“T must have a tire line that is complete 
in itself for every tire need — Hartford is 
O. K. again. 


“T must have a tire which can compete in 
price with all others—economy in distribu- 
tion, through the country’s leading hardware 
jobbers and exceptional manufacturing re- 
sources, make this possible with Hartford. 


“Above all I must have a tire that I thor- 
oughly believe in myself so that I can sell it 
without a doubt of my customers’ satisfac- 
tion and repeat business—that is the 
HARTFORD.” 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 


Hartford ““H” Tread 
Clincher Cords 
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Tell Her How She Can Keep Scissors 
Sharp With a Sharpit. 


The beveled scissors guide on the side of 
the Sharpit wheel makes it easy for any- 
one to quickly put a real cutting edge on 
a pair of scissors. 

And my, how handy to have in the home 
to keep every knife sharp. Because it re- 
quires no skill to use, women will buy it. 
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Here is the way to sell Sharpits 


The one sure way to sell Sharpits back of your counter where you can zs 
in quantities is to demonstrate quickly demonstrate it. Dealers who te 
Sharpit every time you sell knives, are doing this are selling Sharpits by 
scissors, or other tools that will the dozens every month. In many 
need re-sharpening. Mount one cases, by the hundreds. 


DAZEY CHURN & MFG COMPANY, 4301 Warne Ave., St. Louis, Mo. 
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Hardware Opportunity of a Lifetime 
in Greater New York 


The leading Hardware business in BROOKLYN, the biggest Borough with 24 million people. Estab- 
lished over 70 years and conducted for 47 years on this same spot in the busy Borough Hall district, 
the hub of all Brooklyn activity. The opportunity is offered to purchase the entire enterprise including 
Real Estate, Merchandise, Fixtures, Automobiles and Good-Will, on a single bid, and to continue this 


going, profitable business with a 73-year record. 
By Order of 
AUCTION SALE supreme Court 


- kstablished in 1853, and operated at this ‘location 
BUSINESS: from 1879 to 1913 by Samuel W. Cornell, father 


of the three present owners. During these years a valuable Good- 
Will has been built up and the Cornell store has become widely known 
throughout Brooklyn and Long Island for full, complete and varied 
stocks, fair prices, square treatment and good service. “You'll get 
it at Cornell’s” has long been a buy-word with the hardware con- 
suming public in Brooklyn. This is the solid foundation on which 
a growing and consistently profitable business has been built. 


A Balance Sheet and analysis of the business made March 11, 
1925, by Mess. Stagg, Mather & Co., Public Accountants, New York, 
covering the five-year period ending December 31, 1924, shows a 
Net Worth of $628,366.66, with liabilities consisting of only a $55,000 
mortgage on real estate, and purchase accounts for the current month. 
The Real Estate was carried at only 50% of the present fair market 
value. This statement appraises the value of the Good-Will at $209,- 
799.50 based on earnings in excess of 8% on capital invested, over 
the five-year period specified. 







Partnership Dissolution Sale 


OF ENTIRE PARTNERSHIP 
REAL AND PERSONAL 
PROPERTY AND GOOD 

WILL OF 


S. W. CORNELL, Hardware 
121-125 Court Street, Brooklyn 


to be held on the premises by 
order of the Supreme Court. 


The reat property consists of the land and 
buildings 121, 121%, 123, 125 and 127 Court 
street, and 214 State street, comprising corner 
property of 100’ x 125’ at Court and State 
streets, 3 blocks from Borough Hall, Brooklyn. 

The personal property consists of large valu- 
able stock of hardware, tools, factory and mis- 
cellaneous supplies, complete set of fixtures and 
office equipment, 3 Reo auto Speed Wagons, years 
1923 and 1925. All ready to carry on and con- 
tinne a going profitable business, established 
1879 at this location. 

Good will, stock, fixtures and other partner- 
ship assets (except real estate) to be sold daily 














PROFITS: The above analysis shows that the Net Profits for 
the same period, without allowance to the three 
owners for services, were as follows for each calendar year: 










ee June 8th, 1926, starting each day at €920 $ 68,746.85 
Real estate to be sold at 3 P.M., June 14th, 192] 45,442.11 
1926. 1922 50,241.22 
Stock and property can be inspected between 923 ? 
the hours of 10 A.M. and 4_P.M,. after May 28, Se agree 
1926 - ’ : 
The real and personal property will be sepa- pebuinmasn eases 
rately offered for sale both by lots and as an Net Profits, 5-Year Total $276,656.34 






entirety, and will then be together offered for 
sale as an entirety. 

Private bids may be received up to within 
10 days before the sale. 


HENRY A. CORNELL, 


Liquidating Partner. 





Figures for the period since December 31, 1924, have not been 

compiled but the business has been normally active and profitable 
during these 16 months and inventory considerably increased. 
The sales policy has always been conservative, without any aggres- 
sive means of getting trade, other than the store methods and prin- 
ciples mentioned above. Under capable and progressive management 
volume and profits could be materially increased on the same or a 
reduced investment. , 








Mayl11-12t-Tu-Th-Sat. 






(From Brooklyn Times, May 11, 1926) 


« The property offered consists of a prominent and valuable corner plot, with buildings, 100 
REAL ESTATE: feet frontage on Court Street and 125 feet on State St. It would be very difficult to pate 
such a desirable corner plot of 12,500 square feet area anywhere in this important business center, only three short 
blocks from Borough Hall Square where the new $6,000,000 Municipal Building is nearing completion. At Court 
and Remsen Sts., “Brooklyn’s Palace Skyscraper” has just been opened; this is 28 stories high and the first of several 
new modern business structures on Court St. On the adjoining plot at Court and Montague Sts. a 35-story building has 
just been started and is scheduled for occupancy Feb. Ist, 1927. At Court and Livingston Sts., two short blocks from the 
Cornell property, excavations are being made for another 28-story biulding that will be an architectural landmark. 


Within the past year several attractive offers have been made for the property to be sold but were not entertained be- 
cause of the pending litigation. The property is not all occupied by the Hardware business, the surplus being rented. 
It would easily be possible to rearrange and remodel the premises so that the greater part could be sold or leased to 
good advantage, leaving ample space to conduct the business economically and efficiently and with sufficient room for 
expansion. In fact, the entire property could be sold to advantage at any time and the business moved to one of many 
available sites in the vicinity, as the location is not essential to this well established business with 73 years of Good-Will 


and a Borough wide clientele. 
~ ALE D AYS— ve Etc.: Tuesday, June 8th, 10:00 A. M. 
Real Estate: Monday, June 14th, 3:00 P. M. 
For Further Information Apply to: 


Henry Best, Esq., 152 West 42nd St., NEW YORK 


(This advertisement inserted by Stephen H. Cornell, Defendant.) . 


All information given herein is from sources regarded as reliable, but is not guaranteed by the advertiser. 
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tications. 





nize with the most attractive furnishings in the home. 
padded base which permits the fan to be placed upon highly polished fur- 
niture. The R & M fan is of rugged construction, bronze bearings, hard- 
ened steel shaft and thorough system of lubrication, rugged oscillating 
mechanism easily changed from oscillating to non- oscillating. R & M 
fans have a low operating cost the table below gives the consumption of 


various R & M fans in kilowatts. 


Be Prepared for the Hot Weather 
Buy Robbins & Myers Fans 





An electric fan used in the home or office must possess ornamental quali- 


The beautiful design and finish of the R & M Fan will harmo- 
R & M fans have a 








Current Consumption in Kilowatts 





Alternating Current 


Direct Current 















































Robbins & Myers Fans made 
oscillating. 
Send for complete R & M fan catalog and Dealer helps. 


The Geo. Worthington Co. 


Cleveland, Ohio 


Electrical Dept. 


TYPE OF FAN aaliianlii re 
ist 2nd 3rd Ist 2nd 3rd 
Speed Speed Speed Speed Speed Speed 
8-inch Non-Oscillating Mod. 41 and 35. .030 eas a ie .035 
10-inch Oscillating Mod. 46 .033 .026 023 aed ke ss 
10-inch Non-Oscillating Mod. 43. .027 .021 018 .025 023 022 
10-inch Oscillating Mod. 42. rr .028 021 018 .026 .023 .022 
12-inch Non-Oscillating Mod. 47 and 2»? .043 035 031 .044 .038 034 
12-inch Oscillating Mod. 45. Ais tes 044 .036 031 041 034 032 
16-inch Oscillating Mod. 38 and 30 — .092 081 .065 .064 057 .050 
36-inch Ceiling Styles ‘‘L’’ and ‘“‘J”’ . 100 085 080 .075 [rer 
56-inch Ceiling Styles “‘“K"’ and “Bt 145 .120 115 .138 .110 094 
iDdecte Vomtiiatiog . .....scccccccesss .054 vee ¥ .055 a 
16-inch Ventilating 093 O75 | 
in 8” and 10” non-oscillating and 10”-12”-16” 
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is the time when quality counts in wire 
screen cloth. It’s then that you'll hear com- 
plaints from your customers if their screens 
begin to rust and wear out. 


Protect them, protect yourself and insure 
vour profits by selling OPAL heavy zinc- 


ei a coated wire screen cloth. 
| New York Wire Cloth products 


make pleasant profits for dealers. 


NEW YORK WIRE CLOTH CO. 
Manufacturers of golden bronze. copper. 
zinc-coated and black enameled screen cloth 
342 MADISON AVE. NEW YORK _ Works -York.Pa. 





Screen F'acts—No. 8 
PRICE 


OPAL costs a few cents more per 
hundred square feet, but it is worth 
the difference. The price of OPAL is 
a fair one and is the one which should 
be maintained to insure dealers a fair 


profit. 
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E,.C.ATKINS €.CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks fn The Following Cities: 


Atianta San Francisco 
Memphis a naan Seattle 

Chicago at a 0 y Poris, France 
Minneapolis roa —_ Vancouver, B.C. 








Saw 


May 27, 1926 





Mr. HAPPY MAN 
SAYS: 


“In finish, Atkins 
Silver Steel Saws. at- 
tract instantly by their 
high clear polish—the 
polish that lets the steel 
quality shine right 
through. 


“And Atkins Saws are 
sold so fairly and so efh- 
ciently that the dealer 
who sells them is as 
much pleased as the 
user hunself.”’ 


CHD 


Ask for that well known 
treatise by Atkins on Saw 


Sales—“‘How to Sell a 


99 


ATKINS 


SILVER 
STEEL 
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Subscription remittance should be made by Check, Post Office Money Order, Express 
Money Order or Bank Draft, payable to Harpwaagge Aczg, New York. 





7HEN a retail hardware firm 

turns a stock of paint and var- 
nish eight times yearly there must 
be some good reasons back of its 
success. In this issue we give you 
five of the reasons why this par- 
ticular firm has made an outstand- 
ing success of its paint depart- 
ment. 


In “Thirty Successful Years of 
Paint Merchandising,” also appear- 
ing in this issue, you will find 
some preeminently practical paint 
merchandising suggestions’ that 
can be translated into dollars and 
cents. 


We are also pleased to present in 
this issue the complete report of 
the Southeastern Hardware and 
Implement Association’s convention 
at Atlanta, Ga. 


What Readers Say 
About Us 


“Certainly enjoy reading HARDWARE 
AGE,” 
(Signed) B. J. BROOKER, 
New Berlin, N. Y. 


“Your Magazine is a wonderful help 
to me. Reading of the various ex- 
periences of merchants throughout the 
country is worth ten times the sub- 
scription price.”’ 

(Signed) D. B. CYGE, 
Paso Robles, Cal. 


‘We find your paper a great help 
and source of general information. 
We will remain subscribers as long 
as we are in the hardware business.”’ 

(Signed) SAMUEL MEYER, 
Little Falls, N. J. 
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NE of the greatest advances 
in hinge development in the 
last decade is the McKinney roller 
pin (patented). If you are inter- 
ested in equipping large buildings, 
you will find that the roller pin 
is a factor large enough to swing 
the entire hardware contract. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 











McKinney Products include: Wrought Steel and Bronze-Butt Hinges—Strap and Tee Hinges 
—Forged Iron Hardware—Garage Door Hardware, including Complete Sets—Door Hang: 
ers and Track — Door Bolts and Latches — Sash and Screen Hardware — Shelf Brackets. 
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BY LLEW S. SOULE 














Ss to Edward M. Skinner, General Manager of Wilson Bros., 


Chicago, there are more than a million retail stores in this country today. 


, . He says: ‘One out of every.twenty adults, men or women, in this land, 
W her e the makes a living from the retail business. For every three farmers who raise 
Whole 5 aler grain, vegetables and meats, which are ultimately sold in retail stores, there is 


one retail clerk or manager to help make the sale. For every four workmen 

Can Help in factories or in mechanical industries, including carpenters, painters and 
thousands of other workmen outside of factories, there is one retail employer 
or manager waiting to give service.’ 

Undoubtedly there are too many retail merchants—that is, too many in- 
competent retail merchants who fill no real need, but who add to the costs 
which the public must pay. If the incompetent ones could be permanently 
weeded out, there would not be too many merchants, percentages of overhead 
would decrease, merchandise prices would be lower, and profits greater. In- 
competent merchants eventually fail, but other incompetents take their places. 
Each adds to the retail burden. 

A part of the responsibility for this condition undoubtedly rests with those 
wholesalers who thoughtlessly encourage untrained men to open retail stores: 
In many cases the only requirement seems to be enough money to rent .a 
building, and buy an opening stock. Locations are chosen without regard to 
the public's needs, yet every retail store must fill a distinct need in order to 
be successful. 

A little more wholesome, frank advice from wholesalers to untrained, 
prospective merchants, would go far toward improving conditions for both the 
retail merchants and the long suffering public. ° 

The overcrowding of the retai! field is a penny wise and pound foolish 


policy. 
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HE value of carefully kept records is aptly shown in some parts of Florida 
today. During the big real estate boom, when building was at its height, 
and customers were clamoring for goods, many Florida merchants were at their 
Recor ds wits end to get merchandise. The freight embargo made things worse. Con- 
an d St O cks servative merchants ordered from any one who could promise delivery. Often 
in the rush of affairs they failed to keep track of the orders they had placed. 

When the embargo lifted, goods poured in from all directions, with result- 
ant over stocks and a natural tie-up of capital. 

To be sure the bulk of the fault lies with the embargo, the wild rush of 
trade and other conditions. Nevertheless, in many cases, well kept and care- 
fully studied records would have helped greatly in keeping stocks more nearly 
normal. . 
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Weaver’s Annual Seed Business $30,000 
—FHExperience Covers Past Fifty Y ears 


Weaver & Son, Easton, Pa., was founded. The 

most important phase of its activities was caring 
for the farmer’s various needs. This included the find- 
ing of a market for farm produce, lamb’s wool and 
dairy products. In those days the firm of Weaver & 
Son accepted loads of seed from local farmers either 
on consignment or in payment for necessary hardware 
purchased by the farmer. The seed would be sent out 
west and disposed of in western states. 

Today the seed situation is entirely reversed. Farm- 
ers around Easton come to the Weaver store to buy 
their seed. Weaver sends out to western states to 
procure seed for the local farmers. The farmers to- 
day are able to pay in cash. 

Weaver’s annual seed business averages about $30,- 
000 per year. The trading area is about 25 miles. From 
March 15 on the demand for seed is heavy. The stock 
includes about 150 varieties. Individual seed orders 
from farmers average about $450 and to small gar- 
deners and private homes anywhere up to $10. This 
includes 100 Ib. of onion seed. 

Sales of live plants have been very good at this 
store. This includes tomatoes, cabbages and other 
green plants. In a year this firm will sell about 100,000 
such plants jn dozen and four dozen lots usually. No 
loss has ever been experienced in the selling of seed 
or live plants. 

During the latter part of April and early in May 
Weaver’s have a complete window display of live 


eo years ago the hardware firm of W. S. 


plants. Steel goods are natural second sale items with 
the seed department. This store’s sale of garden tools 
will average about $10,000 per year. 

As D. P. Hahn, part owner and for 23 years con- 
nected with the firm says, the weather governs the 
selling season on seeds, live plants and garden tools. 
This business usually opens about March 15 developing 
volume very quickly. With Mr. Hahn in the business 
are W. 5. Weaver and Chas. K. Weaver. The business 
celebrated its fiftieth anniversary last October. 

When we visited the Weaver store there were two 
large seed displays inside the store and one window 
devoted entirely to the display of package seeds and 
garden tools. The tools were hung from the ceiling in 
a very attractive fashion. You can see this plan in 
one of the pictures herewith. Small brass hooks are 
screwed into the ceiling in even rows. Each garden 
tool has a small eyelet screwed into the handle end. 

The interior display was on both sides of the aisle. 
On one side of the large salescounter was a display in 
boxes of vegetable seeds which are sold in bulk. On 
the other side were the package seeds including flowers 
and garden vegetables. 

In back of the store the company has a large ware- 
house where implements and bulk seed are kept. Farm- 
ers are taken over to the warehouse for demonstra- 
tions on seeders, spreaders, rakes and other large im- 
plements. Fencing is also kept in the warehouse. An- 
nual sales on this line include one carload of woven 
fencing and about 5,000 rods of field fencing. 
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([{AESE three pictures were taken at the hardware store of W. S. Weaver & Son, Easton, Pa. The photo opposite 
shows the firm’s inside display of seeds sold in bulk. The picture above is the Weaver stock of package seeds. 
A typical Weaver window display of seeds and garden tools is shown in the photograph below 
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“The trips to sea over the trestles are unforgettable. 

At one time we traveled seven and a half miles out 

in the ocean. We could see nothing but water and 
small islands from the car window” 


ID you ever go to sea in a parlor car? It’s 
1) worth crossing the continent to do. All the 

experiences of an ocean voyage without the 
sea sickness. 

I had asked a chance acquaintance about Key West, 
Florida, and he had discouraged me. “It’s only a little 
place” he said, with a population mainly Cubans and 
niggers. It’s mighty hot down there too, and nothing 
to see.” 

What a consummate liar that fellow was. Anyhow 
I had made up my mind to go and I did. The train left 
Miami at 9:10 in the morning, and I was aboard 
when it pulled out. It was warm that morning, and 
the breeze was conspicuous by its absence. For the 
first hour or so we passed through typical Florida east 
coast country, with little new to look at. I was begin- 
ning to think that my erstwhile acquaintance had 
given me the right dope, and that I was due for a 
long, hot and uneventful ride. And then we struck 
the Florida Keys and things changed. For four hours 
we traveled over beautiful coral islands, and long 
stretches of concrete trestles which linked the islands 
into a tropical chain. Each island or key had some- 
thing new to offer. Some were covered with long leaf 
pine, some with low dark green shrubbery, and all 
were fringed with stately cocoanut palms. All about 
us we could see islands small and large dotting the 
sea. It reminded me of the Thousand Islands in the 
St. Lawrence, except that the water was salty and the 
verdure tropical. 


Trestles Over the Sea 


And those trips to sea over the trestles. They are 
unforgettable. At one time we traveled seven and a 
half miles out over the ocean. Looking out of the car 
windows, we could see nothing but water and small 
islands. The colorings of the sea were wonderful, dis- 
playing all the shades of green and blue—dark where 
the water was deep, and gray green in the shallows. 

We could see fish of all kinds swimming lazily in 
the crystal clear water, and pelicans perched on old 
trestles and pilings. Once a baby shark, about four 


feet long, played along within 20 feet. of the car. 


window, with all the passengers as witnesses, 


‘It was cool, and there was a real breeze.’ Séme of the. 


May 27, 1296 


Key West and the 
Railroad 
That Goes to Sea 


Did you ever go to sea in a parlor car? The 

Editor of HAarpwaRE AGE on his Tour of Florida 

and the Southeast had that experience and in 
this article he tells you all about it. 


By Llew S. Soule 


tender feet pulled down the windows on the windy 
side of the car. We passed a beautiful fishing camp 
in a sandy grove of cocoanut palms. A little farther 
on we saw yachts in the island inlets with fishermen 
out in small boats. 

And so it went—island after island—trestle after 
trestle, and the time passed rapidly. There was no 
diner on the train, and we were due in Key West at 
3.00 p.m. The newsboy passed down the aisles calling 
his wares. I called him over and asked for an orange, 
but he didn’t have one in his stock. In the wonderful 
fruit country of Florida he was selling northern made 
factory cookies, candies and soft drinks. Some one 
has evidently overlooked a bet in the trains of 
Florida. 


Arrived on Fime 


We arrived in Key West on time and I taxied to a 
new modern hotel—one that would be a credit to any 
city.. Ten minutes later I had my note-book in my 
pocket, and was out looking for hardware stores. 

The first one I ran across was that of Pierce 
Brothers, one of the leaders in the line. It was pro- 
gressive dnd up to date, with good stocks and diversi- 
fied lines. The brothers were cordial, and I enjoyed 





(Continued on page 101) 
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“Many turtles are killed for local consumption. 

Others are taken to the canning factories and trans- 

formed into delicious turtle soup. Some are shipped 
alive to'New York” 
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Playing Up to the Little Folk 
Helps Schelly Sell Artists’ Supplies 


When a school child visits the store of C. Y. Schelly & Bro., Allentown, Pa., it is 


presented with an artistic blotter of the type illustrated above. 


These blotters 


have real artistic value, and there is one for each month of the year 


Y. SCHELLY & BRO., in Allentown, are 
reputed to be one of eastern Pennsylvania’s 
® finest hardware stores. This reputation was 
not earned over night, but came as the reward for 
many long years of faithful service, based on an 
accurate understanding of the requirements of the 
community. The company’s paint department, recent- 
ly renovated and enlarged, is a model of progres- 
sive merchandising. As an example, of its “Main 
Street” merchandising policies, and its keen sensing 
of markets, ahead the other stores and even the pub- 
lic itself, we may mention of its artists’ material 
department. 

The sale of artists’ materials has not only vroved 
highly profitable in itself, but has proved a potent 
means of creating good will, which in turn has led 
to the sale of many regular hardware items. Artists’ 
supplies are not handled in every hardware store 
selling paint, for the reason that many merchants 
fail to appreciate the large number of potential cus- 
tomers in their communities. Nearly every house- 
hold, however, has at least one member with artist 
leanings, which only need an opportunity for ex- 


pression. School children use enormous quantities of 
artists’ materials, and the various schools, colleges, 
etc., constitute a market of considerable magnitude. 

When the company first installed artists’ materials, 
a highly novel means was taken of acquainting the 
householders of Allentown with this fact. An artist 
sat before an easel in the window of the store and 
exercised his art for the benefit of innumerable win- 
dow gazers. This stunt naturally created much 
interest, and awakened the slumbering artistic in- 
clinations of many persons, who only needed a little 
impetus to cause their talent to blossom. 

In the sale of artists’ material, the company has 
found it highly desirable to cultivate not only the 
adult individual and the teachers in the local schools, 
but the children themselves. The blotters illustrated. 
herewith show an effective means of getting next to 
the little folk. When a school child visits the de- 
partment it’ is presented with an artistic blotter of 
the type shown above, representing the various months 
of the year. These create and maintain a contact 
that has proved a highly valuable asset to the 
company. 
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French Lick 


By Saunders Norvell 


ventures on a trip West. The letter closed as 
we arrived at Mitchell, Ind., where we changed 


from our Pullman to a little jerk-water line to 
French Lick. Mitchell is a town which, in the words 


[L« week’s letter began an account of our ad- 


of the late Private John Allen of Mississippi, “has - 


a brilliant future.” How quiet it was after the 
crowds in New York City! Opposite the station 
was a small town hotel. A traveling salesman was 
jollying a girl on the front porch. How this hotel 
took me back to my early experiences as a commer- 
cial tourist! I will bet I could tell exactly what 
they had for breakfast. I can feel the weight of 
the biscuits and alas, I know the taste of the coffee! 
* * * 


The country came right up into the town and the 
town went right out and mingled with the country. 
The trees had their first tender leaves. They looked 
like a painting by Corot. The plum was in blossom. 
The air was pure and the sun shone brightly. A 
young girl, hardly out of her teens, was one of the 
passengers. She had been using her lip stick. Her 
lips were a brilliant carmine. Her cheeks, a la 
“Kiki,” were powdered white and in the bright sun- 
shine, her cheap, noisy toilette was all out of har- 
mony with the rural surroundings. One would 
hardly have noticed her on Broadway, but here with 
the plum blossoms and the green fields and the bril- 
liant sunshine, she made a pitiful appearance. 
Again I thought of Einstein’s theory of relativity. 
Her dress was up to her knees and she wore imita- 
tion silk stockings. She would have been insulted, 
I suppose, if one had suggested cotton stockings, but 
probably she did not know that she was wearing 
stockings made of wood pulp with sulphuric acid! 
“Where ignorance is bliss, ’tis folly to be wise!” 

Late in life I learned that the only way for the old 
to get into touch with the young is to play games 
with them. I learned bridge so I could play with 
my children. We had arranged for my son, his wife 
and her sister to motor down from Indianapolis to 
French Lick for a week-end. I had engaged rooms 
several weeks ahead. When I arrived at the vast, 
handsome, substantial and attractive French Lick 
Springs Hotel, I was told that I could have a room 
later in the day—none vacant just at present—go 
down in the basement, wash up, eat lunch and keep 
cheerful. Same old hotel stunt. I lost my temper 
and said a few plain things to the clerk about the 
meaning of a contract by an cxchange of letters for 
a reservation. He was very polite and courteous. 
He did not lose his temper. He was an ideal hotel 
clerk. By his courtesy, he made me feel ashamed of 
myself. I will bet that a considerable part of his 


weekly salary is paid him because he knows the 
Christian art of turning the other cheek! 


Nothing 


‘education from the cowboys in the West. 


is more disarming than good manners and polite- 


ness. 
* * * 

The place was crowded. Everybody—old and 
young—was wearing sport clothes. I was impressed 
with the fact that to wear sport clothes gracefully 
requires a pair of good legs, also good feet. Well, 
nevertheless and notwithstanding, I think the less 
said about the legs and feet at French Lick the bet- 
ter. So we will let it go at that! 


a a 


Horseback riding is one of the main outdoor 
sports. Now of course in Vogue, Vanity Fair and 
other class magazines, you have seen pictures of 
handsome young men and beautiful girls riding thor- 
oughbreds at Hot Springs, French Lick and other 
resorts. That is all very good for the illustrated 
magazines. It helps business. One slightly over- 
plump lady wearing a riding suit with a long-tail 
coat, chamois insertion breeches, a pair of riding 
boots and carrying a crop, sauntered down the steps. 
Her tailor had made her look like the “real thing.” 


I watched her mount. 
* * * 


Now, in my young days, I received part of my 
There 
were certain fundamental things I was taught about 
riding. One of these was that the first thing to do 
is take the reins firmly in your left hand and, in 
mounting, to put your right hand on the pommel of 
the saddle, but never, under any circumstances, to let 
go of those reins. 
* % * 

How did the plump lady do it? There was a man 
in charge of the horse. There was a mounting step. 
The reins hung down over the horse’s ears. The 
lady paid nc attention to them. She put her left 
hand on the pommel of the saddle, her left foot in 
the stirrup and then the gentleman in charge as- 
sisted her right foot over the horse. When she sat 
up in the saddle she finally thought of the reins, 
gathered them up and held them in both hands. 
Now, I suppose, of course, these horses know their 
business. They are accustomed to plump riding 
ladies, but it just occurred to me that if that horse 
had bolted when the lady was suspended in the air 
with one foot in the stirrup, the other in the air 
and the reins loose, there would have been a 
tragedy. 

* %* * 

Then there were gentlemen riders, too, but I think 
the less we have to say about the horsemanship at 
French Lick the better! 


a, 2 


When my son and his party arrived we played 
golf. There were 316 other persons also playing 
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golf. I drew an old man for a caddie who looked 
like Daniel Boone. These golf links go five miles 
straight up a valley and then five miles straight 
back. I think, for practising long driving, these 
links are the finest I ever saw. They are so level 
there is no difficulty in seeing the ball three miles 
away! There is one hole where you are supposed 
to take your mashie and drive the ball up on a hill. 
It is the only hole not on the level. All of the 316 
golfers stacked up at this hole. I recommend that 
you carry a book with you—something, for instance, 
like “GENTLEMEN PREFER BLONDES,” so you 
can sit at the little caddie house and read the book 
while you are waiting your turn to show what you 
can do with a mashie! 
* * * 

The wind was blowing a gale right down the val- 
ley. This, of course, made 250-yard drives somewhat 
difficult, but this wind, in connection with sport 
suits, left nothing whatever to the imagination! 


ae 


My caddie, Daniel Boone, could not see, but he 
was born to be an actor. When we would hunt for 
my ball and one of the other caddies would find it, 
Daniel Boone would immediately cry out—“There 
she is! There she is!” just as if he had found it 
himself. Once, just to try him out, I walked on the 
opposite side of the field from which I had driven 
the ball. He watched me and walked in the same 
direction. After a while I walked across the field 
to my ball. “Well, well,” he remarked—‘“that wind 
certainly carried your ball off to one side!” I agreed 
with him, but in the latter part of the game the old 
fellow got on to the fact that I was having fun with 
him! ‘ 

* * * 

However, he was a good sport. He would not al- 
low me to wash a ball. While he was waiting, he 
carefully molded little sand tees. He did the very 
best he could. None of us ean do any better, and 
his Kentucky drawl made my heart warm to him. 
One who has been brought up on the Southern brogue 
certainly does miss it and to hear a cracker talk 
was worth the price of admission! 

*% % * 


The dining room of the French Lick Springs Hotel, 
without exaggeration, is simply enormous and they 
must feed 1000 people at the same time. The hotel 
is run on the American plan and everybody dined at 
once. The colored waiters certainly are working 
against the interests of the hotel management, be- 
cause their one idea seems to be to force you to eat 
as much as possible! 

+ + 

Our waiter was about 75 per cent Seminole Indian 
and 25 per cent Negro. He had a very sad, handsome 
face. The food was not only abundant and the 
variety great, but it was very well cooked and the 
service was excellent. How different from New 
York! Inthe New York hotels, as the prices are ad- 
vanced, the sizes of the portions approach the van- 
ishing point. A filet mignon in a fashionable New 
York hotel could now be served on a silver quarter— 
price, $1.75. 


HARDWARE AGE : 53 


French Lick is the home of Pluto Water. When 
the wind blows toward the hotel from the Pluto 
Spring, there is no question about this fact. Those 
who take the Pluto treatment have little stone jugs 
of this water placed outside the door of their room 
every evening. Notices in the rooms advise you 
that if you drink Pluto, you can not drink liquor at 
the same time. They also give a list of items that 
you should not eat. There is no liquor drinking at 
French Lick. I never saw a hip flask nor did I see 
anyone under the influence. I did not even smell 
the stuff. Again, what a difference from fashionable 
New York hotels! 


* * 

But the great, grand and glorious pastime at French 
Lick is gambling. The ladies and gentlemen may have 
questionable legs. They may not know how to play 
golf. They may not be able to ride horses, but they 
sure do know how to gamble. Everybody “dresses” 
for dinner. Then, after you have eaten everything 
you can possibly eat out of the little china bird baths, 
you brace up, throw back your shoulders and walk over 
to Brown’s to gently woo the fickle goddess of for- 
tune! ek ae 


When we arrived, the place was crowded. In the 
afternoons tea is served free. In the evening coffee 
and supper is also served free. Everything in the 
way. of food is “on the house.” Chips, however, cost 
money! Nevertheless, I noticed that a good many 
of those who played high stakes—both men and wom- 
en—seemed to have a credit account. They simply 
signed a ticket and the stacks of chips were pushed 
over across the table to them. If they lost, that was 
that. If they won, some of the big players simply 
took a credit on account. 

* *% #% 

One of the popular games was “Keno.” You buy 
so many cards. Some one calls off a series of numbers. 
You place a button on each number as it is called. 
If you are the first to get a line of buttons on every 
number across your card, you call out “Keno” and 
you take down the pot. I tried “Keno,” but there 
was always just one number that would not come! 
“Keno” to me is not exciting—too much preparation. 
too much getting ready, too much time wasted. 

* *% *% 

An interesting game is called “The Bird Cage.’’ 
There are three large dice in a contrivance that looks 
like a bird cage. There is a table on either side with 
six numbers, from 1 to 6. The dealer turns the handle 
that revolves the bird cage. When it stops, the dice 
all fall to the bottom and the three numbers that are 
up on the dice win. This looks like a very fair game. 
Three numbers win and three numbers lose every 
time. There must of course be a percentage for the 
house, but I can not figure it out. If three aces come, 
they pay you three for one. I tried this game, play- 
ing the five, and I found it next to impossible either 
to win or lose. I quit “The Bird Cage” in disgust— 
couldn’t get any -aetion! 

- * *% 

Then I tried the dear old game of Roulette, the 

game which, in my early days out West was known 
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Ray Owens’ Novel Seed Window Display Has 
Timely Patriotic and Seasonal Appeal 


Wardrop & Son, Mt. Carmel, Pa., is respon- 

sible for this unusual and very timely flag 
display made entirely of seeds from stock. With 
Decoration Day just a few days away, this idea of 
Mr. Owens should offer a first class patriotic window 
display. 

At Mt. Carmel, Pa., John Wardrop & Son operate a 
very successful hardware store and enjoy a substantial 
seed business each spring. 

This display is particularly good in that it covers 
two timely appeals. The flag design, of course, has its 
appeal for the patriotic mind before and after Decora- 
tion Day. Being made of seeds the window trimmer 
also offers a strictly seasonable display appeal and has 
done a very good job. 

The Wardrop hardware store is a successful one and 
the sale of seeds, poultry supplies, garden tools and 
other spring merchandise is substantial. 

The sale of these spring lines has been somewhat 
delayed this year. Practically every section of the 
country has experienced a backward spring. The 
weather has been most unseasonable and up until about 
two or three weeks ago there was little or no volume 
on spring lines in any of the hardware markets. 
Spring weather has apparently come to stay and mar- 
ket reports indicate a good wholesale demand for 
spring lines. There will be keen competition for busi- 
ness on spring goods due to the lateness of the season. 
Ideas such as this one from Mr. Owens will help at- 
tract this profitable trade in your direction. 

Commenting on this phase of the business George 
Wardrop says: ) | 


R OWENS, the window trimmer, for John 


“The seed business is a very important part of our 
spring business, not from a standpoint of large busi- 
ness but from a profit view. You can sell seed in a 
retail way for a whole day and may not have a cash 
register full of money but will have a good profit on 
what you have done. Then again nearly every seed 
customer buys some other article necessary for the 
garden and oft times a seed customer turns out to be 
a very good sale. 

“Our retail seed business amounts to about $1,000 
a year. We buy all seeds in bulk except some flower 
seeds and a few herbs which we buy in small 5c. 
packages. For seeds such as beans, peas and corn we 
have a large bin divided into 18 compartments, each 
compartment holds about one half bushel. For seeds 
such as lettuce, radish, onion, etc., we have a rack 
full of one quart jars all neatly labeled with picture 
labels furnished by the seed people. 

“Qur initial purchase of garden seeds and some 
onion sets is about three hundred dollars. We do not 
handle field seeds. 

“In addition to our window displays we put all our 
small seeds in glass jars and carry them in shelved 
cases placed on one of the counters, and with a nice 
clean set of labels each year they show up to ad- 
vantage. 

“If you have good seeds and are sure they are 
good, you can sell them, no matter whether the price 
is higher or not. If your best line sells for more 
than some others, gardeners will take a pride in 
pointing to the fact that they buy the best.” 
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This 1s a window display of auto paints and enamels in the Jamaica, N. Y., store of James & Hawkins, Inc. 


Five Reasons for an Eight ‘Time 
Stock-Turn of Paint 


County, is the little town of Sausalito, with a 

population of about 2800 persons. In this town 
there are two grocery stores and a furniture store 
which sell hardware along with other things, and there 
is also C. A. Lundqvist, who operates the Marin hard- 
ware Co., where nothing but hardware merchandise 
is stocked, and where a $700 paint stock is turned 
eight times a year. 

A representative of HARDWARE AGE recently asked 
him how he did it, and in answer to the question Mr. 
Lundqvist gave five concrete reasons why he is able 
to get eight stockturns a year in paint. 


Reason No. | 


In the first place, he said, the secret of turnover is 
in having a small stock. In other words, he believes 
in keeping his stock down to the irreducible minimum. 
In order to do this two things are necessary—prox- 
imity to a source of supply, and eternal vigilance to 
prevent the colors in most demand and the more pop- 
ular-sized-cans from running out. In regard to both 
of these things Mr. Lundqvist is fortunately situated. 
He is close enough to his source of supply, which is 
San Francisco, so that he is able to telephone -his 
order today and have it delivered tomorrow, and he 
is experienced enough, and sufficiently interested in 
his business, to watch his stock closely to prevent any 
gaps appearing on his shelves. He contends that a 
small paint stock has the additional advantage of being 
easy to keep track of without recourse to clerical labor. 


—_—- 


\ CROSS the bay from San Francisco, in Marin 


Reason No. D 
The second reason Mr. Lundqvist advanced in ex- 


plaining how he is able to get eight stockturns a year 
in paint was that he has always featured paint, and 
displayed it prominently in the front of the store. 
The paint stock occupies the most conspicuous posi- 
tion in the store. It is displayed on adjustable shelves, 
and takes the entire right wall of the store from the 
entrance to the center. There is no counter or barrier 
of any kind to prevent a customer from taking a-can 
of paint off one of the shelves. This is one of the 
features of the Marin Hardware Co. display, because, 
as Mr. Lundqvist explained, people can help them- 
selves to what they want. They are used to doing it 
in the cafeterias and cash and carry groceries. It 
saves time both for the customer and the dealer, and 
furthermore customers are invariably better satisfied 
by a selection of their own than they are by having 
something handed to them. 


Reason No. 3 


But in this connection Mr. Lundqvist presented his 
third reason for eight stockturns. People buy paint 
from him because he knows paint. He is well versed 
in its uses. His customers have found that out by 
experience. They go to him for advice, and he has 
always made it a practice of giving it to them. When 
he started in business in 1912, if he was asked ques- 
tions that he couldn’t answer he made it a point to 
get the information. His customers appreciated that. 
In time they came to depend on him for advice about 
painting. He has inspected many residences in order 
to give people advice about the best color to use on a 
given job. 

While he was telling us about this we asked a ques- 
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tion which we felt he might regard as rather irrele- 
vant, but he didn’t. “What percentage of your cus- 
tomers are women?” we asked him, 

“About 70 per cent,” he replied. ‘‘And let me tell 
you something—women are more intelligent buyers 
than men. What they don’t know they ask. But men 
are too self-important to ask. They’re afraid to ask; 
afraid to be thought ignorant. When it comes to 
buying hardware most men think they know it all, or 
pretend they do. The hardware man knows that they 
don’t, but he can’t afford to let them know it; they’d 
be insulted. Consequently, men frequently fail to get 
their money’s worth because they won’t let anybody 
advise them. And that is just why women are good 
buyers. They examine things, they test them, they 
ask all kinds of questions, and if what they buy doesn’t 
suit them they return it. The average man has too 
much false pride for that. There are exceptions, of 





A glimpse of the paint department of Reinhold 
Bros., Milwaukee, showing a section of the shelving 


order to teach a dog tricks, one has to know 

more than the dog. The same thing is true 
in connection with paint. In order to successfully 
sell it, it is necessary to teach the customers the 
use of paint, and that requires that one know more 
than the customer about it. 

Reinhold Bros., in Milwaukee, have had a paint 
department in their hardware store for over thirty 
vears, and at the present time their stock will in- 
ventory about $3,400 and turns approximately three 
times annually. This satisfactory volume was built 
up largely through the ability of Arno Reinhold, 
the brother in charge of the department, to give 
expert information to the paint customers. 

Practically all of the store’s paint sales are made 
to home owners, rather than to contractors and 
master painters. Even when a customer comes in 
and asks for some certain item, he is always asked, 
“What are you going to paint?” With this informa- 
tion, Mr. Reinhold tells in detail how the work 
should be done to obtain the best results, even if the 
job is only the repainting of a kitchen chair, and 
he can diplomatically and effectively suggest other 
materials that are needed. As he puts it: “The call 
for a can of paint means sandpaper and a brush.” 

It has been his experience that the customers 
welcome the information, and he has established 


Gor vaudeville comedian once said that in 
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course, but most of them are cranks. Women trade 
where they get value and service. Men go where they 
are kidded into thinking they’re good fellows.” 


Reason No. 4 


Mr. Lundqvist advanced as his fourth reason for 
eight stockturns that he features paint in his win- 
dow six times a year. Window displays play a promi- 
nent part in his advertising, because when he puts 
in a paint display he always couples it up with his ad- 
vertising copy in the local newspaper and also with his 
circular matter. 

Reason No. 5 


And the fifth and final reason is that Mr. Lundqvist 
believes absolutely, and can give numerous reasons 
for his belief, in that well known business maxim of 
the late E. C. Simmons, namely, that, “quality is re- 
membered long after price is forgotten.” 


Thirty Successful Y ears 
of Paint Merchandising 


Reinhold Bros., Milwaukee, have a paint depart- 
ment that inventories over $3,000 and turns 


stock three times annually. 


a reputation for the store as a place where practical 
help can be had. It has got so that the average cus- 
tomer comes in with “I want to paint my porch floor, 
what will look best and what do I need to do the 
work?” By giving each customer plenty of time in 
going over the details of his particular paint needs, 
Mr. Reinhold creates an impression in the customer’s 
mind that he is receiving special attention and it 
increases his loyalty to the store. 





One of the window displays of paint in the Reinhold 
Bros. store, Milwaukee. Note the variety of items 
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Nationally Known Speakers Address the 
Southeastern Retailers at Atlanta 


NE of the livest associations in the 
QO United States has its headquarters 

in Atlanta, Ga. It is a four State 
association of the best hardware mer- 
chants in Georgia, Florida, Alabama and 
Tennessee. Each State has its separate 
group of officers with a central group 
which oversees the work of the combined 
associations, known as the Southeastern 
Retail Hardware and Implement Associa- 
tion. 

Walter Harlan is secretary-treasurer, 
and he knows his job. The success of the 
convention held in Atlanta May 10, 11 
and 12, was due largely to his ability and 
efforts. It comprised a program of na- 
tionally known speakers, coupled with a 
hardware exhibition that would be hard to 


beat. Both the program and the exhibits were handled 
in a masterly manner that left nothing to be desired. 
On that program there were two past presidents of 





J.B. Morton 
New President 


the National Retail Hardware Association 
and its present president. Each had a real 
message. It is seldom a convention is 
honored by the presence of three such men 
as R. W. Hatcher, Hamp Williams and 
George Gray at its sessions. 

And there were others. Llew Soule, 
editor of HARDWARE AGE, was there, en- 
joying his friends and doing his bit; Bill 
Dress, New York Knife Co., pounded home 
some practical ideas on salesmanship, and 
M. R. Vea, Dover Mfg. Co., ably demon- 
strated the profit possibilities of merchan- 
dising electrified hardware. 

G. S. Meserve, St. Augustine, president 
of the Southeastern, opened the convention 
and presided at the sessions. 

It was a real convention, in a real 


southern city, and the only loser was the merchant who 
couldn’t or didn’t attend, for the true Southern hos- 


pitality was ever apparent. 


Activities of the Association During the Past Year 
Are Reviewed by Secretary- Treasurer Walter Harlan 
Ro ware et the activities of the Southeastern Retail Hard- the members and the association. More 


ware & Implement Association since the 1925 convention, 
Secretary-Treasurer Walter Harlan reported sixty-nine new 
members at the Tuesday morning session. 


ties reported were: 
That 125 members took advantage of 


accounts. 

The for sale and want list was used 
by about 400 members, turning mer- 
chandise to the amount of approximate- 
ly $400,000. 

Information service used by nearly 
600 members to the total of 1350 in- 
quiries. 

One hundred and twenty-five mem- 
bers used the freight audit bureau for 
a saving of $2,800. 

Numerous grievances of members 
were investigated and adjusted. 

Aided in defeating bills prohibiting 
sale of pistols and ammunition. Helped 
to ward off legislation inimical to mer- 
chants. 

Furnished firm ratings to 125 mem- 
bers. 


Organized an exhibit of 106 booths 
our collection plan, approximately at the auditorium, bringing to you 
$5,000 collected in old and delinquent practically every line of hardware for 





cooperation along this line is re- 
quested. 
A full report of the activities of the 


Other outstanding activi-  secretary’s office will be printed in the 


forthcoming for sale and want list. 





An Elaborate Program of 


Entertainment 


With true Southern hospitality, the 
members of the entertainment commit- 
tee staged and arranged a program of 
entertainment for the enjoyment of 
guests attending the convention of the 
Southeastern Retail Hardware and Im- 
plement Association, at Atlanta. 

The various features included a thea- 
ter party on Monday evening at the 
Forsyth Theater, tendered retailers and 
their ladies by the International Har- 
vester Co. On Tuesday evening in the 
Convention Hall, a mammoth enter- 
tainment was staged to which every- 
body was invited. A number of notable 
artists were booked for the occasion 
and among other features was a man- 
dolin orchestra, composed of twenty- 
five beautiful girls of M. Rich & Bros. 





Aided 130 members to obtain com- 
petent employees through association 
employment bureau. 

Assisted numerous members in ad- 
justing, selling and buying stocks of 
merchandise. 

Issued warnings exposing fake 
schemes and frauds. 

Helped 15 members to plan and re- 
arrange their stores and stocks. 


Walter Harlan 


your inspection. The wise merchant 
will take advantage of the opportunity. 
Visit the exhibits. 

Many members have availed them- 
selves of hardware mutual insurance, 
placing their policies through the as- 
sociation office. This has aided both 


Co., in costume. During an intermis- 
sion, refreshments were served. 
Under the auspices of the Atlanta 
Women’s Club, a special program was 
arranged for the ladies, which included 
an automobile ride to places of interest 
in Atlanta, including Stone Mountain, 
the Cyclorama, the Wren’s Nest, the 
home of Joel Chandler Harris, etc. 
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Hardware Retailing Retrospects and Prospects 
Discussed by R. W. Hatcher, N.R.H.A. Pres. 


subject of the address delivered by R. W. Hatcher, president 


R sabiect of tne and Prospects of Hardware Retailing was the 


of the National Association, at the afternoon session on 
May 10. In his address Mr. Hatcher stressed the importance of 
hardware merchants appreciating the difference between Margin 


and Profit. 
“The old obession that possessed 
sellers of merchandise,” said Mr. 


Hatcher, “that the actual difference 
between the cost and the selling price 
was the real profit on the goods sold 
is unfortunately not yet dissipated. 
This has served to lull many a mer- 
chant into a false feeling of security in 
the possession of profits he supposed he 
was making, only to awaken suddenly 
to find himself facing the sheriff, and 
the bankrupt courts. The profit he 
thought he was making was only 
margin which after an effort to deduct 
his expenses only showed a loss instead 
of a gain and thus he had constantly 
and surely eaten into his capital until 
he reached that point where equilibrium 
was destroyed. The expense of doing 
business must be met before there is 
any profit, and the relation to selling 
must be studied and understood.” 

Mr. Hatcher then went on to point 
out the advantages that accrue to re- 
tailers through association membership, 
and stressed the importance of the 
merchant’s place in the community. 

“The hardware retailer,” Mr. 
Hatcher told the convention, “owes a 
duty to the community in which he 
lives. He has set up a business by 
which he aspires to become the purchas- 
ing agent for his community for its 
hardware necessities. It has a right to 
expect satisfactory service just as you 
have a right to expect satisfactory ser- 
vice from your employees. If you are 
remiss in this service and some other 
distribution agency seizes the oppor- 
tunity presented by your shortcoming 
to attempt to usurp your place and 
give the public better service than you 
are giving, can you censure the public 
or the competitive agency or feel that 
your rights have been infringed upon, 
or that the home folks should trade 
with you anyway? If this is your 
slant on the situation, your position is 
all wrong for the public is going to do 
just what you yourself would do— 
patronize the agency that gives them 
the best service. If your clerk doesn’t 
prove efficient you will discharge him, 
or should do so. The public will also 
discharge you as its hardware pur- 
chasing agent if you do not measure 
up to the standard in comparison with 
others.” 

Hardware merchants, Mr. Hatcher 
said, should make an efficiency inven- 
tory of themselves and their businesses 
in order to determine whether the mer- 
chant himself and his business are 
what the community has a right to ex- 
pect from one who is ‘seeking its prefer- 


ment. Shelves should not be over- 
burdened with slow-moving and non- 
essential merchandise to the exclusion 
of that class that moves quickly. 
“Endeavor,” said Mr. Hatcher, “to 
departmentize your business by putting 
merchandise of a kindred nature, which 
besides making for efficientY and econ- 
omy of service, makes it possible for 
him to establish departmental records 
and find the drones in his business. 
“Try to educate your clerks in the 
finer points of courtesy, politeness, 
and an appreciation of the customers’ 
rights and viewpoints. Train them in 





R. W. Hatcher 


the psychology of judgment of char. 
acter, and. disposition as related to 
salesmanship: . Imbue them with the 
thought that your presence in the com- 
munity means something; that you owe 
a duty to the eustomers who favor you; 
that they must be served as“well and 
as economically, and even better than 
from other sources from which they 
can procure our merchandise.” 

Mr. Hatcher also strongly urged the 
elimination of guesswork and referred 
to an intimate study of the hardware 
store sent out to the membership of 
the National Association. 

“This book is an encyclopedia of 
facts, deductions and conclusions based 
on trustworthy reliable information 
gathered with -great care and ac- 
curacy at the National Office. The re- 
sults shown by this information was 
then weighed, analyzed and applied so 
that any hardware merchant can read 
and appreciate their significance.” 

In his talk, Mr. Hatcher also pointed 
out that the aims and accomplishments 
of the National Office and discussed the 
work of that body in helping to solve 
the faults of distribution. “Our posi- 


tion in this matter,” said Mr. Hatcher, 
“is neither hostile nor antagonistic, but 
we are gravely in earnest that those 
abuses and irregularities in distribu- 
tion, whose effect on the retailer is 
disastrous, demand, and should have 
the most serious attention of those re- 
sponsible for their existence. It fol- 
lows, therefore, that we are wholly out 
of sympathy and heartily condemn the 
unethical and illogical practice of some 
wholesalers who sell direct to con- 
sumers at merchant’s resale prices. Be- 
sides being a grave injustice to their 
dealer customers, the wholesalers them- 
selves must recognize that their func- 
tion is to warehouse and not to 
alone be considerate of price. Double 
lined, box car letters with stress on the 
odd cent prices in their catalogs com- 
plete the psychological effect on your 
customer and his cash goes to them, 
while you perhaps continue to carry 
his past due account. 


“These highly perfected and _ sys- 
tematized enterprises are continually 
adding to their already extensive line 
of hardware items selected from the 
articles which are the best profit 
bearers and most desirable to handle, 
including those which have heretofore 
been most distinctively hardware in 
their classification.” 


Mr. Hatcher’s talk also included a 
discussion of the present position of the 
retailer, and a plea for a closer and 
more friendly feeling between the 
traveling man and the retailer. He 
also touched on the menace of the chain 
store, and pointed out that intelligent 
and progressive merchandise was the 
merchant’s surest means of offsetting 
the effects of this competition. 


“Department stores, drug _ stores, 
chain grocery’ stores,” said Mr. 
Hatcher, “are also reaching out ener- 
getically for hardware trade, and are 
featuring many items heretofore con- 
sidered wholly foreign to these groups 
of stores. 

“These energies can be classed as 
active, energetic, antagonistic and high- 
ly competitive. Their effect is quick, 
dynamic and even revolutionary and 
must be met by speedy, efficient meas- 
ures. I thus designate these in contra- 
distinction to other forces of the more 
passive nature and affecting the busi- 
ness from within rather than without, 
but none the less baleful in their in- 
fluence. These can be named briefly 
as failure to distinguish the difference 
between margin and profit, and the re- 
lation of overhead to selling price. 
Lack of appreciation of stock turn, 
absence of general retail efficiency and 
salesmanship. The latter shortcom- 
ings we must regulate ourselves: the 
former we seek the cooperation of those 
jointly interested with us, and must 
endeavor to discover the source of 
weakness and correct them.” 
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Independent Retail Store in Danger of Chain 
Store Domination, Says Hamp Williams 


independent retail stores in this country will be dominated 


aa something is done to prevent it, or conditions change, 


by the department stores, catalog houses and chain stores 
within ten years, Hamp Williams, president of the Hamp Williams 
Hardware Co., Hot Springs, Ark., and past president of the N. R. 


H. A., told the convention. 


“The small towns with paved highways are suffering from big 


city store competition,” said Mr. Williams. 


“People are being tolled 


away from home to do their buying, big page ads in the newspapers 
advertising leading nationally advertised merchandise for less than 
our cost, and after we have lost the trade to the merchants in the 
larger cities some big catalog house will come along some of these 
days and take the trade away from the merchants who took it 


from us. 

“When simplified practice was started 
it appealed to all of us. We had too 
many styles and shapes of chop axes, 
too many kinds of woven wire fencing, 
too many styles of brick, and the waste 
was something terrible, but that has 
been remedied to some considerable 
extent; yet there is still room for im- 
provement; but. while this has been 
going on simplified practice has been 
working in another direction. Capital 
has discovered an. enormous waste in 
distribution in the great number and 
variety of retail stores, and they are 
beginning to apply simplified practice 
to we small retail merchants the same 
as we applied it to merchandise, and 
if we are in the way of progfess let’s 
get out; that is the theory and maybe 
the practice looks like it now; but what 
are we going to do? 

“The retailing of merchandise is’ the 
biggest thing in this country; but it 
looks like now that a few men and a 
whole lot of money are going to control, 
and that takes us back to the funda- 
mentals: farming, banking and politics. 
Farming is on the ragged edge; farms 
having declined in price or value 20 
billion dollars since 1920, nothing there 
for us. The big banks are merging all 
over the country, and finally when they 
get together, small banks, like small 
retailers will just ooze out without 
making any noise; so that brings us 
down to politics. 

‘“‘Now here is our opportunity. Shut 
out foreign immigration for ten years 
and take off the tariff except on such 
products as come in competition with 
the farm products of this country. 
Let’s have protective tariff for the 
farmers a while. The manufacturers 
have had it long enough under the 
guise of protecting labor, and they have 
stood together for a long time; capital 
has managed to poll a big vote with 
that protective tariff law propaganda. 
I don’t know what proportion of our 
total vote is foreign, but I do know 
that we only vote about 50 per cent of 
our voting population, and I expect 
that it is the American born voters 
who are failing to vote, and thousands 





of them are farmers and day laborers, 
and retail merchants who are suffering 
from the consequences. There is go- 
ing to have to be an awakening in this 
country somewhere; it is the small 
farmers and small merchants who are 
falling out. The average life now of 
a retail merchant is seven years. I 
don’t know how long it takes a small 
farmer to starve out. He, like the 
small merchant, can’t compete in prices 
and has to buy on a credit to run his 
farm and he can’t take a No. 8 Avery 
plow and a double shovel, a tail pony 
on a small forty acre upland farm and 
compete with one man owning and 





Hamp Williams 


working 5000 acres in one farm; best 
land in the country, tractors, gang- 
plows, cultivators, big mules, plenty of 
money to pay cash for everything, 
cheap labor which is not protected by 
any tariff law or union.” 

Mr. Williams then presented some 
statistics showing the tremendous in- 
crease in sales in various chain, de- 
partment, drug stores, catalog houses, 


together with operating expenses and 
other information. 

In conclusion, Mr. Williams said: 

“If you are still following the old 
methods of doing business and you 
have reached the age of eighty-five and 
have plenty of money and no poor kin, 
stay with your original plan. You 
probably have money enough to last 
as long as you live. Anyway there is 
at least some satisfaction in having 
your own way about it, but if you are 
not so situated and you are a young 
man like myself, have a lot of poor 
kinfolks, a wife your junior by twenty 
veat®, a little orphan girl of eight 
years, and barely enough money to- 
gether with all we can borrow to keep 
our business going you had better 
change right now. 

“The average business life of a hard- 
ware store is 7.9 years. Clothing is 
6.4 years. “If I knew how long you had 
been in business I could tell you about 
when, you will strike bottom; that is 
if you don’t get busy. I don’t know 
what your methods are; they may be 
up-to-date, hope they are. 

“There are three things necessary 
to make a success in the retail business: 
capital, price and advertising. First, 
capital sufficient to buy in quantities, 
pay cash and get all discounts and buy 
from whoever you please; second, 
prices that will meet any competition; 
third, advertising, newspaper, circular, 
telephone, window display. 

“It doesn’t matter about the location, 
if you have the goods and the prices 
and advertise properly, people will find 
you. 

“We have it from good authority that 
our competitors, the chain stores and 
catalog house-buyers set the price they 
will pay and the manufacturer may 
name the quantity and time of delivery, 
so as to keep their factories running 
when their jobber trade has been sup- 
plied. What else can we expect? Our 
demand is getting smaller, or will, and 
they must have sale for the output. 

“That brings us down to ‘Group 
Buying.’ It is, however, impractical 
to buy everything that way, but we 
can buy staple articles in quantities 
files, nails, wire hinges, chop axes, hoes, 
shovels, spades, hammers, saws, cutlery 
and hundreds of other staple lines. 
What’s in a brand except grief? I am 
off of nationally advertised brands un- 
less I am protected as against competi- 
tion like Ford cars—The price is set, 
the consumer gets full value, and we 
get a living margin. That is all we 
want. Somebody is going to inaugur- 
ate a plan of buying so we can live. 
We may have to buy in Germany or 
Russia. Some of our competitors are 
doing it; they don’t give a damn for 
sentiment; price and quality is what 
the consumer wants. 
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(Juestion Box Discussion Embraces Display, 
Advertising, Credits and Other Topics 


costs, handling of credits and other vital problems of hard- 


[) cess, hana of display methods, retail advertising, operation 


ware merchants were all considered in the several question 
box discussions of the Southeastern Retai! Hardware and Imple- 


ment Association Convention. 


The Wednesday morning question 


box was held under the chairmanship of Alfred Rehbaum, president 
of the Florida Unit Retail Hardware and Implement Association. 

Ira B. Taylor, Trenton, Tenn., asked the question: “‘What is the 
best time to advertise, show and display merchandise—just before 
or during the time or the season of greatest sale?” 


A number of the dealers joined in 
the discussion, the general opinion 
being expressed that it was better to 
begin sometime in advance of the 
period of greatest sale, that the @ore 
advertising and window displays might 
be used to best advantage in calling 
the buyers’ attention to the goods in 
anticipation of their needs and con- 
tinue to display and feature the goods 
as long as local conditions or the deal- 
ers stock would warrant. 

Mr. Rehbaum referred to an address 
which had preceded the Question Box 
discussion and told of some of the ex- 
periences of his firm in the sale of 
electrified hardware, which he declared 
had been quite satisfactory and show- 
ing considerable increase. He pointed 
out that farmers were buying electrical 
merchandise in much greater volume 
than ever before and that it had been 
surprising to him to note how many 
sales of electrical supplies and fixtures 
they had made to farmers and others 
living in the outlying territory who 
were being supplied with current from 
power lines which passed near their 
farms and in communities where there 
was no central station. 

Hugh Ross of Tennessee told of some 
of the plans used by his firm, including 
the use of the telephone to call up their 
customers and others whom they would 


like to have become their customers, in 
this way explaining something of a 
new specialty they had placed in stock 
and asking for an opportunity to 
demonstrate the article in the cus- 
tomer’s home. This, he stated, had 
proved very successful not only in in- 
creasing the sales of electric specialties 
but had enabled the demonstrator to 
obtain information as to the customer’s 
needs in other lines which had been 
turned into profit by salesmen in the 
store the next time the customer called. 

Another dealer said he had found 
accurate information as to the actual 
operating cost to be the best sales 
argument that could be used, pointing 
out that when the clerk spoke in terms 
of an article burning so many kilo- 
watts, etc., the average person became 
confused with the thought that it 
would run up their electric bills while 
if told that it cost only so many cents 
per hour or day they would consider it 
in an altogether different light. 

The next question discussed was “Do 
you charge interest on past due ac- 
counts—and if so, how do you collect 
a 

Ed Jarman of Baxley, Ga., stated 
that his firm added the interest on 
all statements that went out each 
month, on all bills after 30 days. The 
fact that a statement is received each 


month, with an increased amount of 


interest shown each succeeding month, 
acts as a stimulus to pay up, he stated. 
and had proved one of their best forms 
of increasing collections. 


Other dealers spoke in approval of 


this system, pointing out that to cus- 
tomers who objected to the interest 
charge they explained the justice of 
charging interest and that unless this 
was done the credit customer was pay- 


ing less for the goods than the cash 


buyer. 


A hand raising showed that about 
50 per cent of those present were doing 
business on a basis of about 40 per 
cent cash as against 60 per cent on 
charge accounts, while a call for hands 
showed that no dealer present was 


doing a strictly cash business. 

Mr. Rehbaum stated that he had 
found it advisable to do some credit 
business and that his credit losses had 
been around one per cent per year, 
with the result that his firm had 
adopted the policy of charging off each 
year approximately one per cent to be 
used as a reserve fund to offset credit 
losses. 

This concluded the program for the 
day and, following a few brief remarks 
by Secretary Harlan, in which he 
thanked the officers and committees 
and the membership generally for the 
splendid cooperation which had been 
accorded the association during the 
past year, the convention for 1926 was 
declared adjourned. 

The Monday question box was han- 
dled by R. A. Norris, president, 
Georgia Retail Hardware and Imple- 
ment Association. Hugh C. Ross, 
Jackson, Tenn., was in charge of the 
Tuesday question box discussion. 


Southeastern Association Endorses National Hardware 
Council—Expresses Thanks to Speakers 


adopted resolutions endorsing the coming convention of the 


(ie Southeastern Retail Hardware and Implement Association 


American Legion to be held in France, September. 1927, and 
pledged support as employers, promising wherever practical to permit 
Legionaires in their employ to attend this convention, by granting such 
associates the necessary four-weeks’ vacation. 


Special thanks and appreciation of 
the association were expressed to Llew 
S. Soule, editor, HARDWARE AGE, Hamp 
Williams, Hot Springs, Ark., and 
George M. Gray, Coshocton, Ohio, both 
past N. R. H. A. presidents, and M. R. 
Vea, Dover Mfg. Co., Dover, Ohio, for 
“their splendid addresses and for all 
the cooperation and help demonstrated 
toward the association.” 

Thanks were also expressed to the 


International Harvester Co. and to M. 
Rich & Co. for their contributions to 
the entertainment of delegates and 
guests. 

R. W. Hatcher, N. E. H. A. presi- 
dent, was thanked for “his untiring ef- 
forts to build up his association” and 
congratulated for “his very successful 
administration.” 

Other important resolutions were 
that the officers and executive commit- 


tee should carefully consider ways and 
means by which a larger percentage of 
members can and will be brought into 
closer contact with association ac- 
tiyities and thus show more interest 
and greater attendance at conventions. 
The association condemned the prac- 
tice of an unnamed tool manufacturer 
reported to be marketing his products 
direct to the consumer in certain States 
to the hardship of many of his former 
dealer friends and customers in those 
States. 

The National Hardware Council was 
heartily endorsed, better trade ethics 
among jobbers and dealers were advo- 
cated, and greater cooperation was 
pledged among members. 
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The Hardware Merchant’s Competition— 
Present and Future Discussed by Llew S. Soule 


ment Association, Llew S. Soule, editor of HARDWARE AGE, de- 


| N his talk to the members of the Southern Hardware and Imple- 


parted from the usual custom of attacking the mail order 
houses, chain stores, peddlers, etc., and took the stand that the retail 
merchant’s real competition, present and future, is himself. Lazi- 
ness, carelessness, ignorance and lack of courage were branded as 


the real enemies to profit. 


He brought out the fact that the average retail merchant is facing 
a gradually contracting trade territory due to competition, and can 
only increase this trade territory by the highest type of merchan- 


dising. 

He mentioned the number of retail- 
ers in all lines in this country, and de- 
clared that the inefficient ones would 
of necessity be weeded out in the near 
future. Lack of careful thought in the 
selection of location came in for its 
share of condemnation, and the jobbers 
were asked to use their influence to see 
that new stores are placed only where 
new stores are needed. 

The overhead of the retail merchant 
is still climbing, according to Mr. Soule, 
who warned merchants against trying 
to cut costs by reducing salaries or cut- 
ting out their advertising. There is 
only one proper way to reduce over- 
head, he said, and that is to spend the 
expense money wisely, and to increase 
sales of profit bearing goods. 

He deplored the fact that too much 





Llew S. Soule 


attention is being paid to turnover of 
merchandise, and too little to the turn- 
over of customers. Stock must be 
turned regularly to make a profit, he 
said, but a merchant can lose more by 
being out of the goods his customers 
have a right to expect him to carry 
than can be made up by several in- 
creased stock turns. 

There is too much unnecessary so- 
called service in hardware stores, he 
continued. Never install additional ser- 
vice unless it is worth while both to 
the store and the customer. Very little 
of the so-called service is demanded by 
the customer. It is thrust on him. The 
chain store offers but two services— 
goods and price—yet it is tremendously 
successful. 

He advised store equipment that 
makes for a saving of help and time, 
and an increase of efficiency. He fur- 
ther advised merchants to leave the 
buying, handling and selling of ordi- 
nary staple lines to qualified employees, 
and: get behind the selling of more 
profitable lines. Prices of staples, he 
said, are set by competition and yield 
comparatively small profits. These 
profits can be augmented by the han- 
dling of special lines such as radio, 
electrical merchandise, auto accessories, 
paints, toys, sporting goods, etc. 


Possibilities of Electrified Hardware, by M. R. Vea 


ers’ best appliances were among the first to be electrically 


Bes best out first the fact that many of the hardware deal- 


equipped, and that the hardware dealer fought shy of any- 
thing electrical, and in this way made room for the electric dealer, 
M. R. Vea, Dover Mfg. Co., Dover, Ohio, opened an address on 
Wednesday morning entitled “Merchandising Electrified Hard- 


ware.” 


He said: “The use of electric appli- 
ances and home equipment grew faster 
than the electric dealer’s capacity to 
handle it, and at the same time the 
manufacturing was improved and sim- 
plified, while the public quickly gained 
confidence in all things electrical. Thus 
the hardware dealer has naturally 
taken up the sale of his own electrified 
hardware, in some cases carrying only 
one or two items and in other in- 
stances actually conducting a combina- 
tion hardware and electric store.” 

Commenting on the growing impor- 
tance of electrical merchandising from 
the hardware dealer’s standpoint, Mr. 
Vea said, in part: “The electrification 
of homes is proceeding so rapidly that 
by 1935 or 1940 over 80 per cent of 
American homes will be wired. Farms 








are rapidly becoming equipped to oper- 
ate much of their machinery and per- 
form many operations by electricity. 
During the coming year _ 1,500,000 
farms will be in the market for elec- 
trical equipment averaging $1,000 each, 
a total of a billion and a half dollars’ 
initial investment. This will replace 
much farm hardware. Electric mer- 
chandise carries a much higher margin 
of profit than the average hardware 
and manufacturers are now encourag- 
ing small investment and good turn- 
over. The hardware dealer needs the 
increased business and the better profits 
this will bring him. 

“It is necessary for the hardware 
dealer who has not taken electrical mer- 
chandise seriously to give it his best 


attention and develop a more complete 
and effective service. There are a 
number of electrical items that could 
be selected that are every day electrical 
home needs and constantly in demand 
and which are profitable to handle, easy 
to sell and simple to service. 

“With these as a nucleus, an elec- 
trical department or section of the 
store can be furnished where the trade 
can appreciate and patronize the hard- 
ware dealer’s electrical lines. 

“Use standard merchandising meth- 
ods and sound retailing principles 
in selling electrical goods and select 
brands which the manufacturer with- 
holds from objectionable trade and pro- 
tects against irregular sales practices 
and cut price methods. 

“In other words, avoid the entangle- 
ments and grief connected with special 
sales schemes and methods foreign to 
the hardware business. Just do a good 
job of store displaying and selling on 
properly selected brands’ covering 
a good representative assortment of 
standard electrical household needs.” 


a 
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George M. Gray, president of the Gray Hardware Co., Coshocton, 


[\cer present plan of distribution by the retailer is hazardous, 


Ohio, and past president of the N. R. H. A., told the convention 


at its morning session, May 12. 


“Under our present plan of operation,” said Mr. Gray, “extrava- 


gance has not ceased, but has constantly developed. 


I recently called 


on a friend, A. W. Strater of the Strater Hardware Company, Mans- 


field, Ohio, who is a very successful hardware merchant. 


Mr. Strater, 


to successfully augment his obligations to his country, deemed it his 
duty to study his trade territory and thereupon showed me correct 
statements and figures of $183,114 in chattel mortgages issued in his 


county in a period of two weeks. 


A close study of the chattels dis- 


closed the fact that the major part of them were on household goods 


ranging from $14 upwards. 

“Let anyone who doubts, carefully 
contemplate that based on the above 
figures for one county, millions of dol- 
lars are being invested in what I do 
not hesitate to term not the ‘necessi- 
ties of life.’ They might be called con- 
veniences, but these and other extrava- 
gances reduce many to poverty.” 

In answer to his own question, “Does 
the public demand a cheaper quality 
of merchandise or a different method 
of distribution?” Mr. Gray produced 
the following figures compiled by the 
Research Department of the National 
Association: 

“Per cent of increase in sales of the 
Woolworth system from 1913 to date: 


Per cent of increase in sales 1924 
Es ts a tai he ee we Oe ae @ ea we 225.3 
Per cent of increase in stores over 
I in a a ia a is als Ne hee a 99.4 
Sales per store in 1913............ $96,820 
Sales per store in 1924............ 157,970 
Per cent of increase in sales per 
store in 1924 over 1913.......... 63.2 


“The first ten months of 1924 wit- 
nessed an increase of 11.1 per cent in 
the sales over the corresponding period 
of 1924. In January, 1925, this chain 
embodied 1366 units, and on Oct. 1, 
1415. In 1902, J. C. Penny Co. had one 
store and in 1925 had 674. 

“The following figures show the an- 
nual sales of J. C. Penny Co. from 
1918 to date: 


le $21,338,103 1919..... $28,783,965 

1920..... 42,846,008 1921..... 46,641,928 

1922 29,035,729 1923..... 62,188,979 
1924..... $74,261,343 


“And we are appalled to submit the 
following figures on the W. T. Grant 
chain system: 


1920..... $7,941,688 1921..... $10,192,534 
1922..... 12,728,412 1923. . 15,382,631 
1924..... 20,625,389 1925. 25,316,334 


“Undoubtedly these figures indicate 
that the sales on this quality of mer- 
chandise has shown an unusual gain. 
With the rise in hardware prices dur- 
ing the last decade it is probable that 
the quantity of merchandise sold by the 
average hardware retailer is slightly 
more than in 1913. A prominent re- 
' tailer in a neighboring city said to me 
that his greatest competition was not 
the hardware stores, but the ten and 
twenty-five cent stores, the J. C. Penny 





and others. All this goes to prove that 
we, as retailers, must in 1926 make a 
thorough analysis and study of these 
facts in our respective communities as 
related to their individual business. 
“From the fact that the 1924 survey 
of the National Retail Hardware As- 
sociation showed that out of 1200 mem- 
bers, fifty per cent did not make any 
profit, it is evident that continued em- 





George M. Gray 


phasis should be placed on the retailer 
to survey the needs of his community in 
1926 better than before. When we find 
the community’s needs, merchandise 
should be made available to the public 
in season, and displayed in such loca- 
tions consistent with economy. Mer- 
chandise should be displayed attractive- 
ly, and it cannot be denied that Wool- 
worth’s plan of displaying merchan- 
dise is fundamental, because it is at- 
tractively and economically arranged. 

“We retailers have been trying to 
convince ourselves and the _ public, 
backed up to some extent by the job- 
ber, that the class of merchandise sold 
by these stores is cheap ‘clap trap’ 
of an inferior quality. In many of 
our conventions we have constantly 
protested our purpose to let them alone, 
but this does not convince the public. 
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Geo. M. Gray Tells Convention that Instalment 
Selling is Hazardous to Hardware Merchants 


I observed in this store Lufkin and 
Stanley rules on sale for 10c., six-foot 
folding rules 25c., glass knobs from % 
to 1% at 10c., half-soles 4x8 at 25c. 
The distribution of merchandise is 
regulated by public opinion, whoever 
can change public opinion can change 
the distribution of merchandise just so 
much. Someone has said that ‘Public 
opinion on any subject always has a 
central idea from which all its minor 
thoughts radiate.’ That central idea 
in our present-day distribution of 
wares, seems to be Service and Price 
on the part of the public, and the sim- 
plest way to render the service and the 
best way to obtain the right price is to 
be worked out by the retailer. 

“You cannot destroy the judgment of 
the buying public and the value of not 
only the service given, as well as the 
price on merchandise of this kind, by 
offering the service that prevails in 
many of our retail stores carrying a 
much higher price. Our eagerness to 
cast the blame of the phenomenal 
growth of the sales of these stores on 
the quality of the goods on the one hand 
and the stupidity of the buying public 
on the other, does not solve the prob- 
lem. 

“How much would it avail if it were 
possible to prevent these stores from 
streaming into our communities all 
over the country? Someone has said 
that ‘human action can be modified to 
some extent, but human nature cannot 
be changed.’ There is a demand by 
the public for a more speedy service in 
our stores, as well as lower prices. ~ 

“Again, my survey shows that cer- 
tain manufacturers have in some cases 
and in some instances discontinued 
their salesmen to the Woolworth 
buyers, thereby saving five per cent. 
The buyers simply send their order di- 
rect to the factories, which saves the 
expense of more than one man repre- 
senting one firm, calling on a number 
of merchants. 

“To my way of thinking, it is al- 
together prudent and essential that 
retailers not only change their method 
of displaying their wares, but consult 
and analyze their buying methods. 
The retailer will have a far more rug- 
ged and difficult road to travel in the 
future than in the past by staying by 
our present plans. You say that has 
a depressing sound; however, the ap- 
parent change in the distribution of 
merchandise justifies it. 

“Summing up the present situation, 
to my mind, the retailers could be di- 
vided in three classes, living on three 
levels: Dead level—living level—and 
aspiring level. 
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Support of National Hardware Council is 


Urged by Charles W. Asbury of Philadelphia 


of Pa., Philadelphia, chairman of the National Hardware 


(Jct Pe. W. ASBURY of the Enterprise Manufacturing Co. 


Council, was introduced to the convention by R. W. Hatcher, 
president of the National Retail Hardware Association. Mr. Asbury 
explained briefly the formation of the National Hardware Council, 
which was suggested at the National Retail Hardware Convention, 
San Francisco, June, 1925. He stated that the three component 
factors in the distribution of hardware: manufacturers, wholesalers 
and retailers, realized that certain evils had crept in which not 
only lessened profits but increased overhead. 


Mr. Asbury said that at the meeting 
of the National Hardware Council 
many topics had been discussed, the 
most important that of small orders. 
He stated surveys were being made at 
the present time by the three factors 
of the trade with reference to this par- 
ticular question and that the facts 
would all be brought together as soon 
as possible so recommendations could 
be made. 

He disclosed a startling fact in stat- 
ing that 181,000 out of 461,000 corpo- 
rations reporting last year to the 
United States Bureau of Internal Rev- 
enue lost money to the extent of $2,- 
184,000,000. He said that this terrific 


drain upon invested capital could not 
continue long. He also pointed out that 
in observations made on a recent trip 
through a number of States, he found 
that the majority reported the volume 
of their business to be satisfactory, the 
bulk good, but there was almost uni- 
versal dissatisfaction over the showing 
net profit. 

Some of the other important ques- 
tions now under consideration concern 
installment selling and its effect on the 
present scheme of distribution from 
manufacturer to wholesaler and whole- 
saler to retailer. The question of man- 
agement is also being studied. It is 
no longer possible to get the same effi- 


ciency per man hour, time and atten- 


tion as in years past. 
He urged the dealers to give their 





C. W. Asbury 


support and help to the council in mak- 
ing these various investigations so all 
the facts of the case can be presented 
and recommendations made. 


Some Practical Suggestions for Increasing Retail 


Sales Topic of Address by W. J. Dress, Walden, N. Y. 


its demands on the individual than salesmanship—but if the de- 


[Tits ae is no profession in the world which is more exacting in 


mands are great so are the opportunities, W. J. Dress, of the 
New York Knife Co., Walden, N. Y., stated in the course of an address 


on retail selling. 


“Like a sick person—many dealers 
need a doctor—and if they religiously 
take their medicine,” said Mr. Dress, 
“they improve and ultimately find they 
are cured of their ailments—Neglect 
and Laziness are worse—trying to run 
a business single handed with only a 
day of ten hours when it needs two 
or more men, or a day of twenty-four 
hours—neglecting to study and observe 
competition—or realize they cannot 
take anything out of this world of busi- 
ness if they don’t put something in— 
Labor and Thought. 

“When a manufacturer’s display 
sign can be effectively used, use it; in 
fact, one attractive display panel or 
poster with items ‘price tagged’ is more 
magnetic to the shopper than a window 
of all posters. Do not load windows 
with a lot of show cards, foliage, 
colored paper, or pictures. Let win- 


dows sell hardware—the public today 


shop and want to see merchandise. 

“Windows should always be as at- 
tractive as those of the popular priced 
hardware chain stores, department 
stores, jewelry stores, chain grocery 
and drug stores—up to now the hard- 
ware retailer can develop worlds of 
improvement along this line. A coat 
of fresh paint on a store front (sug- 
gested color) burnt orange with black 
lettering is effective—concluding the 
subject of windows, people when walk- 
ing do not throw their heads back, 
looking up, but generally look straight 
ahead or down—therefore, make use of 
panels usually to be found under most 
windows by lettering them—guns, 
ammunitions, cutlery, household and 
electric home needs, hardware, farm 
implements, stoves, furniture, etc., this 
is profitable advertising. “WE AIM 
TO SERVE YOU”—could be lettered 
in transom over front entrance door— 


a six or eight inch drop on front plate 
to shade lights could be used to ad- 
vertise lines, but do not smear name 
or advertising all over front plate. 
Small letters close to corner frame of 
window is ample for a name—an in- 
expensive hanging sign could be made 
from sheet metal or wood to represent 
a saw extending horizontally, length 
about eight feef, painted black or 
white, with white or black lettering, 
with a socket capped for an electric 
light at about the center of the top, 
which will illuminate at night. 

“Many stores have an investment in 
one or more floor show cases, which are 
frequently dirty and littered on top 
with broken cartons—stock that should 
be on the shelves, or advertising signs. 
The case inside may have a broker 
assortment of pocket knives, safety 
razors, an alarm clock, broken carving 
set, or silver table set, a few butcher 
knives, a dog collar or two, cotton 
gloves, or a broken line of fishing 
tackle. In some instances, mostly in 
a country general store, an over stock 
of hardware is mixed with ribbons and 
notions.” 
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J. B. Morton Elected Southeastern President 


J. 


at the 1926 convention. 


B. MORTON, Bessemer, Ala., was elected president of the 
Southeastern Retail Hardware and Implement Association, 
succeeding G. S. Meserve, St. Augustine, Fla., who presided 

Ed. Jarman, Jr., Baxley, Ga., was selected 


as first vice-president, and Hugh C. Ross, Jackson, Tenn., is the new 


second vice-president. 


Walter C. Harlan of Atlanta, Ga., was re- 


elected secretary-treasurer of the Southeastern, and all four State 
associations, consisting of Alabama, Florida, Georgia and Tennessee. 


The executive committee of the 
Southeastern for 1926 comprises 
B. L. Noojin, Gadsden, Ala.; B. H. 
Matthews, Camden, Ala.; C. X. Bal- 
four, Winter Haven, Fla.; J. D. Cot- 
trell, Leesburg, Fla.; G. S. Meserve, 
St. Augustine, Fla.; J. W. Hammond, 
Griffin, Ga.; R. W. Hatcher, Milledge- 
ville, Ga.; O. K. Jones, Sweetwater, 
Tenn., and W. C. Waddell, Greenville, 
Tenn. 

The Southeastern Auditing Commit- 
tee is comprised of G. S. Meserve, St. 
Augustine, Fla., chairman; R. O. 
Norris, Covington, Ga., vice-chairman; 
J. W. Baker, Albertville, Ala.; Alfred 
Rehbaum, Mount Dora, Fla., and D. F. 
Hobbs, Fayetteville, Tenn. 

Joint place of meeting committee 
is comprised of Ed. Jarman, Baxley, Ga., 
chairman; O. K. Jones, Sweetwater, 
Tenn.; John B. Greer, Loudon, Tenn.; 
W. O. Stewart, Dothan, Ala.; R. O. 
Cranford, Jasper, Ala.; S. A. White- 
sell, Clearwater, Fla., and O. C. Van 
Brunt, Tallahassee, Fla. 

The joint resolutions committee is 
comprised of J. R. Gamble, St. Peters- 
burg, Fla., chairman; A. C. Rodden- 
bery, Cairo, Ga.; C. W. Truitt, 
Commerce, Ga.; H. C. Ross, Jackson, 
Tenn.; W. C. Dale, Fayetteville, Tenn.; 
Walter R. Pilcher, Birmingham, Ala., 
and A. E. Reagan, Thorsby, Ala. 

John Ed. Wallis, Syleauga, Ala., was 
elected president of the Alabama Re- 
tail Hardware and Implement Associ- 
ation succeeding J. W. Baker, Albert- 
ville, Ala.; A. T. Putteet, Florence, 
Ala., is the new first vice-president, 
and R. O. Cranford, Jasper, Ala., was 


selected as second vice-president. The 
Alabama executive committee com- 
prises T. O. Murray, Bessemer, 








Ala.; G. W. King, Alexander City, 
Ala.; E. A. Barrow, McKenzie, Ala.; 
John G. White, Uniontown, Ala.; 
Frank Butcher, Birmingham, Ala., and 
Walter Harlan, Atlanta, Ga. 

The advisory committee comprises 
J. W. Baker, Albertville, Ala.; William 
H. Cummings, Huntsville, Ala., and A. 
W. Hawkins, Headland, Ala. 

The Southeastern board of represen- 
tatives are J. B. Morton, Bessemer, 
Ala.; B. L. Noojin, Gadsden, Ala., and 
B. H. Matthews, Camden, Ala. 

The Alabama nominating committee 
is comprised of B. H. Matthews, Cam- 
den, Ala., chairman; Charles L. Robert- 
son, Birmingham, Ala.; John G. White, 
Uniontown, Ala.; W. O. °° Stewart, 
Dothan, Ala., and Roy Ingram, Tar- 
rant, Ala. 

O. C. Van Brunt, Tallahassee, Fla., 
was elected president of the Florida 
Retail Hardware and Implement As- 
sociation succeeding Alfred Rehbaum, 
Mount Dora. E. W. Howett, St. 
Augustine is the new vice-president. 
The Florida executive committee com- 
prises W. P. Franklin, Fort Myers, 
Fla.; S. A. Whitesell, Clearwater, Fla.; 
C. J. Cornell, Bartow, Fla.; Fred H. 
Young, Lake City, Fla.; T. E. Estey, 
Tavares, Fla., and Walter Harlan, 
Atlanta, Ga. 

The advisory committee comprises 
J. D. Cottrell, Leesburg, Fla.; Alfred 
Rehbaum, Mount Dora, Fla., and 
Charles A. Campbell, St. Petersburg, 
Fla. 

The Southeastern board represen- 
tatives are: C. X. Balfour, Winter 
Haven, Fla.; J. D. Cottrell, Leesburg, 
Fla.; G. S. Meserve, St. Augustine, 
Fla. 


The Florida nominating committee 
is comprised of C. X. Balfour, Winter 
Haven, Fla., chairman; C. J. Cornell, 
Bartow, Fla.; T. E. Estey, Tavares, 
Fla.; G. F. Walker, Tampa, Fla., and 
John R. Preer, Ocala, Fla. 

R. A. Norris, Covington, Ga., was 
re-elected president of the Georgia 
Retail Hardware and Implement As- 
sociation. A. C. Roddenbury is the 
vice-president of this organization. 
The Georgia executive committee com- 
prises J. D. Forbes, Valdosta, Ga.; 
Roy E. Breen, Jesup, Ga.; H. Kil- 
patrick, Gainesville, Ga.; J. E. Sapp, 
Albany, Ga.; J. C. Glover, Fitzgerald, 
Ga.; John Moore, Madison, Ga., and 
Walter Harlan, Atlanta, Ga. 

The advisory committee comprises 
R. F. DeLamar, Jr., Hawkinsville, Ga.; 
W. G. Raines, Statesboro, Ga., and E. 
L. Almand, Social Circle, Ga. 

The Southeastern board representa- 
tives are J. W. Hammond, Griffin, Ga.; 
Edward Jarman, Baxley, Ga., and R. 
W. Hatcher, Milledgeville, Ga. 

The Georgia nominating committee 
is comprised of E. L. Almand, Monroe, 
Ga., chairman; J. E. Sapp, Albany, 
Ga.; J. C. Glover, Fitzgerald, Ga.; H. 
Kilpatrick, Gainesville, Ga., and G. A. 
Lewis, Waynesboro, Ga. 

W. H. Leach, Somerville, Tenn., was 
elected president of the Tennessee Re- 
tail Hardware & Implement Associ- 
ation succeeding D. F. Hobbs, Fayette- 
ville, retiring president. John B. 
Greer, Loudon, is the new vice-presi- 
dent. The Tennessee executive com- 
mittee comprises Amos Wilson, 
Madisonville, Tenn.; E. K. Churchwell, 
Savannah, Tenn.; Lon Harkey, Sharon, 
Tenn.; R. P. London, Johnson City, 
Tenn., and T. B. Guthrie, Sweetwater, 
Tenn. 

The advisory committee comprises 
D. F. Hobbs, Fayetteville, Tenn.; Ira 
B. Taylor, Trenton, Tenn., and M. 
Richardson, Lawrenceburg, Tenn. 

The Southeastern board represen- 
tatives are Hugh C. Ross, Jackson, 
Tenn.; O. K. Jones, Sweetwater, Tenn., 
and W. C. Waddell, Greeneville, Tenn. 
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Elimination of Light Gage Galvanized Sheets 
Discussed by Metal Branch, Nat’] Hdw. Ass’n 


Fifteenth Annual Convention Held at Hotel Gibson. Cincinnati, May 13-14, 
Attended by Many Delegates—Numerous Trade Problems Are Brought Up 


and Discussed by Representatives of Leading Manufacturers 


distribution of galvanized sheets lighter than 28 gage was 


. y iste progress in the elimination of the manufacture and 


“~ reported by the sheet metal jobbers and manufacturers at- 
tending the fifteenth annual meeting of the Metal Branch of the 
National Hardware Association of the United States at the Hotel 
Gibson, Cincinnati, May 13 and 14. 

The three sessions of the convention were characterized by an 
earnestness of purpose and a frankness of discussion which evoked 


much favorable comment from the members. 


One of the subjects 


which was in the foreground of consideration was the disposal of 


second sheets. 


It was decided to send to each association member 


a questionnaire so that the sentiment regarding this perplexing 
question might be crystallized and definite action taken. 


That the sheet metal industry is ad- 
hering strictly to the simplification 
program as outlined by the Depart- 
ment of Commerce was indicated by 
the reports of the simplification boards, 
functioning as an integral part of the 
association. For example, the results 
of an inquiry among members of the 
association show that the further 
elimination of certain grades of terne 
plate is favored. Manufacturers al- 
ready have discontinued production of 
12-lb. terne plate, and a letter is to 
be mailed to members ascertaining 
opinions on the elimination of 25-lb. 
and 30-lb. terne plate. 

Promotion of the Master Brand 
galvanized sheet was an important 
topic dwelt upon by several speakers. 
Its merits were outlined by manufac- 
turers who are advertising and pro- 
ducing it, while its disadvantages were 
set forth by distributors who object to 
carrying it. 


Master Brand 


In reporting as chairman of the 
Sheet Steel Board of Review on the 
elimination of light gage galvanized 
sheets for roofing purposes, W. C. 
Carroll, Inland Steel Co., Chicago, cited 
the fact that in the six months period 
from October, 1925, to March, 1926, 
inclusive, 52.5 per cent of the gal- 
vanized sheets manufactured by mills 
in the United States were 28 gage or 
heavier, while 45.5 per cent were 29 
gage. Only 2 per cent were 30 gage 
or lighter. These figures were com- 
puted on the basis of mill reports, giv- 
ing a total of 60,000 tons for the period 
studied. Two-thirds of that tonnage 
was produced as formed roofing, the 
remaining one-third being flat sheets. 

The jobbers, in relating conditions 
existing in their own territories, testi- 
fied that on the Atlantic Coast, from 
Maine south to Maryland, no sheet 


metal lighter than 29 gage was made 
or distributed in the past year; that 
in Ohio and Indiana, 29 gage and 30 
gage sheets have constituted less than 
20 per cent of the total consumption; 
that the condition in the Northwest is 
favorable for the gradual elimination 
of grades lighter than 28 gage; and 
that 29 gage still is the prevailing 
standard in the South, although there 
has been marked progress in the dis- 
continuance of marketing 30 gage 


sheets. 
A Challenge 


To the buyer who professes an in- 
terest in quality, but who perhaps 
makes his purchases strictly on a price 
basis, the Master Brand galvanized 
sheet is a challenge, said Mr. Carroll, 

















W. C. Carroll 


in an address on “The Master Brand.” 
The specifications which control its 
manufacture materially affect its cost 
of production and are so strict that 
no mill can live up to them without 
absorbing practically the entire extra 
of $5 a ton. He emphasized that it is 
impossible to cover the entire range of 
purposes for which galvanized sheets 
can be used with one quality or one 
weight of coating for any particular 
gage. | 

Mr. Carroll classified galvanized 
sheets into four grades. In the first 
class are those sheets which are to be 
utilized fer flat work or are to be cor- 
rugated only. In the second class are 
the sheets which are to be corrugated 
and subsequently formed in curving 
rolls. In this class would be sheets 
for culverts. Sheets for general form- 
ing work, such as cornices and ventilat- 
ing systems, fall within the third class. 
In the fourth class are sheets which 
must be drawn in dies or formed by 
high speed machine operations, such as 
garbage can covers, machine-made con- 
ductor pipe, window frames and sashes. 
The Master Brand sheet, according to 
Mr. Carroll, will qualify for all of the 
purposes in the first two classes and 
for the less severe requirements in the 
third class. It must not be recom- 
mended or sold, however, for any of 
the purposes contemplated under the 
fourth class. 


Interest Lost 


In many localities, jobbers and sheet 
metal contractors have lost interest in 
galvanized sheets, because of the lack 
of sufficient profit and of the absence 
of quality. Whereas the roofing ton- 
nage twenty yeafs ago amounted to 
from 15 to 20 per cent of the entire 
sheet production, today it is only 5 per 
cent of the total. The sheet mills, by 
means of the Master Brand and the 
national advertising which assists in 
its marketing, are trying to interest 
the public in sheet steel and to regain 
for themselves, jobbers and metal con- 
tractors the business which has slipped 
away in recent years. 

There is no reason, according to Mr. 
Carroll, why the same reasoning which 
applies to the Master Brand in gal- 
vanized sheets cannot be extended to 
other sheet mill products. He said that 
at the fourth annual meeting of sheet 
steel executives at White Sulphur 
Springs the recommendation will be 
made that licenses for the use of the 
| Master Brand on other sheet products 
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be granted to those who apply, when 
the analysis of the base metal can be 
approved and when there is assurance 
that the finished product will be up 
to the best commercial standards. 

“The general impression that the 
painting of galvanized sheets is un- 
necessary is an important misconcep- 
tion,” stated Joseph C. Eckel, American 
Sheet & Tin Plate Co., Pittsburgh, in 
a paper on “A Few Misconceptions 
Concerning Galvanized Sheets.” He 
pointed out that the life of zinc coat- 
ing, when subjected to atmospheric ex- 
posure, reveals clearly the necessity of 
painting to obtain maximum service 
from galvanized sheet installations. 

In reply to the query, “When should 
galvanized sheets be painted?” Mr. 
Eckel stated that the protective film 
which forms on the sheet under or- 
dinary atmospheric conditions mars 
the bright appearance of the sheet and 
roughens the surface sufficiently to 
obtain a tightly adherent coating of 
paint. 

Misconceptions 


“Another noteworthy misconcep- 
tion,” said Mr. Eckel, “is the impres- 
sion that old hand-dipped galvanized 
sheets were superior to modern gal- 
vanized sheets of the same weight of 
coating.” He pointed out that the life 
of the sheet as a whole depends upon 
the part carrying the least coating, 
that even under modern methods, it is 
impossible to obtain a uniform coating, 
and that those who have spent their 
lives in galvanizing work do not hesi- 
tate to say that the modern machine- 
coated sheets carry a much more 
nearly uniform coating than the old 
hand-dipped sheets. 

Mr. Eckel directed attention to the 
widespread opinion that galvanized 
sheet manufacturers, in order to re- 
duce costs, are responsible for making 
sheets with a lighter coating than 
formerly. He said that this is a mis- 
conception. The change to lighter 
coatings has been brought about by the 
direct solicitation of the consumer, who 
has demanded forming properties with 
relatively little regard for resistance 
to corrosion. 

Another misconception is the opinion 
that becqguse of galvanizing, the base 
metal is unimportant. The zinc does 
not provide a permanent protective 
coating and should it become impaired 
the necessity of selecting the most rust- 
resisting steel base is of the utmost 
value. 

Discussion of “The Disposal of Sec- 
onds” provoked considerable comment 
and led to the suggestion by L. D. 
Mercer, United Alloy Steel Corpora- 
tion, Canton, Ohio, that the mills, in- 
stead of segregating second sheets, 
should allot a certain percentage, of 
them to distributors when the latter 
place an order for prime sheets. In 
this way the possibility of seriously 
disturbing the prime sheet market 
would be minimized, even though the 
plan would not remove seconds entirely 
from the channels of regular distribu- 
tion and sale. It was agreed that this 
method would result in a wider distri- 
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bution of seconds. It was finally voted 
to have the secretary canvass the mem- 
bers on this subject. 

“Lack of interest in terne plate has 
been one of the main reasons why its 
sales have fallen off so heavily in re- 
cent years,” said John Follansbee, 
Follansbee Brothers Co., Pittsburgh, in 
discussing “How Can We _ Increase 
Sales of Terne Plate?” He stated that 
terne plate is being produced at or be- 
low cost and that unless there is pro- 
motion of new uses for this product in 
the near future there will be no market 
for it within 10 years. Since no man- 
ufacturer is producing more than 100,- 
000 boxes annually, it is obviously im- 
possible for him to expend much money 
in promoting it. F. M. Fuller, Amer- 
ican Sheet & Tin Plate Co., Pittsburgh, 
said that his company has been on the 
verge of discontinuing the manufacture 
of terne plate. 

That American sheet manufacturers 
are producing material far superior to 
that in other countries was the conten- 
tion of Charles R. Hook, vice-president 
and general manager American Rolling 





Major A. E. Foote 


Mill Co., Middletown, Ohio, in an ad- 
dress on “Present Conditions in the 
Steel Industry.” He told of his recent 
trip abroad and of the effort of French 
manufacturers to bring their plants up 
to the production standards of Ameri- 
can mills. The quality of the foreign 
product, however, is poor. 


Metal House 


Mr. Hook pointed to the metal house 
as the outstanding development of the 
year in the. steel industry and quoted 
the recent prediction of The Iron Age 
that the construction of metal houses 
will increase the consumption of steel 
50 per cent in the next 20 years if the 
industry is awake to its opportunity 
and makes the best of an unusually 
favorable situation. 

“There is an opportunity for the 
sheet metal contractor to become a spe- 
cialist in sheet metal and all of the 
products made from it, provided that 
he familiarizes himself sufficiently with 
the sales advantages of sheet metal 
over other materials and builds up a 
quality business,” said J. J.° Rockwell, 
Crosby-Chicago, Inc., Chicago,:*in. an 
address on “Recent Developments in 
Connection with the Work of the Sheet 
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Steel Trade Extension Committee.” 
The distributor has the same obligation 
to his customer that the sheet mill has 
to the distributor, and the jobbers’ 
salesmen must become the teacher of 
the sheet metal contractor if the cam- 
paign of the Trade Extension Com- 
mittee is to be successful. 

A plan for compensating salesmen by 
giving them a share of the company’s 
profits, without the added stimulus of 
a salary or a commission, was pre- 
sented by M. L. Wolfe, Berger Brothers 
Co., Philadelphia. 

Major A. E. Foote, Division of 
Simplified Practice, Department of 
Commerce, Washington, D. C., related 
“The Practice of Simplification” as 
carried on by 55 different lines of busi- 
ness under the coordination of the 
federal government. 


Business Recession 


“There is undeniably a recession in 
business, and complaints of a decline 
in profits by wholesalers are numer- 
ous,” according to W. H. Donlevy, 
Carter Donlevy & Co., Philadelphia, in 
his remarks as chairman at the open- 
ing session. “In the wholesale metal 
business we have in many sections two 
disturbing factors, destructive com- 
petition and a reckless dispensation of 
credit. How they can be corrected is 
a problem worthy of our consideration, 
for I believe that they account in a 
large measure for the unsatisfactory 
profits or red ink figures which fre- 
quently occur.” 

In the absence of Louis Kuehn, 
Milwaukee Corrugating Co., Mil- 
waukee, chairman of the Eaves Trough 
and Conductor Pipe Board of Review, 
R. L. McHale, David Lupton’s Sons & 
Co., Philadelphia, made a report for 
that board. L. D. Brueckel, Weirton 
Steel Co., Weirton, W. Va.,: chairman 
of the Terne Plate Board of Review, 
reviewed the work that the board has 
done in the past year. 

The following members were elected 
unanimously to the Metal Committee 
for the 1926-1929 term: Harry L. 
Doten, Harry L. Doten & Sons, Boston; 
M. C. Summers, Thomas Sheet Steel 
Co., Niles, Ohio; F. M. Fuller, Amer- 
ican Sheet & Tin Plate Co.; A. K. 
Raub, Raub Supply Co., Lancaster, Pa.; 
Robert H. Lyon, Lyon, Conklin & Co., 
Inc., Baltimore, and O. H. Demmler, 
Pittsburgh. For the unexpired term, 
1924-1927, F. A. Moeschel, Newport 
Rolling Mill Co., Newport, Ky., was 
elected. 

Members expressed a preference for 
Philadelphia as the city for the spring 
meeting in 1927. However, a vote by 
mail at a later date will decide this 
question. The October, 1926, meeting 
will be held at the Ambassador Hotel, 
Atlantic City. 

The local committee in charge of the 
convention arrangements consisted of 
E. H. Hoffeld, Ferdinand Dieckmann 
Co., chairman; A. P. Preyer, Ameri- 
ean Rolling Mill Co.; F. A. Moeschel, 
Newport Rolling Mill Co., and George 
McGlaughlin, American Sheet & Tin 
Plate Co. 
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Visitor at church (to friend as col- 
lection plate nears)—“Put that money 
This is on 


Y back in your pocket, Bill. 


me.”’—Collier’s. 


a 
4 








“IT seem to have run out of gas,” he 
said, and muttered to himself, ‘‘Here’s 
where I do some fast work.” 

The girl’s face, small and white, was 
turned up to his, her eyes glowing 
dizzily from beneath heavy lids. Her 
head swam. Her red lips were parted 
and she sighed faintly. 

Slowly he bent over her. 

Why not? He was her dentist. 

—Chicago Phoenix. 





Sweet Young Thing to Oculist—lI’ve 
broken my glasses, do I have to be 
examined all over again? 

Recipient of the nNANES ee, 


just your eyes. 
~Siline Pup. 





Suitor—I have come about your 
daughter’s hand. 
Father—James, tell Miss Doris the 
manicurist has arrived. 
—Toronto Goblin. 





First Student—I wonder how old the 
Latin professor is? 

Second Student—Quite old, I im- 
agine. They say he used to teach 


Cesar. 
—Denison Flamingo. 








“Aren’t your skirts awful short, 
Madge?” 

“It’s my legs, Pa—they’re awful 
long.” 

First Dark Boy—I hear you all’s 
sick. 

Second Dark Boy—Yas, sir, I’s got 
pleurisy. 

F. D. B.—You sho’ has a mighty 


alcoholic breath. 
Ss. D. B.—Yas, 
looks, I sees plural. 
—Stevens Stone Mill. 


sir, every time I 





“What are you doing now?” 
“Buying old wells, sawing them 


Bo: 
Zo: 


up and selling them for post holes.” 
—Ga. Tech. Yellow Jacket. 





Traffic Cop to Jay Walker: “Say, 

were you born in the country?” 
Countryman: “Yep.” 
Traffic Cop: “Well, 


you’ll die in the city.” 


watch out or 





We're beg—inning to believe that 
Malinda is only twenty-two, she’s been 
so consistently swearing to it for the 


last eight years. 
—W. Va. Moonshine. 





“This beats me,” moaned the rug, 
gazing at the carpet beater. 





Oid Mother Hubbard went to the cup- 
board 
To get herself some gin, 
But when she got there, the cupboard 
was bare, 
A policeman had been in. 
—Yellow Crab. 


i 


~ 
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Bing: “The Grand Rapids Railway 
Company has lowered its car steps so 
that the women won’t have to exhibit 
their hosiery in climbing on board and 






Bang: “It made the women sore?” 
Bing: “No, they now take two steps 
at a time.” 





what makes you so 
darned talkative?’’ 


Push: “Say, 


Pull: “Well, my father was an Irish- 
man, and my mother was a woman.” 
—Mainiac.. 





A.E.: “Why doesn’t a woman ever 
ask another woman’s advice in choos- 
ing a dress?” 

A.P.: “Why should she? You don’t 
ask another country how to win a 
war.” —Green Onion. 





“Say,” yelled the traffic officer, “what 
do you mean by speeding along like a 


mad man? You'll kill somebody. Why 
don’t you use your noodle?” 
“Noodle?” gasped the new car 


owner, “where in heck is the noodle? 
I pushed and pulled and jiggered every 
darn thing on the dashboard, and I 
couldn’t stop her.” 





“A rag and a bone and a hank of 
hair,” thused the student as he gazed 
sadly at the boarding-house hash. 

—Stanford Chaparral. 





“T’ll never 
chicken as she rambled 
ostrich egg. 


get over this,” said the 
up to the 





“I can’t stand this suspense,” said 
the convict as the hangman pulled the 
lever. 





“Fiddlesticks,” declared Nero when 
told the city was burning. 





“Here’s where I get out of a bad 
pickle,” said the worm as he bored his 
way out of a cucumber. 





“I’m going to the dogs,” said the 
man as he set out to visit the famous 
kennels. 
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Four Manufacturers Exhibit at Meeting of 
Manhattan and Bronx Association, May 18 


About Seventy Members and Guests Present to Enjoy Special Four- 
Star Program Arranged by President Ed. Ferguson. Booths 
Provided for Special Displays—Souvenirs for All 


EVENTY members and guests of the Hardware and Supply 
Dealers’ Association of the Manhattan and Bronx Boroughs, 
Inc., invested Tuesday evening, May 18, in a most profitable and 


interesting manner. 


President Ed. Ferguson, Tremont Hardware 


Co., had arranged a four-star program of instruction with exhibits 
of four well known manufacturers, whose representatives gave 15- 
minute talks explaining the construction, selling and serving of 


their respective products. 


Herb Farr, window trimmer for the 


Tremont Hardware Co., made up four booth displays which gave 


a bizarre effect to the meeting. 


Souvenirs were 
speakers. 

H. B. Conner, New York manager for 
Pike Mfg. Co., Pike, N. H., was the first 
speaker. He gave a brief, interesting 
historical sketch of the evolution of oil 
stones, and illustrated current models 
with samples of his company’s products. 
He also demonstrated hand grinders, 
razor strops and other kindred Pike 


products. Mr. Conner is an active mem- | 


ber and a past chief booster of the 
Hardware Boosters. 

The history of stainless steel and its 
use in household and commercial cut- 
lery was outlined by Fred Hinchman, 
New York manager of the John Russell 
Cutlery Co., Turners Falls, Mass. He 
demonstrated various kitchen, butcher 
and craftsmen’s knives, carving sets and 
other cutlery specialties made by Rus- 
sell, offering specific selling suggestions 
on various items. Mr. Hinchman is also 
an active member of the Hardware 
Boosters and a member of its enter- 
tainment committee. Mr. Hinchman 
was assisted by F. Luckenbach of the 
same company. 

E. C. Atkins & Co., Indianapolis, Ind., 
was represented by E. W. Clark and 
O. E. Watts. Mr. Clark, the New York 
manager, gave a selling talk on Atkins 
saws and offered the dealers and their 
salesmen some pertinent facts on the 
merchandising .of saws, illustrating his 
various points with sample saws. 

R. S. Wilson, DeVoe & Raynolds Co., 
New York City, gave an instructive talk 
on DeVoe paints and on painting in 
general. He told the members how to 


distributed by the | 


advise customers and urged their at- 
tention to the sale of a brush with each 
can of paint. Mr. Wilson made some 
drawings on a blackboard with Ed 
Kelchener, of the same company, act- 
ing as a silent partner, holding up the 
board. Ed Armstrong, also of the 
DeVoe, was present, and he helped Mr. 
_Wilson and Mr. Kelchener answer any 
questions following the talks. 





| Each of the four speakers were then 


‘given an opportunity te answer any 
| question offered by members. 
_ G. Duncan MacLeod, chairman of the 


entertainment committee, supervised 
the distribution of smokes and refresh- 
ments. He was assisted by Adolph 
Bruhns and Ralph Allen. 

Secretary C. H. Tilson read the min- 
utes of the previous meeting and read 
all official communications received by 
the organization. Mr. Tilson had the 
pleasant task of introducing the speak- 
ers. 

Among the guests present were 
Charles Pincus and Roy C. Schmidt, 
of Stanley Works, junior chief and 
secretary respectively of the Hardware 
Boosters; Jim Bennett, Lockwood Co., 
and Fred Pfeiffer, Payson Mfg. Co., all 
members of the Boosters. 

William Chamberlain, Tremont Hard- 
ware Co., proved himself the quickest 
and neatest package wrapper present. 
F .W. Meyer, Manhattan Hardware Co., 
took second place, and L. Liebowitz, B. 
Warnkel & Son, was judged as third. 
Judges were Fred Pfeiffer, Charles 
Eberhard and H. Sorenson. 








S. H. J. Mistary Desires Amer- 
ican Representation in India 


S. H. J. Mistary, 249 Eruchsaw 
Building, Fort Hornby Road, Bombay, 
India, has recently entered business on 
his own account as a manufacturers’ 
agent, and is desirous of representing 
American manufacturers of hardware, 
tools and kindred lines in Bombay and 
surrounding territory. 

Mr. Mistary desires to display sam- 
ples in a permanent sample room at his 
Bombay address. 


He was for fourteen years, from 1905 
to 1914, connected with the Bombay 
branch of the well-known firm of Wal- 
ter Nutter & Co., merchants and com- 
mission agents, of London, who volun- 
tarily liquidated. 

From 1919 he was appointed head 
salesman and assistant manager in 
India for the Stanley Works, New 
Britain, Conn., U. S. A. In this ca- 
pacity he traveled the whole of India 
four months during the year and pos- 
sesses a wide circle of acquaintances 
with merchants and a thorough knowl- 





edge of all Indian markets. 
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Jersey Outing on June 16 
at Lake Hopatcong, N. J. 


The North Jersey Hardware and 
Supply Dealers Association annual 
outing will be held at Bertrand’s Is- 
land, Lake Hopatcong, N. J., on June 
16. It will be an all-day affair, dedi- 
cated to having a good time with hard- 
ware dealers and their friends, the 
salesmen. Morris Miller, 601 Newark 
Avenue, Jersey City, N. J., is treasurer. 
He will be pleased to receive reserva- 
tions. 

Arrangements are being made to 
transport all members and guests by 
autos. Four divisions gathering pas- 
sengers at four points will handle all 
those who come without cars. The 
party plans to reach Bertrand’s Island 
at 11:30. Lunch will be served imme- 
diately. There will be plenty of field 
sports, water sports and other diver- 
sions. A chicken supper will be served 
at 5:30 p. m. 

The first division comprises members 
and guests from Newark, Jersey City, 
Elizabeth, Hoboken, Perth Amboy, New 
Brunswick and Trenton. This group 
will leave Lincoln Park, Newark (oppo- 
site Elks’ Club), at 9:45 a. m., proceed 
over High Street to Bloomfield Avenue 
and be in Montclair at 10:15. There 
the party will be joined by those coming 
from Paterson, Passaic, Montclair, 
Bloomfield and the Oranges. At Den- 
ville the third division, gathering mem- 
bers from Summit, Chatham, Boonton, 
Madison, Bernardsville and Morristown 
will join up at the Denville Inn. The 
next stop is Dover, at 11 a. m. sharp, 
where all others will join the party. 


Two New Buildings Acquired 
by Masback Hardware Co. 


Practically doubling its floor space, 
the Masback Hardware Co., Inc., 80 
Warren Street, New York City, hard- 
ware jobbers, has acquired two addi- 
tional buildings on Warren Street. 
These are properties No. 76 and 78, 
Warren Street, providing 60,000 sq. ft. 
Both are seven-story buildings with 
ample basements. No. 78 Warren Street 
will be used a special department for 
cutlery, electric lamps and electrical 
merchandise. The basement will be 
used to house in a more efficient way 
the complete line of heavy hardware. 

The Masback outside selling force 
now numbers 60. The firm intends to 
take on additional lines and will utilize 
much of the recently acquired space 
for that purpose. 





Mrs. C. W. Scarborough Dies 


Mrs. Charles W. Scarborough, wife 
of the secretary of the Pittsburgh Re- 
teil Hardware Dealers’ Association, died 
on May 18. Mr. Scarborough is also a 
past-president of the Pittsburgh Asso- 
ciation, having served in that capacity 
in 1909 and 1910. 
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Hibbard, Spencer, Bartlett & Company 
Moves Into New Fourteen Story Building 


IBBARD, SPENCER, BARTLETT & CO., Chicago, whole- 
salers, have just moved into their new building at 211 East 
North Water Street. The erection of the new home was necessitated 
by the razing of the former building to make way for the city’s pro- 
gram of street improvements and was completely in charge of C. J. 
Whipple, who was recently elected president of the company to suc- 
ceed the late John J. Charles. 
The firm’s new quarters are located on the north bank of the Chi- 
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cago River and about a block east of Michigan Boulevard. The 
building, which is 14 stories high and contains more than 20 acres 
of floor space, is not only equipped with every modern convenience 
but is said to be the largest single building in the world devoted ex- 
clusively to hardware. Its erection took 12,000 tons of steel, 300,- 
000 bags of cement and 5,000,000 bricks. 

Ideal facilities for receiving and shipping merchandise are af- 
forded by direct railroad trackage, wharves at the river side of the 
building and connection with the Chicago freight tunnel service. 
An elaborate carrier system is being installed and will be in opera- 
tion in about thirty days, which will permit the complete handling 
of orders in a very few hours’ time. 


Peterson Brothers, Manufacturers’ Di- 
rect Agents, 33 Murray Street, New 
York. Mr. Peterson, who has become 
treasurer and general manager of 
Peterson Bros., has disposed of his 
stock holdings in the Surpless, Dunn 
& Co. 

E. Hildenbrand and H. E. Bedell, 
likewise connected with Surpless, Dunn 
& Co., have also recently resigned to 
become connected with Peterson Bros. 
as secretary and sales representative 
respectively. 

Eugene Peterson founded the firm 
seven years ago and the steady expan- 
sion of his business has resulted in the 
recent additions to the personnel. 


Changes Announced in 
Timken Sales Personnel 


The branch office of The Timken 
Roller Bearing Service and Sales Co., 
located at 1033 Cathedral Street, Balti- 
more, Md., was closed May 1. ‘The 
service requirements of Timken cus- 
tomers in this territory will be sup- 
plied through the Richmond, Pitts- 
burgh and Philadelphia branches. 

T. F. Rose, formerly assistant branch 
manager of the Chicago branch of the 
Timken Roller Bearing Service and 
Sales Co., has been appointed manager 
of the Cincinnati branch. 

The Timken Roller Bearing Service 
and Sales Co. has appointed H. C. 
Sauer manager of the Detroit branch. 
Mr. Sauer. was formerly assistant 
branch manager at Cleveland. 





Another Addition for 
Gutta Percha Paint Co. 


A steadily increasing volume of bus- 
iness has necessitated another addition 
to the plant of the U. S. Gutta Percha 
Paint Co., manufacturer of Barreled 
Sunlight, Providence, R. I. 

This new addition maintains 





Peterson Bros. Expands 


W. A. Peterson, for twenty-five years 
connected in various capacities with 
Surpless, Dunn & Co., New York City, 
and for the last few years acting as 
assistant New York manager, resigned 
on April 1 to become connected with 


the 


record of a major building operation 
every other year during twenty years’ 
occupancy of the present site. 
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Wisconsin Retail Association 
to Hold Hardware School 


According to B. Christianson, assist- 
ant secretary, something new in mer- 
cantile educational work is to be at- 
tempted by the Wisconsin Retail 
Hardware Association in July. From 
the 12th to the 23d, a hardware short 
course will be conducted by the asso- 
ciation at the Hardware Insurance 


| Building, Stevens Point, Wis. 


The plan is to have class work for 
five days out of each of the two weeks. 
Actual demonstrations as well as lec- 
tures will be given in show card writ- 
ing, window trimming, accounting and 
advertising. Under the last named 
subject will be taken up the planning 
of display ads, writing form letters 
and building up mailing lists. Experts 
in the various lines have been en- 
gaged for instruction. 

While it is hardly possible to expect 
very much of an attendance from the 
“one” and “two men” stores, the larger 
stores plan to send as many clerks as 
they can spare and the attendance will 


_probably run into the hundreds. 
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Mr. Christianson states that this will 
be the first known attempt to conduct 
such a short course without the aid of 
some university or school extension 
department, and every effort is being 
made to interest the dealers of the 
State to support this strictly hardware 
affair. 





Auto-Vehicle Parts Co. 
Has New Factory 


The Auto-Vehicle Parts Co., Cincin- 
nati, Ohio, is now moving into its 
new factory building at Newport, Ky., 
across the river from Cincinnati. The 
new building contains approximately 
25,000 square feet of floor space, in- 
cluding manufacturing and office de- 
partments. 

An entire building will be used to 
house the expanded business, and mod- 
ern equipment has been installed which 
is without a doubt the “last word” in 
engineering perfection. Shipping facil- 
ities have been increased to take care 
of the concern’s shipments, which go 
to every State in the Union, Canada and 
many foreign countries. 

A separate building houses the exec- 
utive and general offices which are es- 
sential to the general conduct of the 
business. 


Old Arkansas Retail 
Firm Incorporates 


The Hanna-Timmins Co., hardware, 
furniture and implement dealers, El 
Dorado, Ark., an old concern in the 
business has recently been incorpo- 
rated with a capital of $200,000. 

The operation of the store will be 
continued as heretofore, the incorpo- 
ration having been necessary to pro- 
vide for contemplated and future ex- 
pansion purposes, 
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Compiled for Hardware Age by M. M. Godschalk 
MACHINE BOLTS—(1\% inch diameter) LAG BOLTS—(1 inch diameter) 
DISCOUNTS | | | DISCOUNTS a 
Length | List eyes : es ee Length | List 
| | 10 | 20 | 25 | 33%] 40 | 50 | 60 | 5s | 10 | 20 | 25 | a3%1] 40 | 50 | 60 
| a = ~~ | — _ 
; | 3'4 | 2200 | 2090 | 1980 | 1760 | 1650 | 1467 | 1320 1100 | 880 
| 41% 2250 | 2137 | 2025 | 1800 | 1688 | 1500 | 1350 | 1125 | 900 | presents 
5 8 5) | i——_| | 4 | 2330 | 2169 | 2097 | 1864 | 1748 | 1553 | 1398 | 1165 | 932 
2 2370 | 2252 | 2133 | 2096 | 1778 | 1580 | 1422 | 1185 | 948 | = | —__—|—__ 
wre-vmro ic eee ——| | 4% | 2460 | 2337 | 2214 | 1968 | 1845 | 1640 | 1476 | 1230 | 984 
| 2% | 2490 | 2365 | 2241 | 1992 | 1868 | 1660 | 1494 | 1245 | 996 eee Bat 
| ——_—| —_|—__|—__|—_—_ ~~ es cc 2590 | 2461 | 2331 | 2072 | 1943 | 1727 | 1554 | 1295 | 1036 
3 | 2610 | 2480 | 2349 | 2088 | 1958 | 1740 | 1566 | 1305 | 1044 | = | —_— 
ae nn ———!-—, | | | 5% | 2720 | 2584 | 2448 | 2176 | 2040 | 1813 | 1632 | 1380 | 1088 
314 | 2730 | 2594 | 2457 | 2184 | 2048 | 1820 | 1638 | 1365 | 1092 | = | —— 
—_——_—|—_— |————_ |__| — —|————| | 2850 | 2708 | 2565 | 2280 | 2138 | 1900 | 1710 | 1425 | 1140 
4 2850 | 2707 2565 | 2280 | 2138 | 1900 | 1710 | 1425 | 1140 = 
|---| | | - —/ | 6% | 2980 | 2831 | 2682 | 2394 | 2235 | 1987 | 1788 | 1490 | 1192 
4% | 2970 , 2823 | 2673 | 2376 | 2225 | 1980 | 1782 | 1485 | 1188 . 
| -—- —-—}-—- —- — 7 3110 | 2955 | 2799 | 2488 | 2333 | 2074 | 1866 | 1555 | 1244 
| 65 3090 | 2936 | 2781 | 2472 | 2318 | 2060 | 1854 | 1545 | 1236 | ——— 
j —~ J | -—_ — ——-- | 7% | 3240 | 3078 | 2916 | 2592 | 2430 | 2160 | 1944 | 1620 | 1296 
5% | 3210 | 3050 | 2889 | 2568 | 2408 | 2140 | 1926 | 1605 | 1284 
= : 8 3370 | 3202 | 3033 | 2696 | 2528 | 2247 | 2022 | 1685 | 1348 
| 6 3330 | 3164 | 2997 | 2664 | 2498 | 2220 | 1998 | 1665 | 1332 aE 
| ——_—— ~|—- —— 9 3630 | 3449 | 3267 | 2904 | 2723 | 2420'| 2178 | 1815 | 1452 
| 6% 3450 | 3278 | 3105 | 2760 | 2588 | 2300 | 2070 | 1725 | 1380 ———— Pa 
jm = —— 10 3890 | 3695 | 3501 | 3112 | 2918 | 2594 | 2334 | 1945 | 1556 
| 7 3570 | 3392 | 3213 | 2856 | 2678 | 2380 | 2142 | 1785 | 1428 | — ra 
| —-— —/ | NM 4150 | 3943 | 3735 | 3320 | 3113 | 2767 | 2490 | 2075 | 1660 
|__ 7% 3690 | 3506 | 3321 | 2952 | 2768 | 2460 | 2214 | 1845 | 1476 _—— 
|— | 42 4410 | 4190 | 3969 | 3528 | 3307 | 2940 | 2646 | 2205 | 1764 
8 3810 | 3620 | 3429 | 3048 | 2858 | 2540 | 2286 | 1905 | 1524 ee 
9 4050 | 3848 | 3645 | 3240 | 3037 | 2700 | 2430 | 2025 | 1620 
— 7 . _ 
10 4290 | 4075 | 3861 | 3432 | 3218 | 2860 | 2574 | 2145 | 1716 LAG BOLTS—(% inch diameter) 
ll 4530 | 4304 | 4077 | 3624 | 3398 | 3020 | 2718 | 2265 | 1812 ae ' 
hint | DISCOUNTS 
12 4770 | 4532 | 4293 | 3816 | 3578 | 3180 | 2862 | 2385 | 1908 
sesamiae Rares Length | List 
| 18 5010 | 4760 | 4509 | 4008 | 3758 | 3340 | 3006 | 2505 | 2004 5 10 | 20 | 25 | 334 | 40 | 50 | 60 
14 —_—'|-5250 | 4987 | 4725 | 4200 | 3938 | 3500 | 3150 | 2625 | 2100 3 1500 | 1425 | 1350 | 1200 | 1125 | 1000 | 900} 750 | 600 
15 | 5490 | 5216 | 4941 | 4392 | 4118 | 3660 | 3294 | 2745 | 2196 3% 1600 | 1520 | 1440 | 1280 | 1200 | 1067 | 960); 800] 640 
16 5730 | 5444 | 5157 | 4574 | 4298 | 3820 | 3438 | 2865 | 2292 4 1700 | 1615 | 1530 | 1360 | 1275 | 1133 | 1020 | 850] 680 
17 5970 | 5672 | 5373 | 4776 | 4478 | 3980 | 3582 | 2985 | 2388 4% 1800 | 1710 | 1620 | 1440 | 1350 | 1200 | 1080 | 900; 720 
i lated 
| 18 | 6210 | 5900 | 5589 | 4968 | 4658 | 4140 | 3726 | 3105 | 2484 5 1900 | 1805 | 1710 | 1520 | 1425 | 1267 | 1140 | 950] 760 
19 | 6450 | 6128 | 5805 | 5160 | 4838 | 4300 | 3870 | 3225 | 2580 5% | 2000 | 1900 | 1800 | 1600 | 1500 | 1333 | 1200 | 1000 | 800 
7 20 | 6690 | 6356 | Go21 | 5352 | 5018 | 4460 | 4014 | 3345 2676 6 2100 | 1995 | 1890 | 1680 | 1575 | 1400 | 1260 | 1050 | 840 
644 | 2200 | 2090 | 1980 | 1760 | 1650 | 1467 | 1320 | 1100 | 880 
LAG BOLTS—(3{ inch diameter) 7 2300 | 2185 | 2070 | 1840 | 1725 | 1533 | 1380 | 1150] 920 
ono : nn 744 | 2400 | 2280 | 2160 | 1920 | 1800 | 1600 | 1440 | 1200 | 960 
| | DISCOUNTS | 8 | 2500 | 2375 | 2250 | 2000 | 1875 | 1667 | 1500 | 1250 | 1000 
Length | List | | han (ae ee - | | 9 2700 | 2565 | 2430 | 2160 | 2025 | 1800 | 1620 | 1350 | 1080 
| | 5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 | 
—)-——---|- -—; eo ee | 10 2900 | 2755 | 2610 | 2320 | 2175 | 1934 | 1740 | 1450 | 1160 
| 2% | 920] 874] 828| 736| 690/ 614] 552/ 460/ 368 | 
— es ee ee eee ee 11 | 3100 | 2945 | 2790 | 2480 | 2325 | 2067 | 1860 | 1550 | 1240 
| 3 | 990] 941] 891 | 792, 743 | 660 | 594 | 495 | 396 | ———-—|. 
—_———| ———|—_—___|____|——__|—_—_,_—_ |_| 12 | 3300 | 3135 | 2970 | 2640 | 2475 | 2200 | 1980 | 1650 | 1320 
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This is the sixth installment of a complete series of bolt prices to be published weekly. 
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Brings These Fellows! 


Help the Home-owner to keep them 
out with Apex Electro-Zine Coated 





Summer pests are here! The buzzing mosquito, the dangerous 
house fly are cruising about the windows of millions of homes. 


A broken or worn-out screen allows them to enter. 


Are you helping the home-owner to keep such pests out by selling 
him a dependable brand of wire screen cloth? 


‘There is money 
in Apex Electro-Zine Coated. 


Apex is heavily zinc coated after weaving by an electroplating 
process. It is dependable—resists rust and the elements year in 
and year out. 
You win on every count by stocking Apex. It stands consistently 
for quick turnover and a generous margin of profit to the hard- 
ware dealer. 

Distributed by Jobbers 


If your jobber cannot supply you, write us, and we 


will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CoO. 


General Sales Office: 
Old Colony Building, 


Factory: 
Chicago, Ill. Hanover, Pa. 
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Internal Revenue Bureau Revises Excise Tax 
Regulations on Automobiles and Fire-arms 


O 


Department. 


sumer. 


The tax on the sale of automobiles under the revenue act of 1926 
became effective on and after March 29 of the present year. 
tax is 3 per cent on “automobile chassis and bodies and motorcycles, 


including tires and inner tubes, 


chines, except automobile truck chassis, automobile wagon chassis 
Tires, inner tubes, parts and accessories 
when sold separately are not taxable as the act does not impose the 
tax on these articles except when sold with the chassis and bodies 
of automobiles or when coming with motorcycles. 


and bodies and tractors. 


The Bureau points out that the tax 
is imposed on the sale by the manu- 
facturer and should be returned and 
paid by him, whether the sales price 
is actually collected or not. It is 
measured by the price for which the 
article is sold by the manufacturer, 
and not by the list price where that 
differs from the actual sales price. If 
the price of a taxable article is in- 
creased to cover the tax, and the arti- 
cle is sold at such price including the 
tax, the tax is on such increased price. 
On the other hand, the manufacturer 
may reimburse himself in the amount 
of the tax by quoting the selling price 
and the tax in separate and exact 
amounts, and, where invoices are ren- 
dered, segregating these amounts on 
the invoices. 


The tax attaches when the title to an | 


article passes from the manufacturer 
to the purchaser, pursuant to a con- 
tract of sale. The tax attaches to the 
total contract price when the title to 
an article passes from the manufac- 
turer to the purchaser pursuant to a 
contract of sale, regardless of whether 
or not the entire contract price is re- 
ceived. 

The tax of 10 per cent on pistols and 
revolvers does not apply to sales for 
the use of the United States, any state, 
territory or possession of the United 
States or the District of Columbia. 
Any manufacturer claiming exemption 
from the tax must keep such records 
and evidence as will clearly establish 
his right to the exemption. 

Manufacturers and other persons 
liable for the excise taxes are required 
to make monthly returns under oath in 
duplicate and pay such taxes to the 
collector of internal revenue for the 
district in which is located the prin- 
cipal place of business. 


F interest to jobbers and retailers in the hardware trade are 
revised regulations relating to the excise tax on sales by the 
manufacturer of automobiles, pistols and revolvers which 

have just been issued by the Bureau of Internal Revenue, Treasury 

While the tax is directly upon the producer neces- 

sarily it is passed to the middlemen and then to the ultimate con- 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


The 


parts and accessories on the ma- 
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Considerable discussion has followed | 
in the wake of topics treated at the 
recent annual meeting of the Chamber | 
of Commerce of the United States. | 
Easily one of the most discussed fea- | 
tures of the session was that dealing | 
with installment buying, already 
treated in HARDWARE AGE. An angle 
of the subject, however, which has 
created exceptional interest but has not 
been given much publicity is that re- 
lating to “The Pros and Cons of In- 
_stallment Financing.” The subject was 
handled by George W. Norris, presi- 
| dent of the Federal Reserve Bank of 
_ Philadelphia. 

| It was pointed out that primarily the | 
problem is one of sociology in business 
and banking. It was also held by Mr. 
Norris to be reasonably clear and it. 
was contended that there are certain | 
classes of goods in which the install- 
ment selling principle may be applied 
and certain others to which it may not. | 
Finally, it was said that the terms, in- 
itial payments and length of credit may 
be pretty clearly defined. 

“There is no use of running counter | 
to a great current which has its source 
in the very well springs of human na- 
ture,” said Mr. Norris. “When such a 
current is in full flood, it may be 
guided, directed and kept from becom- 
ing destructive, but it cannot be 
dammed, still less reversed. In this 
country we have been enjoying for the 
last four years a period of great pros- 
perity, during which the purchasing 
power of the masses has been greater 
than ever before in our history. 

“We have a natural inclination or 
predisposition to buy, encouraged and 
developed by an incredible mass of se- 
ductive advertising. Hitherto this in- 
clination has been curbed by lack of 
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| similar 


money with which to pay. Now this 


_barrier has been broken down. 


“Who is to apply the brake? Not 
the dealer who finds that it increases 
his sales. Not the manufacturer whose 
god is quantity production. Not the 
credit company whose livelihood is de- 
pendent upon it. Not the bank, which 
finds the business profitable and knows 
that a competitor would be glad to get 
it. Who then? It seems to me that it 
must be a process of gradual education 
which the schools, the churches, the 
press and all other molders of public 
opinion must do their part.” 





The use of safety razors in Yucatan, 
Mexico, has become very general, and 
many styles of holders and blades are 
offered for sale to the public, according 


to the bulletin issued by the Hardware 


Section, Iron and Steel Division, De- 
partment of Commerce. The bulletin 
does not attempt to give the reason for 
the attack down in Yucatan on the 
hirsute growth of the face, not indi- 
cating whether it is a sign the flapper 
bobbed-hair infection is spreading. It 
does explain, though, that double edged 
blades and holders are imported from 
the United States and Germany. Ger- 
many at present strongly leads. Sev- 
eral well-known brands of German 
blades are sold at one peso per dozen, 
approximately 50c., and prices as low 
as 65 centavos, 32c., per dozen for 


_ others have been noticed. These blades, 


excepting perhaps the “Excelsior” 
brand, are declared to be inferior to 
American products, but the 
latter retail for as much as $1.12 per 
packet of 10. The unsatisfactory per- 


formance of the majority of German 


blades and high prices of American 
makes, it is stated, have undoubtedly 
resulted in an increased sale and popu- 
larity of the single-edged type. Holders 
for these blades are, as a rule, given 


free with the purchase of a dozen 


blades, which are sold at 50c. The 
trade in this product seems to be en- 
tirely in American made articles. 





Representatives of manufacturers 
and users of steel barrels and drums 
and other organizations at a meeting 
May 14 at the Department of Com- 
merce reaffirmed action taken more 
than a year ago reducing the number 
of varieties and sizes of barrels and 
drums from 66 to 24. The action was 
based on a survey of actual production 
during 1925, which indicated that 84 
per cent of the 4,955,842 barrels and 
drums produced were in the simplified 


sizes. 
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Slide the doors 


on the inside 


Slidetite—the best method for doorways of any width 


Any doors are as good, or as inefficient, as the hardware with which they are equipped. 
The hardware does the work. 

Slidetite garage-door hardware means good doors; that always work, with the least 
effort, and quickly. It puts an end to door-way problems for all time. 

Doors ‘equipped with Slidetite 
seat isabel slide and fold back againstthe walls; 
ci ne wee | inside, where they belong. 


You see: instantly the important 
advantages of the Slidetite method. 
The doors cannot be blocked by snow 
and ice; they always open easily ; stay 
‘put’; and close just as readily, 
solidly, weather-tight. The doors 
cannot blow shut, against car or per- 
son. They provide an opening the 
full width of the doorway; no posts 
or obstructions. And simple adjust- 
ments take care of any swelling or 
shrinking of the doors. 


Slidetite Hardware ismost practical] 
for doorways with from two doors to 
ten doors;and providesaclear opening 


— = ; — 
in an door- -way up to 20 feet wide. 
Slidetite is rw? in oy any | Stidclite, . y y up 3 
sets for 3, 4, 5, 6, and 8 doors ii 
To insure sacifection buy td: 3 
complete sets only. 
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When a garage is not deep enough co fold the doors inside—Slid- ol G 

aside is the correct hardware. Doors so equipped slide around the 2 / 

corner, flac against the wall. 
Slidaside can be used for two car garages by sliding doors to 

both walls, and is adaptable to any garage, regardless of distance | 

from jamb to side wos | 


Both Slidaside and Slidetite equipment provide for an entrance ° 
door—does away with expense of a separate entrance. 

















AURORA, ILLINOIS, U.S.A. 


‘New York Boston woe Bare Cincinnati Indianapolis St. Louis salle me 
Chicago Minneapolis Kansas C Los Angeles SanFrancisco Omaha Seattle 


Montreal - sscuamnewmcoe CANADIAN CO.,LTD.,LONDON, ONT. - et 


Largest and most complete line of door hardware made 


(1145-a) 
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General Market News 











Hardware Collections Are Better—— Car Loadings Ahead 


May Wholesale Volume Good— | 


Prices Essentially Firm 


OLLECTIONS have materially improved in all important hard- | 
ware market centers. Reports indicate that improvement has been 
fairly rapid and followed closely with the coming of more sea- 


C 


sonable weather. 


Continued warm weather in most sections is helping to maintain a 
good demand for steel goods, rubber hose, wire cloth and other im- 
May volume as reported by leading jobbers shows 
a very encouraging average of wholesale business. 

Prices are essentially firm in all lines and in the several markets. 
There has been some price variance on wire cloth, but this seems to 
Wire nails went 10 cents higher in eastern markets. 


portant spring lines. 


be strengthened. 


Eagle-Picher Prices Lower on 
Dry Lead Oxides 


Effective May 11, the Eagle-Picher 
Lead Co. announces new prices on 
Litharge, red lead and orange mineral 
AAA. The new list shows a decline 
and reads as follows: Litharge, 10% 
cents per lb., red lead, 11 cents per Ib., 
and organe mineral AAA, 13% cents 
per lb. in barrels and half barrels. 
These prices are subject to customary 
differentials. 





Steel Prices Firm in 
_ Pittsburgh Territory 


Conditions in the iron and steel in- 
dustry in the Pittsburgh territory re- 
main virtually unchanged from those 
that existed a week ago. While on the 
whole there is a fairly close balance 
between production and_ shipments, 
which is particularly true of such lines 
as pipe, sheets and tin plate, there is 
a tendency toward a further recession 
in the output of some products, in- 
cluding the heavier forms, such as 
plates, shapes and steel bars. This is 


| added two open-hearth furnaces to its 


| 


' 
’ 


_at its Ohio works, leaving five active 











bers of the association, Mr. Tregoe 
said: 


| $50,000,000. 


due to hand-to-mouth buying and to | 


the fact that mills have drawn rather 
heavily on bookings. Operations for 


the industry in this district range from | 
' showed 7408 failures, with liabilities of 


about $188,600,000; for the same period 


65 to 75 per cent of capacity. There 
is some piling of pig iron at merchant 
blast furnaces, and indications are that 
one or two now in blast in the Valley 
will be either banked or blown out in 
the near future. 

The trade regards the market as 
fairly well stabilized and likely to re- 
main so for the next sixty days, with- 
out any marked change one way or the 
other in business. Prices of some 
grades of scrap have softened during 
the past week, but most other lines 


are unchanged and in some instances | } | 
appear to be steadier. In the Mahoning | decrease of approximately 45 per cent) 


Valley the Trumbull Steel Co. has 
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mately $73,000,000. 


elses 


| 


| 


active list, while the Carnegie Steel 
Co. has taken off one blast furnace 





and one idle. 





Bankruptcy Losses Are Cut 
in Half 


Losses through bankruptcy in the 
United States have been cut in half 
within two years, J. H. Tregoe, execu- 
tive manager of the National Associa- 
tion of Credit Men, announced 
recently. In his report to the mem- 








“There isn’t anything at present in 
our credit situation that should cause 
alarm as to commercial failures in the 
immediate future. Stocks of merchan- 








dise are generally not above a normal 
peak. Buying is being done very cau- 
tiously and only inherent troubles can | 
be looked for as a rule in viewing the 
outlook for commercial failures. | 

“Failures of April, 1926, numbered | 
about 1750, with liabilities of about 
In April, 1925, there were 
approximately 1670 failures with lia- 
bilities of about $50,000,000; and in 
April, 1924, there were about 1725 
failures, with liabilities of approxi- 


“The first four months of 1926 




















of 1925, there were about 7315 failures 
with liabilities of $193,078,178; and in 
1924, 7185 failures with liabilities of 
nearly $336,000,000. 

“Comparing April, 1926, with April, 
1924, there was an increase of one per 
cent in the number of failures, but a 
decrease of 36 per cent in liabilities. 





The figures for the first four months 
of 1926 compared with figures for the | 
same period of 1924, show an increase | 
of approximately three per cent and a | 


in liabilities.” 


Week Ending May 8 


Total Largely Ahead of Those for 
Corresponding Weeks of 1925 
and 1924 


Reports filed May 18 by the carriers 
with the car service division of the 


_ American Railway Association showed 


that loading of revenue freight for the 
week ended on May 8 totaled 996,527 
cars. This was an increase of 13,493 
cars, compared with the corresponding 
week last year and 88,324 cars over the 
corresponding period in 1924. Com- 
pared with the preceding week this 
year, the total was an increase of 886 
cars. 

Miscellaneous freight loading totaled 
378,215 cars, a decrease of 7,917 cars 
under the week before, but 25,975 above 
the same week in 1925. Ore loading 
totaled 38,622 cars, an increase of 17,- 
562 over the preceding week, but 26,029 
under last year. Loading of grain and 
grain products amounted to 36,369 
cars, a decrease of 1647 below the week 
before, but an increase of 374 over 
1925. Loading of merchandise and less 
than carload lot freight amounted to 
265,867 cars, an increase of 2402 over 
the week before and 4840 above 1925. 
Coal loading totaled 162,453 cars, a de- 
crease of 3174 under the week before, 
but 6786 above 1925. Live stock load- 
ing amounted to 28,963 cars, a decrease 
of 2893 under the week before, but 
1294 over the same week in 1925. 
Forest products loading totaled 74,116 
cars, 3247 below the week before and 
2287 below 1925. Coke loading totaled 
11,922 cars, a decrease of 200 under the 
preceding week, but 2540 above the 
corresponding week in 1925. 





Pittsburgh Improvement Con- 
tinues, Report Hardware 


Jobbers 


Favorable weather conditions have 
improved the tone of the market for 
both jobbers and retailers of hardware 
in the Pittsburgh district during the 
past week. The hot weather has been 
an important factor in moving slow 
lines, and it was followed by generous 
rains which were greatly needed and 
which have strongly encouraged pros- 
pects for good crops. The stimulation 
in business, while not marked to an 
extreme degree, has been substantial] 
and healthy in every respect. Collec- 
tions have reflected a somewhat better 
tone, and with the advance of the 
warm season, coupled with demand in 
general lines for this time of year, 
continued improvement is expected. 

The price situation is unchanged, 
except as to turpentine, which has ad- 
vanced from 96c. to $1.02 per gallon 
in barrels. Demand for paints and 
painting materials has improved some- 
what, but that for glass has fallen off 
slightly. 
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SELLING SUGGESTIONS HARDWARE SERIES, No. 3 


How to Display 
Rope with Paint 





Intermittedly throughout the summer, 
the Hardware Dealer makes his window 
talk “paint.” Perhaps, with a little more 
effort, he can make it yell, “paint.” 


To effect a display which will be true 
to life, make a background in your win- 
dow similar to the illustration. Suspend 
a scaffold by means of a small Manila 
Rope, and place a dummy painter on it. 





























Then, in your paint department, ar- 
range your stock attractively and hang up 
a Columbian Dealer Sign. By display- 
ing these two items together, you will 
have an increased sale for both. The fact 
that you sell Columbian, the Guaranteed 
Rope, will attract the painter or contrac- 
tor, for they are both interested in the 
element of safety, and the red, white and 
blue T'ape-Marker will assure them of an 
extra margin of safety in all Columbian 
Tape-Marked Pure Manila Rope. 




















Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City” N. Y. 


peed) 
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New York Chicago Boston New Orleans 


Branches: 
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Collections Have Improved in 
New York Hardware Mart— 
Prices Are Firm—Stocks Healthy 


sale hardware market. 


C ment greater on collections 


seasonal problems. 


Continued good weather has stimulated the sale of garden tools, 
rubber hose, wire cloth and other strictly seasonable merchandise. 
May is proving a good month for the majority of jobbers, and retailers 


find a steady improvement in consumer sales. 
Prices are essentially firm in this market and stocks are considered 


healthy and adequate for current 


OLLECTIONS have materially improved in the New York whole- 
Local jobbers have found the improve- 


HARDWARE AGE 


than on any other phase of their 


needs. 





Ten Per Cent Advance 
Reported on Chain 


New York hardware jobbers announce 
an approximate advance of 10 per cent 
on halter, coil and tie-out chains man- 
ufactured by the Chain Products Co., 
Cleveland, Ohio, and the Bridgeport 
Chain Co., Bridgeport, Conn. 





Wire Cloth Very Active; 
Price Range Continues 


Although leading distributors in the 
metropolitan territory report steadier 
prices on wire cloth, the ranges quoted 
here are still in effect. Stocks are fair 
and the demand very active. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 

Wire cloth, copper, 14 mesh, $5.00 
to $5.25: 16 mesh, $5.50 to $5.75. 

Bronze, 14 mesh, $5.50 to $5.75; 16 
mesh, $6.00 to $6.25. 

Galvanized, 12 mesh, $2.30: 14 mesh, 
$2.40 to $2. 16 mesh, $3. 05 to $3.15 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 





Ames Scoops Advanced 
35 to 40 Cents Per Doz. 


The advance from 35 to 40 cents per 
dozen announced by New York hard- 
ware jobbers last week on Oliver Ames 
shovels has also applied to scoops 
made by the same company. 





Screw Stocks Adequate; 
Prices Considered Firm 


There is practically no change in the 
screw situation in the New York hard- 


ware market. As in the case of other | 


staple items, such as bolts and nuts, 
the demand is consistent, but not par- 
ticularly heavy. Leading distributors 
report that prices are firm throughout 
this section. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 
72 per cent. 
hese discounts | apply 


list of June 24, 19 
EXTRAS—20-10- 16-5 


to revised 


per cent. 


Bolt Demand Consistent; 
Wholesale Stocks Ample 


There is a consistent but not heavy 
demand for bolts and nuts in the New 





York wholesale market. Prices are 
fairly uniform throughout this sec- 
tion. Wholesale stocks are adequate 
for current needs. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 





Sash Cord Demand Good; 
| Prices Generally Firm 


| With the exception of what might 

| be termed lower grade sash cords, 

| prices on this line have been firm in the 

New York market. The demand has 

_been very good, and should continue 

| satisfactory as long as building pro- 
grams progress in a normal way. 

| Wholesale stocks may be considered © 
adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash Cord.—Samson Spot, No. 8 to 
No. 12, 65% to 66c. per Ib.; Phoenix, 
same numbers, 36c. per Ib.; Sachem, 
same numbers, 3lc. per Ib., and 
Aetna, No. 8, 26%c. to 27c. per Ib. 

No. 7 is lec. per lb. higher, and No. 
6 is 3c. per Ib. higher. 














Linseed Oil Sales Light; 
Prices Slightly Lower | 


Card prices, effective May 17, show 
a decline of 1/10 cent per Ib. Demand 
is light, and further shading is pre- 
'dicted, although it is not expected that 
any reductions will be large. 

Card prices, f.o.b. New York, are in 
‘lots of less than 5 bbl. 11.6 cents per 
Ib., and in lots of 5 bbl. or more 11.2 
| cents per lb. Calcutta linseed oil in 
barrel is 16.1 cents per Ib. 
| Boiled oil is 4/10 cents extra per lb. 

Double boiled oil is 5/10 cents extra 
per lb., and oil in half-barrel lots is 
| 7/10 cents per lb. additional. 
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New Flashlight Prices 
Announced by Eveready 


As reported in these columns last 
week, Everready flashlights and flash- 
light batteries will no _ longer 
quoted in unit and six unit lots. The 
six unit lot price will now apply on 
orders of any size. This practice is 
essentially a slight decline. We quote 
herewith new prices on popular num- 
bers. 

JOBBERS’ QUOTATIONS TO 

TAILERS, F.O.B. NEW YORK: 


Eveready flashlights, 
No. 2602, Black and No. 2 
plated, 69c. each; No. 2604, 
and No. 2631, nickel plated, 83c. 
No. 2612, black, and No. 2632, 
plated, §7c, each, 

Same, miner type, No. 2660, blask 
and No. 2661, nickel plated, 80c. each; 
No. 2616, black, and No. $634, nickel 
plated, $1. 10 ea ch; No. 2619, black, and 
No. 2633, nickel plated, $1.24 each. 

Same, focusing type, No. oo a a 
$1.45 each; No. 2672, bla 
2674, nickel plated (300 ft.) $1. 79 y Bn 
No. 2642, black, and No. 2644, nickel 
plated (500 ft t.), $2.20 each. 


RE- 


tubular type, 
630, nickel 
black, 

each; 
nickel 


Eveready flashlight batteries, No. 
945, 8l4c. each; No. 950, 9%c. each; 
No. 705, 28c. each: No. 790, 19%c. 
each, and No. 791, 17c. each. 

Eveready flashlight bulbs No. 1179, 
12c. each; No. 1198, 12c. each; No. 
1193, 12c. each, and No. 1162, 15c. 
each. These are list prices on flash- 
light bulbs. Dealers’ discount on less 


than 50 lamps, 30 per cent and on 
50 or more lamps, 35 per cent. 
_Eveready flashlight display outfit, 
No. 71, containing 10 flashlights No 
2671 and 20 flashlight batteries No. 
950, $14.70 to dealers. 
Sugge sted retail 
$22.50. 


price totaling 


Rubber Hose Is Active; 
Prices Firm, Stocks Good 


Rubber hose sales have been very 
good throughout the metropolitan dis- 
trict. Prices have continued firm, and 
stocks are apparently satisfactory. 
There is a good demand for garden 
hose among builders and contractors. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F. 0. B. NEW YORK: 

Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 50 ft. 
yg 12c. per ft. Good Luck, in 
lenathe, 11%c., in 50 ft. lengths, 

10%. per ft. Bull Dog, in 25 ft. 

lengths, Merb  ' i a. oe. Gee 

lengths, 14c. ft. Molded, high 
grade, in 25 ft. 4% 10%ec. per ft., 
in 50 ft. lengths, 10c. per ft. Dia - 
mond, llc. per ft. 

Nozzles, Standard, heavy, $6 per 
doz. less 5 per cent. Competitive 
grade, 41%c. each, less 5 per cent 
in dozen lots. 


Wire Nails Now Quoted 
at $3.45 Per Keg 


The strengthening on _ wire nail 
prices, predicted for several weeks in 
these columns, has apparently mate- 
rialized. Leading distributors in New 
York have in the majority raised the 
price on wire nails to $3.45 per keg, 
which is 10 cents higher than the for- 
mer offering. The demand for nails is 
very good, and stocks are apparently 
ample. 

There is also a good demand for wire 
brads in packages, which are still 
quoted at 70 and 5 to 70 and 10 per 
cent off list. 
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Selling Better All the Time 


Lots of merchants are finding that sales 
of Viko Nursery Rhyme Toy Sets keep 
growing—with each year better than the 
previous one, and an increasing demand 
in the in-between months that are dull 
for most toys. 


There are two good reasons for this. One 
is the famous Nursery Rhyme carton 
with its brilliant colors and entertaining 
pictures. The other is the high quality 
and wide variety of the sets themselves. 
The combination is one that children— 


and mothers, too—have a hard time to 
resist. It is good business to have a few 
of these sets always on display. Children 
have birthdays all through the year. 


Several new Viko Nursery Rhyme sets 
are ready now—some especially attractive 
ones in the paneled Colonial pattern. 
The complete line offers something to 
please every customer—cooking sets, tea 
sets, sand sets, for every ‘taste and 
pocket. If you want the latest news 
about these sure-selling favorites— 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 


Makers of Everything in Aluminum 
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New England Retail Sales Increasing 
and Credit Situation Is Improving 


(Boston office of HARDWARE AGE) 


HANKS to more seasonable weather retail sales are increas- 
ing throughout New England. The percentage of increase in 


over-the-counter sales is, 


perhaps, more pronounced among 


those retail dealers located in towns serving the so-called rural trade 


than it is among those located in the large cities. 


This is because 


relatively more farm work is being done than city work. People in 
the country are planting, cultivating, fertilizing, painting, fixing up 


barns, hen houses and doing a hundred and one other jobs. 


City 


folks are trimming lawns, hedges and doing some painting and re- 
pairing to be sure, but not on the scale that country folks are. 
With retail sales on the increase. jobbing houses are growing 


more active. 


They feel, however, that there is much room for im- 


provement and that real hot weather is needed to speed things up. 
Jobbers report seasonable goods as moving in liberal volume and 
some buying of goods to be delivered next fall and early winter. 
Perhaps the credit situation is causing optimism among jobbers 


more than anything else. 


They report credits more liquid than 


they have been in several months, but here again, they say, there is 


room for much improvement. 
over the stability of prices. 


Much satisfaction is felt, however, 
While it is true that changes reported 


the past two months have shown more declines than advances, re- 
visions in almost every instance have been smail and relatively un- | 


important. 


General business conditions in New England are not, 


perhaps, as cheerful as they were a month ago, yet industry in gen- 
eral is fairly well employed and unemployment is relatively small. 


AUTOMOBILE ACCESSORIES.— New tivity is noted in the market for bern 


prices are out on A. C. spark plugs, | 


which show a moderate decline. Other- 


little important change. The move- 
ment of goods out of jobbers’ stocks is 
fair. 
We quote 
StockKs: 
Piston Rings. — No-Leak-QO, in lots 


of less than 96, 40 per cent discount: 
in lots of 96 and more, 50 per cent; 


from Boston io bbhers’ 


in lots of 300, 60 per cent discount. 
Spark Plugs.—A. C., in lots of 10 
to 90, 58c. each net; in lots of 100 
to 290, 50c.: in lots of 300, 45c Ford 
numbers, in lots of 10 to o), 36c. 


in lots of 100 to 290, 34c. 
Tires.— Mansfield line, cord, straight 
side, 30 x 3%-in., $11.85 each net; 32 
x 3%-in., $13.25: 31 x 4-in., $15.20; 
$2 x 4-in., $17.15; 33 x 4-in., $17.75; 
34 x 4-in., $18.50. Heavy duty cord, 
str aight side, 30 x {om 
H 31 x P in. 


5- -in. . ‘ 
5-in.. $46.45: 3 
36 x 6-in., $79.85. 


AXES.—_Jobbers are beginning’ to 


sections and builders’ 


round up orders for axes to be de- | 


livered next fall. 


ire encouragingly, they say. Retail 
stocks are reported as small. 
We quote from Boston jobbers’ 
stocks: 


Axes.—-Without handles, single bit, 


$24.50 per doz. net; double bit, $19.50 

flint edge with handle, single bit, 
$18.75. Ship Slinger, unhandled, sin- 
gle bit, $15.10. Flint Edge, with han- 
dle, boys,’ No. 2, $12.50; house, 2\4%- 
Ib., $12.25. Jimdandy, with handle, 
No. 2, $17: house, 2%-lb., $10.75. 


BARN DOOR HANGERS.—More ac- 


The season is open- | 


ness is anticipated, 
wise automobile accessory prices show | 





Continued good busi- 
as summer homes 
are still to be opened for the season. 

We Boston 


stocks: 
Barn Door Hangers.— Topping line, 


door hangers. 


quote from jobbers’ 


Storm King, $9.60 per doz. pair net; 
World’s Best, $17.28: Safety, $12; 
Tandem, $17.76. 


BOQUET HOLDERS.—The past week 
saw quite a brisk movement of boquet 
holders. Most of the buying repre- 
sented filling in orders to supply pre- 
Memorial Day requirements. 


We from Boston 
stocks: 

Bogquet WHolders.—Glass, 
Hic. each net; iron, tulip, 
35c. each net; tin, No. 22 


doz. net. 

BUILDERS’ HARDWARE.—Although 
construction throughout New England 
is somewhat behind that of a year ago, 
there is a large amount going on in all 
hardware is in 


Many retailers want 


jobbers’ 
No. 14, 
No. 2, 
$1.40 per 


quote 


excellent request. 


| 

















goods immediately, indicating scant | 
stocks. 
We quote from Boston jobbers’ 
stocks: 
Lock Sets.—Steel, $6 per doz. net; 


sets, $5.50 per doz.; steel bit 
door sets, $1.50 each; bronze 
sets, $20 per doz.: bronze bit, 
front door sets, $2.50 each; bronze, 
cylinder front door, $6.50 each. 


CAMP STOVES.—Presumably most of 
the retail trade have covered on camp 
stove requirements. The past week’s 
bookings by jobbers were quite flatter- 
ing. 
. We quote from Boston 
stocks: 


inside 
front 
inside 


jobbers’ 





Reading matter continued on page 80 


Camp Stoves.—No. 2, $8.50 each 


net; No. 9, $6.25. 


_CHAIN.—Local jobbers have put into 


effect new prices on Acme connection 
or repair links, these showing a slight 


advance. Manufacturers issued new 
price lists some time ago. The demand 
for machine chain is fair. 
We quote from Boston jobbers’ 
stocks: 


Tire Chains.—Weed, 1 to 9 pair, 30 
per cent discount; 10 to 29 pair in 
one shipment, 35 per cent discount; 
lots of 50 pair in one shipment, 40 per 
cent discount. Fill-in orders are fig- 
ured at the discount earned by orig- 
inal purchases, 100 cross chains equal 
1 pair of tire ‘chains. 


Machine Chain. — Twisted, 11-64- 
in., $7.50 per 100 ft.; 3-16-in., $7.89: 
13-64-in., $8.10; 7-32-in., $9; %-in., 


$13.50, all net. 
Links—Acme connection or rep: ir, 
3-16-in., 84c. per doz. net; % in., S4e. 
0c.; » ie ii ; W- i6-in. 


, $1.3 
CROQUET SETS.—The market for 
croquet sets displays more activity 
than noted at any previous period this 
season. The average retail dealer 
buying cautiously, giving more thought 
to assortment than to quantity. 
We 
stocks: 
Croquet Sets. yw makes, 5' 
in. mallet, 4- 45% .38 per set 
net; No. H, $2.75; 8- ball, No. B, $3.38; 


6- in. mallet, 8- ball, No. N, $4; 8-in. 
mallet, 4-ball, No. AA%, $4.50; No 
~ fo. 


DRYERS.—Public buying of clothes 
dryers is fairly brisk generally and 
this fact is reflected in local wholesale 
hardware circles. 


is 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 

stocks: 

Clothes Dryers.—Four-line, $5.59 

each net; five line, 
EXTINGUISHERS.—Owing to the 


many recent forest fires throughout 
New England, but more particularly in 
the Cape Cod district, retail dealers 
should be able to work up a good busi 
ness in fire extinguishers. Some al- 
ready have, reporting new high record 
sales. 
We 
stocks: 


jobbers’ 
Fire Extinguishers.—Pyrene, $12 
list each; discount 33% per cent. 
Liquid, in quart cans, $1 each list; 
discount 33 per cent. 


FLOWER BOXES.—Retailers are 
evincing more interest in flower boxes. 
Now is the time to plant flower seeds. 


quote from’ Boston 


We quote from Boston jobbers’ 
stocks: 

Flowers Boxes. — Standard make, 
24-in., $10. 60 per doz. net; 30-in., 
$13.90; 36-in., $20.90. 


FLY PAPER.— Business in fly paper, 
sprays, etc., holds up remarkably well. 
It is quite evident retail dealers in gen- 
eral carried over little stock last sea- 
son, consequently are buying heavier 
than a year ago. 


We from Boston jobbers’ 
stocks: 
Fly Paper.—8 x 14-in., $1.90 


quote 


per 


carton, net; in case lots (five car- 
tons), $5. 
Sprays.—‘%-pts., $4 per doz. net; 
pints, $6; quarts, $10; gallons, $32. 
Sprayers.—Standard makes, $2.80 
per doz. net. 
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NO. 803 
GARAGE DOOR SET 








designed 


TO CARRY DOORS AROUND THE CORNER 


contains 


1 only 6-foot Braced Rail for the sidewall. 

1 only 8-foot Braced Rail for over the door opening. 
1 only 4-foot Braced Rail curved (27-inch radius) 

3 only No. 852 Swivel Hangers. 

114 pair No. 847 Offset Hinges for Service Door. 

114 pair 4 x 4 No. 505 Jap. Butts. 

2 only No. 5 Pulls. 

1 only No. 29 Latch. 

1 only No. 20 Adjustable Floor Guide. 

1 pair No. 40 Jap. Padlock Eyes. 


Send 


= Noaftienal  <. 





NATIONAL MANUFACTURING COMPANY, STERLING, ILL. 
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Ribbon—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 
per carton 


Tree Tanglefoot. —l-lb. can, $4.80 
per doz. 5-lb. can, $22 per doz.: 
10-Ib., $42: 25-Ib., $9 6. 


FREEZERS.—Jobbers say orders for 
freezers continue to flow in every day 
and that indications point to an in- 
crease in sales over a year ago. There 
is quite an improved call for parts, too. 


We quote from soston jobbers’ 
stocks: 

Freezers.—White Mountain, 1-at., 
$4.85 list; 2-qt., $5.65: 3-qt., $6.75 
4-qt., $8.25; 6- -qt., 10.45; 8-qt., 
$13.50; 10-qt., $18; 12-qt., $21.50: 
15-qt., $25; 20-at.. $33.20;  25-at., 
$42.60. 

Arctic, 1-qt., $4 list; 2-qt., $4.60: 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66: 
8-qt., $11.10; 10-qt., $14.80; 12-qt 
$16.65; 15-qt., $23.30; 20-qt., $30. 

Jobbers’ discount, 50 per cent from 
store or factory 

Alaska, 1-qt., ¥'s0. 95 list; 2-qt., $3.45; 
3-qt., $4.10; 4- qt., $5; 6-qt. $6.30; Se 
qt.. $8.20: 10-at.,. $10.75: 12- -qt., $14: 
15-qt., $17. Discount, 20 and 10 per 
cent. 

Auto Vacuum, l1-qt., $5 list; 2-qt., 
$6; 3-qt., $8: 4-qt., $10. Discount, 


33% per cent. 
MASONS’ TOOLS.—Much mason work 
is in progress and _ contemplated 
throughout New England, consequent- 
ly there is a somewhat better move- 
ment for needed tools. 

We 
stocks: 
Masons’ Tools.—Bags, 


18-in., 
per doz. net; 20-in., $27; 


24 

27: 22-in., $30; 

24-in., $33: Hawks, 13 x 13 x 3/32- ns 
$20 per doz.; 42 


darbies, 3% x 
3/32-in., $22 $12. 


; flats, 5 x 12-in., 
LAWN ACCESSORIES.—Up to May 
15 there was a free movement of garden 
hose out of jobbers’ stocks as a result 
of the dry spell. Since then, however, 
business has been less active. There is 
a good steady call for other lawn ac- 
cessories. Lawn mowers are, perhaps, 
more active than they usually are at 


this time. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks 

Lawn Mowers.—Colonial, 16-in., 
$8.25 each net; 18-in., .63. New- 
port, 16-in., $7. "5; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5. 50: 16-in., $5.75. 

Lawn Mowers. —Townsend line, 
Victory, a, in., $11.16 each net; 14- 
in., $12.4 : 16-in., $13.64;  18-in., 
$14.88; wa $16.12; 22-in., $17.36 
24-in., $18.60 Spider, 12-in., $8.46 
14-in., $9.40; 16-in., $10.34; 18-in 
$11.28; 20-in., $12.22. Derby, 12-in., 
$7.20; 14-in., $8; 16-in., $8.80; 18-in., 
$9.60; 20-in., $10.40. Red Bird, 12-in., 
$6.66: 14-in., $7.40; 16-in., $8.14; 
18-in., $8.88; 20-in., $9.62. 

Lawn Trimmers.—Popular makes, 


$15 each list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
Lawn Roller.—Water weighted, 18- 
diameter x 24 in. long, $13.34 each 
24-in. diameter x 24 in. long, 


in. 
net; 
$15.34 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.59. 
Rain King, $2.34 each net. 


Lawn Rakes.—Wood,  three-bow, 
$8.75 per doz. net; steel, $9. wo- 
bow wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 24 
teeth, $10 per doz. net; hollow steel 
tube bows, $10. 

Hose.—%-in. stock Commercial, 
Si4e. per ft.; Pointer, 7%c.; Leader, 
%c.; Vickson, 10c.; Olympia, 10'%c.;: 
Good Luck, 10%c.; Bull Dog, 1l4c.; 
Milo, 12c. 


more seasonable, somewhat more inter- 
est is being taken in porch gates. 


We quote from Boston jobbers’ 
stocks: 

Porch Gates.—Wooden, slatted. No. 

$12 per doz. net; No. 4, $14; No. 5, 


ie, No. 6, $18. 


SNOW 
shoes and skiis, particularly the latter, 
also are among the things being sold 
PORCH GATES.—With the weather | for delivery later in the year. 


HARDWARE AGE 


ROPE AND TWINE.—Jobbers are 
booking orders for Manila and sisal 
rope at prices 1@2c. a lb. under those 
of a month ago. Makers of rope 
issued new price lists as of May 1, and | 
_prices quoted here are in conformity | 
with these. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 26c. per Ib. base: 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 50ce. 

Lath Yarn.—Sisal, C130, 18c.; D200, 
19¢c. per Ib. 

Twine. es Cy, in %-lb. nee oy 
12, 47¢ No. 18, 2 No. 
40c.; No. “36, 38c.: No. 48, 37c. ee 


24 10-oz. balls, 80c. a box; bison, 12 
2-oz. balls, 80c. a box. Cotton cones, 
44c. Jute 2-ply, 30c. Marlin, 2-plv 
in 1-lb. balls, No. 4%, 27c.; No. 6, 
24c.; in 2-lb. balls, No. 8, 22c. 

Yacht Marlin.—Tarred, 48c. for Ib. 
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Skiis. —ateet, 5 ft., $2.40 a pair 
| net; 5% f » 95° 6 ft., $3.65; ies 
$4.15; 7 a $4.85; 7% f' -, $5.35; 8 ft., 
$6. Pine, 4 ft., 70c.; 4% ft., 90c.; 
5 ft., $1.10; 5% ft., $1.40; 6 ft., $1. 60: 
| § ft., $1.90; 7 ft., $2.30. 

Poles. —Rattan washer 5 ft., 54c. 


each net; 4% ft., wood washer, 30c. 
SPRAYS AND SPRAYERS .—Jobbing 
quotations on Swift’s arsenate of lead, 
in powdered form, have been reduced 


_approximately 10 per cent, to conform 


‘with new lists just 


issued by the 


| makers. 
We quote from Boston jobbers’ 
stocks: 
Pyrox.—In case lots 1-lb. jars, 24 
to the case, $7.80 per case; in 5-Ilb. 
crocks, 12 to the crate, $15; 10-Ib. 


| lb. 
| 


‘RUBBISH BURNERS.—Rubbish burn- | 


ers are going well. 

cleaned out of stock since last reports 

and have just received fresh goods, 
which will be applied to back orders. 
We quote from Boston jobbers’ 

st tubbish Burners.—Cyclone, No. 2. 


in lots of 6. or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SKATES.—Orders for ice skates and 
skating outfits for delivery next fall 
are being taken by jobbers in fairly 
large volume. Current roller skate 
needs are quite satisfactory to the 
wholesale trade. 


We quote from 
stocks: 

ice Skates.—Men’s 
90c. per pair net: nickel, $1.25; kev, 
bright, 90c.; nickel, $1.25 to $3.25. 
Hockey, key, nickel, $1.35 to $3.40. 
Screw to boot, nickel, 90c.: hardened 
steel, $1.12; steel, $1.50; chrome steel, 
$2. 25: super-chrome § steel, 
Ladies’, bright, $1.10: 
, $1.20; nickel, $1.50: 
bright, $1.20; nickel, $1.50 to $3.60. 
Skating Outfits.—Men’s, $3. per 
pair net; ladies’, $3.65. Collis line, 
$3.50 per po. Be an men’s, ~ 
ladies’, $5. weo, men’s, No. 
$3; No. 130, Fry ladies’, No. 85, $3: 
No. 93, 50. 

Straps. —Black or russet, tongue 
buckle, 20-in., vi .25 per doz. pair net: 
atent buckle, 20-in., 


jobbers’ 


lever, bright, 


Boston 





ee = _ 


30-in., $1.80. 
$2.40; 30-in., 

Roller Bustos. —Children’s strap 
heel and toe, 70c. a pair net; strap 


heel and clamp, 75c. Boys’ or girls’ 
strap heel, toe and clamp, $1.10. 
Children’s ball bearing, $1.50. Boys’ 
ball bearing $1.50. Girl’s ball bear- 
ing $1.50. Boys’ nickel plated, truss 
extension, $2.50: girls’, $2.50 


SLEDS.—The jobbing trade likewise is 
getting some good sized orders for 
sleds to be delivered later in the year. 


We quote from Boston jobbers’ 
stocks 
Sleds. —Flexible Fliers, No. 1, $2.50 
each net: No. 2, . e ot 3, $4; 
: , $5.8 


No. Racer, 
oo as .) o- 3. 
$12 per doz. net: 
150, $15.60; 
$21.60; 
No. 





Speedawa 
To. 100, tis 30 20: No. 
200, $19.20; No. 250, 
$26.40. Speedster, 

per doz. net; No. 345, 

350, $36: No. 355, $43.20. 

sleds, No. 52, $11. 40: No. . 

Clipper, No. 2. $10.80; No. 4, $14. 40: 
, $18. Baby sleighs, No. 0, $10.80 
‘net: sleigh boxes, $43.20 per 
Liehtning snow scooter, $24 per 
net. 


SHOES AND SKIIS.—Snow 


ly 
doz. 
doz. 


Initial 
orders demonstrate those retailers who 


We quote from Boston jobbers’ 
stocks: 

Snow Shoes.—Oxford, 12 x 46 in., 
$7.30 a pair net’ 13 x 48 in., $7.30. 


Ladies’, 11 x 42 in., $6.50. 





Jobbers have been | 


crocks, 6 to the crate, $13.50; 25. lb. 
containers, 4 to the crate, $20. 50; 50- 
kegs, $8.75; 100-lb. kegs, $14.10. 
Dry Lime Suiphur.—In 1-lb. pack- 
net; in 5-lb. packages, 18c. 
in 10-Ib. “packnares. 16c.; in 
12c.; in 50-Ib. drums, 

lic. ; ‘in 100-lb. drums, 10c. 

Fungi- Bordo.—Dry ‘Bordeaux mix- 
ture, in 1-lb. packages, 24c. net; in 
4-lb. packages, 17c. a Ib.; in 5-Ib. 
packages, 19%c.; in 25-lb. packages, 
16%c.; in 50-lb., packages, 14%c.; in 
100-lb. packages, l4c. 

Sprayers.—Midget, $2.50 per _ doz. 
net: Cyclone, $4; Continuous, $6.50; 
compressed air, galvanized, $4.50; 
brass, $6.25: standard spray pump, 
$3.50; fog sprayers, $4.50; bucket 
sprayers, $3.05 


TACKS.—New discounts have been 
issued on American cut and carpet 
tacks. These goods now sell at 50 and 


ages, 20c. 





10 per cent discount, contrasted with 
|40 and 10 per cent heretofore. The 
balance of the company’s line is un- 
changed in price. 


New Radio Aerial 


in Reel Form 


A 100 ft. antenna of % in. wide 
hard drawn flat copper wire which can 
be quickly reeled out to any desired 
length and then as easily reeled back 
into a pocket-size case, is manufactured 
by the Hawkeye Radio Company, 
Cedar Rapids, Iowa. A cord with plug 
is provided for connecting to the set, 








the copper tape serving as its own 
lead-in. The case is 4% in. in diame- 
ter and the outfit, complete, weighs less 
than 21 oz. 
With this device, campers, tourists, 
picnickers, fishermen, resorters and 
traveling men can in a few moments 
install an aerial anywhere. The outer 
end has an insulator to which a cord 
and weight are attached and thrown 





over a tree, or lowered from a window. 
Set demonstrators may also use it for 


quickly installing aerials, while experi- 
_menters and engineers are said to find 
it convenient for testing sets on dif- 


are buying are pretty well cleaned out. ferent length antennae. 


As the copper wire is not insulated, 


| there are no dead-end losses caused by 


any unwound portion of the aerial re- 


por ene in the case, it is stated. 


Reading matter continued on page 82 
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THE STRONGEST TIE 


lo Your Best Customers Is the QUALITY 
of the Merchandise You Sell. Vollrath Ware 
Keeps Customers for You 


sea who buy things only be- 
cause they are low priced are not 
profitable customers. 


They come and go. If some other 
dealer has the edge on you in lower 
overhead, better location or bigger 
buying power, he can cut prices still 
lower. You lose both profit and 
customers. 

Low price is a poor string with which 
to tie your customers to you. A bet- 
ter one 1s quality. 


Anybody can cut prices but not every 
store sells quality merchandise. 


Ask the people who buy quality mer- 
chandise. They know. They go out 


of their way to get it. They soon find 
out what stores sell the best goods. 


In almost every community there is 
a Vollrath dealer. He is the one who 
caters to the quality market in his 
town or section. The best customers 
find their way to his store. 


He lets them know that he is the 
Vollrath dealer, too. The Vollrath 
Selling Plan helps him. It makes 
sales for him and makes selling 
much easier. ' 


Ask the Vollrath salesman to tell 
you about this plan applied to your 
business. Or write us for full in- 
formation. 


THE VOLLRATH COMPANY, SHEBOYGAN, WISCONSIN 


ESTABLISHED 1874 


OLE RAP 


WARE 





See the Vollrath advertisement in Good H ousekee pins—J une 


a 
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Trade Follows Weather in Chicago— 
Retailers’ Stocks Sufficient—Prices Decline 


ALES, during the first two 


(Chicago office of HARDWARE AGE) 
weeks in May, are running about 


10 per cent below the corresponding period of 1925. To some 
extent this is accounted for by the very unfavorable weather 
and the unsettled conditions as to labor in the building industries. 
The plasterers have a great many buildings tied up at the present 


time and are holding fast to a $14 per day wage scale. 


The con- 


tract with the carpenters expires May 30, and it is expected that 
they are going to demand an increase in pay. Just how serious 
this will become is too early to predict, but, nevertheless, orders for 
builders’ hardware and building materials are being placed on a 


hand-to-mouth basis. 


A review of the price situation shows that there has been a re- 


vision in the price of galvanized 
is noted on linseed oil, and 10c. 
declined 2c. per pound. 
same as last reported. 


A decline of 3c. per gallon 
Solder 


ware. 
per gallon on turpentine. 


The balance of the staples remains the 


Seasonable goods, such as wire cloth, poultry netting and garden 


tools, have started in to move fairly well. 
exceptionally heavy, owing to the dry weather. 


mowers are about normal. 


AUTOMOBILE ACCESSORIES. — An 
improvement is noted in sales, due to 
the more favorable weather conditions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each: lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 
eh Light. — Anderson, No. 3280, 
6.5 

Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—-National Standard No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
1.56. 

Chains.. Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 314, oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each; gray inner tubes, 30 x 
1%, $1.80 each; red inner tubes, 30 x 


3%, $2.25 each. 


BOLTS AND NUTS.— 


sales are normal. 


Prices are firm; 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 


rolled thread, 50-5 
per cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount: all stove bolts, 
75-5 per cent discount: lag screws, 
60 per cent discount. 


carriage bolts. 


BUILDERS’ HARDWARE.—No recent | 


changes in price have been made. The 
demand is only fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair: 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair: heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set: 
wrought brass bit-keyed, front door 
sets, $3.25 per set: cylinder front 
door sets, $7.50 per set. 


CHAINS.—Prices are unchanged. 
normal volume of business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chains, $8.50 per 100-lb.; Henso, Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


A 


The demand for hose is 
Sales on lawn 











FISHING TACKLE.—tThere is a good 
demand for all kinds of fishing tackle. 


GALVANIZED WARE.—As usual, at 
this season pails are in great demand, 
with manufacturers’ prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Giana: Standard galvanized 
after-made tubs, No. l, 40; No. 2, 
$7; No. 3, $8; 10-qt. galvanized after- 
made pails, $2.20; 12-qt., $2.40; 14- 
qt., $2.75; 5-gal. galvanized oil cans, 
galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 


_~KLERS.—Owing to the dry season, the 








| —__—____——- | 
COPPER RIVETS AND BURRS.—The | 
demand continues satisfactory with no | 


in price. 

quote from jobbers’ 
Chicago: Copper rivets 
45 per cent discount. 


changes 


We 
f_o.b. 
burrs, 


stocks, 
and 


-isfactory volume. 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%4-in., $4 per 100 ft.; corrugated con- 
ductor elbows, 3-in., $1.51 doz. 


ELECTRICAL AND 
CHANDISE.—The demand 


is 


of the year. 
We quote 
f.o.b. Chicago: 
Electrical Merchandise.—No. 14 rub- 


/ 
from jobbers’ stocks, 


| ber-covered wire, $7.50 per 1000 ft.; 
in 1000-ft. lots, $7.25: No. 18 lamp 
cords, $14. 25 per 1000 ft.; in 1000-ft. 
| lots, "$13.65; 14-in. brush brass key 
sockets, 18¢. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs,  12c. 
each; dry cells, boxes of 50, 32c. 
less than case lots, 36c. each. 


| each; 
Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each: No 772, 
$2.62 each; No. 486, $3.85 each. 
| Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 
Loud Speakers.—Western Electric, 


No. 522W, $9.50 list. Discount, 30 per 
cent. 
FIELD FENCE.—Prices are firm. The 


season is rather late, but conditions are 


i 


| improving. 

| We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-1214, $28.68 per 
100 rods; 184-6-14%, $43.62 per 100 
rods. 

FILES.—Prices are unchanged. The 

demand is steady. 

We quote from jobbers’ stacks, 

f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list; Black Diamond files, 


40-10-5 per cent off list 


EAVES TROUGH AND CONDUCTOR 
| PIPE.—Orders are being placed in sat- 
Prices remain un- | 


RADIO MER- 
steady 
and is very satisfactory at this season 








| 


| 


| 





demand for garden hose and lawn 
sprinklers is exceedingly good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12% ¢c. 
per ft.; %-in., 14%c. per ft 5- -ply, 
good quality, ay 4 ped, %-in 914c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 

GLASS AND PUTT Y.—Sales are 


rather irregular. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount: 
single strength A, 34 to 40-in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount; double strength A, all 
double 


sizes, 82 per cent discount: 

strength B, up to 4 in., 87 per cent 

discount; balance, 85 per cent. Putty, 

pure grades, $3.75 per 190 Ib. com- 

mercial, $3.40 per 100 Ib. 
HATCHETS.—The demand is fairly 


good. Prices are well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.: 
medium quality hatchets, No. 2 
shingling, $8 doz.: medium quality 
hatchets, No. 2 broad, $12.50 doz. 


-HANDL ED HAMMERS.— Sales 
very good. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.: 16-0z. machinist hammers, 
first quality, $9.20 doz.; Competitive 
grade, 16-oz. nail hammers, $6 to 8. 


_HANDLES, AGRICULTURAL.—There 
is nothing new to report in this line. 
The demand is seasonally good. 


are 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
checked and bored, best grade, 4%- 
ft.; $4.50 doz.: 5- -ft., $5.50 doz.; XX, 
7 re $4 doz.; 5- ft. $4.80 doz.: X, 

$2.40 doz.: 5-ft., $2.80 doz. 


ay Fork anitiene wiean chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.: 
5-ft., $8.50 doz.; XX bent, with strap, 
pearere and cap, 4-ft., $5.50 doz.: 4%4- 
$5.75 doz.; XX, bent, 4%-ft., $4.50 
ole 5- pa $5.50 doz.: X, nt, 4%- 
ft : 5-ft., $3.40 doz. 


ateore ior Handles —Bent, best 
grade, 4-ft., $4.75 doz.: 4%-ft., $5.10 
doz.: XX, bent, 4-ft., $4.15 doz.: 414- 
ft., $4.40 doz.: bent, 4-ft., $2.60 doz.: 
444 - ft., $2.95 doz. 

Garden Hoe Handies.—XX, 4'.-ft. 
$3.45 doz.; 4%-ft., $2.40 doz. 

Garden Rake WHandiles.—XX, 5%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

we Handles. — Regular ww le 


%%-ft., $5.90 doz.; X, m-ft., 
$3.9 90 pe 3 handle, best seeihe, $7.95 
doz.; X grade, $6 doz. 

Spade Handles. —D handles, 
grade, $7.75 doz.: grade, $6 doz. 
HANDLES, TOOL.—Prices are firm, 


best 


Reading matter continued on page 84 
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Turnover 
is rapid! 


Why? Because Blabon’s Feltex Rugs 
are sO attractive in appearance and cost 
so little, that nearly everybody wants 


them! 


Just give these durable felt-base Rugs 
a minimum of space in your store, and 
you ll get a maximum of profit from it! 


Customers coming in for smaller 
household supplies often go out with 
Blabon’s Feltex Rugs. You add to your 
profits without increasing overhead. 
And only a small investment is needed! 
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Blabon’s Feltex Rugs are easily and 





quickly handled, too—each rug is 





packed separately in a stout carton for 


reshipment without repacking. 


Don’t miss this opportunity for in- 
creased profits! Ask us how you can 
make money on Blabon’s Feltex Rugs. 


The George W. Blabon Company 
Philadelphia 


Established 75 years 



































Trade Promotion Head Office of the 
Department - Sales Department 
Philadelphia 295 Fifth Ave., New York 
ow a 
en AY manent 
Oe Oe: FELTEX 
a A : | FELTEX RUGS 
1928 
33] ‘ The Geor, W. Bichon Compang 
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Blabon’s Feltex Sample 
Book, showing rugs in 
actual colors, sent free 
to Hardware Dealers, 
upon request. 


BLABON’S Feltex Rugs 


(FELT-BASE) 
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and a satisfactory volume of business 
is reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are unchanged. Sales 
are satisfactory. 


We uote from iobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 


per doz. pairs. 
ICE CREAM FREEZERS.—Sales are 
rather slow in this line, owing to the 
backward season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 


4.85 list: 2-qt., $5.65 list: 3-qt., $6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 list; 10-qt., $18 list; 12- 


qt., $21.55 list; 15-qt., $25.60 list; 


$42.60 list; 


qt., $33.20 list; 25-qt., 

Arctic, 1-qt., $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6- 
qt., $8.60 list; 8-qt., $11.10 list. All 
the above less 50 per cent discount. 
Alaska, 1-qt., $2.95 list; 2-qt., $3.45 
list; 3-qt., $4.10 list; 4-qt., $3 list; 
6-qt., $6.30 list; 8-qt., $8.20 list; 10- 


qt., $10.75 list; 12-qt., $14 list; 15-qt., 
$17 list: 20-qt., $21.50 list. A discount 
of 20 and 10 per cent on all above 
prices. 


1L.AWN MOWERS.—tThe dry spell pre- 
vailing during the month has curtailed 
somewhat the sale of lawn mowers, but 
an improvement is noted. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in wheels, $12.35 
16-in. ball bearing, 4-knife, 


stocks, 


wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each: 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—The demand is quite satisfac- 
tory, and prices continue on a firm 
basis. 


We 
f.o.b. Chicago: 


uote from jobbers’ stocks, 
Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 1 


inch. 
PAINTS AND OILS.—Naturally, at 
this season of the year, the demand for 
paints and oils is very heavy. There 
have been quite a few price revisions 
made during the past week. 


We quote from _ iobbers’ 
f.o.b. Chicago: 


stocks, 


HARDWARE AGE 


Linseed Oil.—Raw, barrel lots, 89c. 
per gal.; 5-barrel lots, 86c. per gal. 


Linseed Oil.—Boiled, barrel lots, 
| per gal.; 5-barrel lots, 89c. per 
ga 


Turpentine.—Barrel lots, $1.05 per 


gal. 

Denatured Alcohol. — Barrel lots, 
45c. per gal.; steel drums extra $6, 
returnable. 











White Lead.—100-lb. kegs, $15.25; 
500-lb. lots less 10 per cent; 50-Ib. 
kegs, $7.90; 25-lb. kegs, $4; 12-lb. 
kegs, $2.10 


Shellac.—(4%-lb. cuts) white, $2.60 
per gal.; orange, $2.30 per gal 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel lots, 7%c. per 


of both. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.— No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles. — Round, 
No. 622, $12 doz.: No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.-No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


stocks, 

















Sales are very good. 


We quote from jobbers’ stocks, 
| f.0.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 

for boys, $1.30 per pair: for girls, 
| $1.40 per pair. 


| ROOFING PAPER.—No_ change 


| price is reported. Sales are good. 


| We quote from jobbers’ stocks, 
| f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
| square: best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square: red _ rosin 
sheathing, $57 per ton. 
ROPE.—The volume of orders being 
received is very good and is evidently 
helped by the lower prices now ruling. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
brands, 25%c. per Ib.: No. 2 Manila, 
24l4c. per Ib.: No. 1 Sisal, 17%c. per 
Ib.: No. 2 Sisal, 16%4c. per Ib. 
SASH CORD.—Sales are beginning to 
show an improvement. Present prices 


are considered low. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
7.75 per doz. hanks: No. 8, $8.85 per 

doz. hanks. 








SASH PULLEYS.—Prices are firm. 
Sales are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. oz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.: No. 105, 52c. doz.; 


barrels, 48c. doz. 





SCREEN DOORS AND WINDOW 


PYREX WARE.—Metal frames dis- 
played with pyrex ware will help sales 


ROLLER SKATES.—Prices are firm. 
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SCREENS.—The late season has re- 
sulted in a rush of orders during the 
recent better weather. 


We Spete from jobbers’ 
f.o.b. hicago: Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2-8 

.55 .; No. 311, 2-8 x 6-8, 
$29.20 doz 


stocks, 


. . Window Screens, No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—Prices are unchanged. The 
demand is fairly active. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 774%-20-10 per cent new list; 
round head blued, 75-20-10 r cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
724%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are off a little. Sales continue 
active. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Warranted 50-50 
solder, $42 per 100 lb.; medium 45-55 
solder, $41 per 100 Ib.; tinner’s 40-60 
solder, $40 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.: stand- 
ard No. 4 babitt metal, $13 per 100 Ib. 


STEEL SHEETS.—Sales are fairly 
good. Prices show no change. 


We quate from jobbers’ stocks, 
f.o.b. hicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 


WIRE PRODUCTS.—The demand is 
satisfactory, seasonable lines are nor- 
mally active, and prices continue on an 
even keel. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 Ib.; No. gal- 
vanized plain wire, $3.50 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galvan- 
ized wire cloth, $2 per 100 sq. ft 
14-mesh bronze wire cloth, $5.76 per 
100 sq. ft. 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 


er 100 sq. ft.; 
per 100 sq sf 14-mesh, $6 
15-mesh, $6.60 per 100 


per 100 sq. ft.; 
sq. ft. 

Galvanized Poultry Netting.—57%-5 
per cent discount: galvanized after- 
made poultry netting, 52%-5 per cent 
discount. 


WRENCHES.—Prices are firm. The 
demand continues normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount: Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical set, $4; No. 101 Master Service 
Set, $15.25; No. 202 Heavy Set, $8.80; 
No. 303 Ford Master Service Set, 
$14.85; No. 404 Universal Socket Set, 
$8.75; No. 505B Screw Driver Set, 
$3.40; No. 900 Square Socket Set, 
$3.70. All Snap- Wrenches less 
40 per cent. 











Coming Hardware Conventions 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Ambassador Hotel, Atlantic City, N. J., 
May 25, 26, 27, 1926. B. R. Sackett, 
secretary, 503 Arch Street, Philadel- 
phia, Pa. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 


tor. Le Roy Smith, secretary, 112 Mar- 
ket Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Raleigh, N. C., June 8, 9, 10, 1926. A. 
R. Craig, secretary, 717 Commercial 
Bank Building, Charlotte, N. C 

MISSISSIPPI RETAIL HARDWARE & Im- 
PLEMENT ASSOCIATION CONVENTION, 
Biloxi, Miss., June 21, 22, 23, 1926. Guy 
Nason, secretary, Chamber of Com- 





merce, Columbus. 





NATIONAL RETAIL HARDWARE ASso- 
CIATION, Congress, Claypool Hotel Indi- 
anapolis, Ind., June 21, 22, 23, 24, 1926. 
Herbert P. Sheets, secretary, 130 E. 
Washington St., Indianapolis. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 








Reading matter continued on page 86 
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ADJUSTABLE ANGLE 


“WRENCHES: 





Appeal to the Trade in General 


An Adjustable Angle Wrench is an indispensable tool for the 
mechanic in shop or garage and for the handy-man - around - the 
home. The tool needed almost daily for the odd jobs that crop up. 
There are a hundred things about the home or shop,to get out of 
order which can be adjusted quickly if there’s a Wrench at hand. 


Pexto Adjustable Angle Wrenches are backed by a century of 
tool making experience and are a combination of skillful work- 
manship and materials of quality. They can be furnished in sizes 
4 inch to 18 inch, in full polish or semi-polish finish. They are 
drop forged steel, properly hardened and in every respect worth 


while tools. 


Write for Catalog of complete 
line of Mechanics’ Hand Tools. 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONN., U. S. A. 
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Better Tone Reflected in Pittsburgh Trade— 
Few Price Changes Noted—Collections Fair 


(Pittsburgh office of HARDWARE AGE) 


AINS during the past week have greatly improved crop pros- | 5° 
_ fairly brisk demand exists with prices 


pects and together with the hot weather have reflected 


cans and garden hose. Another interesting twist has been better 
impetus in demand for such divergent lines as ice cream freezers, 
paints and painting materials. At the same time there has been a 
slight falling off in requirements for other lines, among them being 
glass. 

The price situation remains unchanged except that turpentine 
quotations have advanced from 96c. to $1.02 per gallon in barrels. 
In the jobbing line conditions are fairly stable, although there are 
certain steel products which have shown a little softening in mill 
prices, and this condition may reflect itself later in the secondary 


market. 











4 CE ~—Sur- [+ 
ogy so peg gnc of ll Dealers’ prices on “tires and tubes | 
a a ee weer Se handled by hardware dealers follow: 
year prevails in the market both as to 
the jobbing and retail trade for these — oy P 
lines. While it is realized that the Sie , ~ egy ron. 
automobile manufacturers, even of 20x 3C] $7.80 $1.80 
many of the low priced cars as well as 30 x 3% Cl 8.90 2.05 
of the more expensive ones, are provid- Cord Tires 
ing accessories with which the cars ure Heavy 
“ ; : ; ; Regular D G T 
equipped at their plants, this situation Size —_ Gos mont Bs andl 
does not seem to explain entirely the 30x3Cl $9.75 $1.80 $2.35 
quiet tone of the market. There is tp Fe $9.95 42. 6 2.05 2.50 
4 e x Ss FE ° Dede 
some speculation as to whether or not, 322x348. 17730-2445 3.00 
jew onsistent reductions 31x 458.58. 15.50 18.70 3.00 3.70 
it wo ie ¢ 32x4S.S. 17.15 21.40 3.20 3.75 
that are being made by some automo- 33x48 8S. i775 22058 3:25 2380 
bile producers in prices of their cars, Bias 18.50 22.75 3.30 4.00 
. a x rs . 
there will be a tendency on the part of 33x 4146 SS 28.90 4°40 
manufacturers to reduce the amount of a . i? 2.8 29.55 4.60 
. . oo - ° 
accessory equipment. In such an in- 36 x 414 S.S 31.20 4°85 
stance it is believed that the jobbing $3 x8 2.8. 37.60 ' 5.65 
. 09 XO SD.S. ° ov 
and retail trade would fare better. 
Prices from jobbers’ stocks, f.o.b. a Truck Cords 
Pittsburgh follow: / — : Tan Tubes 
Spark Plugs.—A. C. plugs, lots of as = oe $35.50 $4.30 
less than 10, 65c. each; lots of 10 to ee i? 27 18 460 
19, 58c.; lots of 50 to 99, 55c.; lots of x 4% 42 00 , 45 
100 to 200, 51c.; lots of 300 or more, + $e ” a: 36 ae 
i7c.; A. C. plugs, No. 1075, for Ford moe a 40 
cars, lots of less than 10, 49c.; lots rf. xo 47-60 8 OF 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 29 = 7185 5 es 
lots of 100 to 200, 39c.; lots of 300 or oa XD ‘ tt a 
more, 37c. 36 X 6 hag 10.90 
Motor Meters. — Standard makes, + xi es aE 
lots of less than 10, 30 per cent off +o tee 18250 Tt: 
list; lots of 10 to 19, 35 per cent = xX v2.0 1.40 
ist: lo of 2 >» 40 pe ‘ent o 
— lots of 20 or more, 40 per cent « citi atten 
Horns.—-Spartans, single lots, 531% | To fit 20 in., 21 in., 22 in., 23 in. Rims. 
per cent off list; $60 list and over, Gray 
if) per cent off list; $90 list and over, Size Ply Casings Tubes 
40 and 5 per cent off list. oT 0 - © or 
Windshield Cleaners.—Trico, uni- | 39% 4-40-21 in [. 2 Se 
versal automatic cleaners, $3.25 each. 30 x 4.75- °1 in 4 18 65 70 
.—Millers Falls, No. 145, $3.75 | = -. > 
—— aN | 29 x 4.95-20 in 4 20.50 3.70 
aCTfi. } e 9 . f f 
Pumps.—Anthony line, $2.20 each. eb oe og : ape pi 
Chains.—Single pairs, 30 per cent = | 30x 5.25-20 in. 4 23.45 4.00 
off list: lots of 10 to 50 pairs, 35 per 21x 525-21 in. 4 94.15 4°10 
cent off list; lots of 50 pairs and over 20 x 5.77-20 in. 6 30 85 4°70 
40 per cent off list. 32 x 5.77-22 in. 6 32.80 4.85 
7v | oo 2 5.77-2: j . «Or ** 
AUTOMOBILE TIRES AND TUBES. | fehl e + ; ++ -o. 
—The market continues to be quiet | 32 x 6.20-20 in. 6 35.50 6.25 
with prices somewhat unstable but not | + fob = 8 40/85 $20 
_- 34x 7.30-20 in 6 46.25 7.60 


changed formally. 


AWNING HARDWARE.—Being a sea- 
soned product at this time of the year, 


better tone in both the jobbing and retail hardware trades. | unchanged. Jobbers quote: 


The improvement is general and substantial. Shipments and sales | 
moved in greater volume and retailers report that collections are. 
better. One of the outstanding features has been the ability of re-| 
tailers to sell more slow moving hot weather goods. This has been 
especially noticeable in such lines as screen wire cloth, sprinkling | 








| 











Eye ends, % in., $5 per 100; % in., 
$8; clamps, % in., $6.50 per 100; % in., 
$8; hinges, $3.50 per 100. 


BARROWS.—Business continues to be 
good. Jobbers quote: 

Tubular, $6.25 to $9.50; concrete or 
mortar, $5.75 to $6.75; steel tray, $4 
to oe railroad, $2; garden, $4 to 

BATTERIES.—A slight decline has 
been noted in demand and this con- 
tinues to be particularly true of radio 
batteries, but on the whole business is 
fair. 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 


Broken Unit 

Packages Packages 
Pk. ME enesd-est sone $1.05 $0.97 
“SS 7a 1.22 1.14 
i =e ae 1.32 1.22 
nh, “doves whee ae ex 1.40 1.30 
i re 2.62 2.44 
i): Perreeerrei: 2.44 
i | . «<sieteetenwde Se 3.00 
C—O E/E PSP eee re 42 oo 
ij _- eer eee .40 oo 
No. 6 dry ——. ignition type, unit 

packages, 32c oe! broken, 36c. 

Flashlight. ie , 94%c. each; No. 


950, 10%c.;_No. "790" 22c.; No. 1: 
21%¢. No. 750, 18c.; No. 751, 
t’ Shot.—No. 1461, $1.70; No. 1662, 

$2.35, 
BOLTS, NUTS AND RIVETS.—Job- 
bers report that these lines are slow. 
Stocks are maintained at a minimum 
and buying from producers therefore 
is being done cautiously. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed, 
square, tapped, in 5-lb. boxes, 4 in., 
$16 per 100; ol~g in., $14; %-in., $11; 
Vp - in., $10; 5-in., $10; %,-in., $8; %- 
in., $7. 50; rivets, small wagon and 
tinners, 60 per cent off list. 


CARPET SWEEPERS.—Fair demand 
exists for this line but with the close 
approach of the end of housecleaning it 
has fallen off somewhat. Jobbers quote: 


Grand Rapids, japanned, $44 per 
doz.; nickeled, $48; Universal, $42; 
Standard, $36. 

Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CONDUCTOR PIPE.—Ordinarily this 
line moves well at this season of the 
year but it is relatively quiet at this 
time. Jobbers quote: 


Galvanized, 3 in., No. 28 gage, $5. 35 
per 100 ft.; copper, 16 oz., 3 in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 


GALVANIZED HARDWARE CLOTH. 
—This line is showing real activity 
with the result that demand has con- 
siderably reduced stocks in the hands 
of jobbers and retailers are beginning 
to press more for deliveries. Jobbers 
quote: 


Reading matter continued on page 89 
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How Much Furniture 


‘Does a Bride Need? 


CCORDING to her means, from thirty 

to eighty pieces--and thirty to eighty 

=. packages of Domes of Silence. Ever 

figure it that way? Ever figure why some 

retailers put the Domes Display Cabinet in a 

prominent place on their counter? Ever figure 

that a customer for one package is a customer 

for dozens? The new Cabinet is shown on the 

next page. Look it over. Weigh its possi- 
bilities. Then put one to work for you. 


DOMES oF SILENCE 


Easily cApplied 


Save Furniture, Floors 


and ‘Rugs 


Better Than (asters 
The Perfect Furniture 
Footwear 





Reg. U. S. Pa O ff. 
No. 995,758 il ch will 
be strictly enforc od. 


DOMES OF SILENCE Division, Henry W Peabody & Co. 17 State Street, New York City 
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——, new metal Display-Stock 
Cabinet--Assortment D-20--costs 
$10 and sells for $15. Contains a 
Bross sets as follows: 1 dozen each 

of %*" and 1%*; 2", Meteo each of 
14". 548 3,8 and AS 


Display L Domes for 
Dozen-Set Sales 











eg pj| HE bride has at least forty 
iA | ie pieces of furniture requiring 
REFILLS: C7 BOF 





cow wary Somme at least forty packages of 
iipckabiaocnses'31359  LJomes! For every human being there 
is a market of seven packages of Domes 
just awaiting a reminder. That is why we 

REFILLS-- 


Sivawee designed this new metal Display and 


ment: Packed 

~ ieee Stock Cabinet for you. That is why it is 

bs? already on the counters of retailers every- 
~ where. That is why your jobber has 


stocked it for you. Order yours today. 














Easily cApplied 
Save Furniture, Floors 


and Rugs 


Better Than (asters 
The Perfect Furniture 
Footwear 














Reg. U. S. Pat. Off. 
No. 995, 758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City 


Se I tem A ed A tr een ery <a Ne eee a 
- ome PIA NCL ae nt RET SNE ite octal 





i} a 
i} i | 

; : sea : 

| Suet PEdae Seeeteaae i Bisgen 

| Pra aTLGTEaidl SEE AG 
HEE Phidte ial 


tn re — 
“uD Phone. at ees a Nee ey a . . . — 
CM —————— 


Be ie 





Baa ¢ £ : 22 Wo 
Lis i iis, SELLE ESS . 


te ee 




















gyre 


ead 
are 
: ia 


: 


se egiiad 
Peedi 


if 
4 


ii 


saw e a ] a 


SSS & | 


‘eS see erreerrerreresese rere peeeRererrerrerr 


.* 


7" 











May 27, 1296 


24 to 48-in. widths, %-in. mesh, 
$4.25 per 100 sq. ft.; %-in. mesh, 
$4.50; %-in. mesh, $4.75. 


GALVANIZED WARE. — Satisfactory 
business is being done in this line 
which is maintaining precedent by mov- 
ing well at this period of the year. 
Jobbers quote: 

Washtubs.—With wringer attach- 
ment,-No. 22, $8. 50 per doz.; No. 23, 
a without wringer attachments. 
No. 2, $7.75; No. 3, 

Pails. —Water, 12 at., $2. 65 per doz.; 

a qt., $3; fire, 12 qt., $4; cement, 14 
, $10 . chamber, 10 at., $7.20; 12 ‘at., 
oe. well buckets, 10 at., $4. 50. 

1 eg a Pans.—No. R $4. 50 per 
doz.; No. $6; No. 4, $7. 

Garbage "Wekces, tte dite lids, Se- 
curity, No. 1, $3 each; No. 2, $3. = 
No. 3, $4; Hercules, No. 171, $3; No 
181, $3.25; No. 191, $3.60. 

GARDEN IMPLEMENTS.—Gratifying 
activity continues to exist in these lines. 
Hose and sprinkling cans generally are 
rated as slow moving products, but the 
present is an exception and since the 
hot weather and the rains they have 
been selling freely. There also is a 
good demand for tools and hose reels. 
Jobbers quote: 

Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rake, 14-tooth, $9 per doz.; 
spading forks, $10.80 to $21 per doz.; 


haying forks, 3-tine, first quality, 
$12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz. 

Hose.—In 250- a reels, %-in., 10c. 
per ft.; %-in., 10%Cc.; ¥,-in., lle.; in 
50-ft. lengths, %ec. per ft. higher; 
Gem spray nozzles, $6 a doz. 

Sprinkling ee oll qt., $6 per doz.; 
6 qt., $6.60; ee $7. ap 4 10 qt., $8.10; 
12 qt., $10; 16 qt., $12 


Hose Heels. —Victor, 41 75 each; No. 
2, $2.60; Reeleasy, $1.3 


HOT PLATES.—The aneute improve- 
ment that set in in this line continues, 
and business is good. Jobbers quote: 


er oy line, No. 402, $2.50 each; 
, $3.75; "No. 502, $3; No. 503, 
$4. 25; No. 702, $4.25; No. 703, $6. 


HOUSECLEANING SUPPLIES— 
Business in these lines is satisfactory. 
Jobbers quote: 


Mops.—O-Cedar, 33144 per cent off 
list; Star cotton, 20-o0z., 7 per doz.; 
24-02z., $8.40; 30-o0z., $10.80 

Chamois Skins.—12 x 14 in., $3.50 





per doz.; 13 x 17 in., $6; 14 x 18 in. 
$7.50; 15 x 20, $9.20. 

Waxes. Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 


$3; 8-lb. cans, $6; Old English, 
cans, 85c.; 2- Ib. cans, $1.70; 4- 
lb. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40; Old Eng- 
lish, pints, 75c.; quarts, $1.40. Deal- 
ers’ discount, 33% per cent. 

Sponges.—According to size and 
quality, = to $9 per doz. 

Wall Cleaners.—Smoky City and 
Climax, $1 per doz. cans; Perfection 
paint cleaner, $3 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra 46c. per ft. 

Floor Polishers.—Johnson’s_ elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, $3.75 
each; Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 


ICE CREAM FREEZERS.—Mixed con- 
ditions prevail in the market for ice 
cream freezers. Some jobbers as well 
as retailers report satisfactory busi- 
ness, while others say that sales are 
moving slowly for this time of the year. 


Alasks Freezers.—l-qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each; 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1-qat., 
$3.35 each; 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 


cans, 
1-lb. 








HARDWARE AGE 


$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 


White Mountain Freezers. — 2-aqt., 
$5.65 each; 3-qt., $6.75 each; 4-at., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each. 


These are list prices and are sub- 
ject to a dealer’s discount of 50 per 


cent. 

Blizzard.—l-qt., $4.65 each; 2-at., 
$5.50; 3-qt., $6.50; 4-qt., $8; 6-qt., 
$10; 8- -qt., $13: 10-qt., $17; pn! Tina to 


a discount of 55 and 7% per cent. 
Lightning.—1- at, hy 65 each; 2-qt., 
$5.50; 3-qt., $6.50 , $8; 6- -at., $10; 
8-qt., $13; 10- -qt., ‘si72 ib -qt., $21; sub- 
ject ‘to a discount of 55 per cent. 


Arctic.—1l-qt., $4 each; 2-qt., $4.60; 
3-qt., $5.55; 4- -at., $6.80; 6-qt., $8.60; 
8-qt., $11. 10; subject toa discount of 


50 per cent. 
LAWN SUPPLIES.—Demand is good. 
Jobbers quote: 


Mowers. — Plain bearig, 8-in. 
wheels, 12-in., $5. each; 14-in., $5.25, 
ball bearing, 9-in. wheels, 14-in. 


$7.75; 16-in., $8; supreme ball bearing, 


10-in. wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans. —Tinned, straight 
or bent spouts, $1 per doz. : copper 


plated straight or bent spouts, $1.50 
per doz. 

Rollers.—No. 2 ry $8.50 each: No. 
4, $10; No. 5, $12.5 No. 7, $15. 

Hedge Shears. —- Sentech, 8-in., 
$1.25 per pair; 9-in., $1.40; 10-in.. 
$1.60; Disston, 8-in., $1. 75; 9-in., "31. 90: 
10-in., ; ladies’ shears, Western. 
85¢c.; Disston, $1.10. 


ORNAMENTAL FENCE. — Improve- 
ment in this line continues to be mani- 


fest. Jobbers quote: 
Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 


gates, 36 in. x 36 in., $2.70 each. 
PAINTING SUPPLIES.—tThe price of 
turpentine has been increased from 96c. 
to $1.02 per gallon in barrels. The de- 
mand is fair. Activity also is reflected 
in paints and painting materials, as a 
general thing. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-lIb. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 4 per cent 
less in lots of a ton or more; turpen- 
tine, $1.02 per ‘gal. in barrel lots: 
raw linseed oil, 12.1c. per Ib. in bar- 


rel lots. 

PAPERHANGERS’ TOOLS.—Brisk 
demand continues to be made in these 
lines. Jobbers quote: 


Steam rollers $5 to $6 doz.; Corner 
and casing knives, $4.50 to $7.50 doz. 


POULTRY NETTING.—Business is 
fair. Jobbers continue to quote former 
prices subject to a discount of 50, 10 
and 10 per cent on galvanized netting 
before weaving, and 50 and 10 per cent 
afterward. 

SCREEN DOORS AND WINDOWS.— 
Demand is quite active and there is a 
constant drain on jobbers’ stocks. It is 
expected that this activity will continue 
for some time in view of the season of 
the year. Jobbers quote: 


Doors.—Standard makes, 2 ft. 8 in. 
x 6 ft. 8 in. plain walnut stain, $18 
Prone varnished natural colors, 

Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire cloth, 
$3.40 per doz.; No. 1533, $3.85; No. 
1833, $4.20; No. 2433, $5; No. 2437, 
= 50; metal frame, 18- in., $5.50; 24- 
n 


SCREEN WIRE CLOTH.—This prod- 
uct is generally slow moving but at 
present it is in strong demand, and a 
good volume of business is reported by 
both jobbers and retailers. Jobbers 
quote: 


Black, 12-mesh, $1.80 to $1.90 per 
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Galvanized, 
14-mesh, 


12-mesh, $2.25. 


100 sq. ft.; 
$2.25. Bronze, 


12- mesh, 

5. 75. 
SHEET METAL.—Only moderate de- 
mand exists for this line. 


We quote <e copper at 22%c. per 
lb. from jobbers stock in lots of 
300 Ib. or more and 26%c. per Ib. in 
single sheets; sheet zinc, 13.55c. per 


lb. in loose sheets; 12.55c. in 100 Ib. 
casks; 12.30c. in 300 Ib. casks, and 
11.80c. in 600 lb. casks, 


SHEET STEEL.—Mill prices are 
softer, especially for black and galva- 
nized sheets and the situation has found 
reflection in the secondary trade. Busi- 
ness is fair but not up to the average 
for this time of the year. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.40 
base per 100 Ib.; corrugated No. 
28 gage, 2%-in., $4. ‘69 per square; one 


pass cold rolled black, No. 28 gage, 
$4.35 base per 100 lb. Armco ingol 
iron galvanized flat, No. 28 gage, 


$6.25; Toncan metal galvanized flat, 
No. 28, gage, $6.35; all for lots of one 
to nine bundles. 


SOLDER.—This product is maintaining 
the advance of %c. per lb. and still is 
quoted at 40%c. per lb. for half and 
half, a price that was established fol- 
lowing the increase in the quotation on 
pig tin. 

SWINGS.—Brisk demand exists for 
this line. Jobbers quote: 


Lawn, $8 each; porch, hardwood, 4- 
ft., $6 to $8 each; 5-ft., $7 to $10; 
6-ft., $8 to $12; springs, 30c. to 40c. 
per pair; chains, 45c. to 80c. per set 
and $1.85 to $2.25 per 100 ft. 

VELOCIPEDES.—Business is satisfac- 
tory. Jobbers quote: 

Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy, rubber tire, $5 to $6; 
Columbia No. 41, $9; No. 42, $11.25; 
No. 43, $13.50. 

WASHBOARDS.—Demand is only fair, 
according to jobbers, who quote: 


Brass King, No. 801, $6.50 «doz.: 
glass, No. 180, $6.75; Universal, No. 
134, $7.50; Our Best, No. 72, $7.50. 


WATERGLASS.—Active demand exists 
in this line. Jobbers quote: 

Quarts, $2.25 per doz.; pints, $1.40. 
WINDOW GLASS.—The market is 
somewhat off and quotations vary, but 
those generally made to retailers are: 


Single strength, A and B, 74 per 
cent off list; double strength, A, 84 
per cent off list; B, 86 per cent off 
list. 

WIRE PRODUCTS.—Jobbers report 


that sales are satisfactory and prices 


steady. 
We quote 
stocks: 
Fence Wire: 


from Pittsburgh jobbers’ 


(per 100 Ib.) Annealed Galvanized 
Pee, © 60 DF DEMO. dco cece $3.00 $3.45 
ES ae ee 3.50 
2 aaa 3.10 3.55 
ce eaks ueaek Se 3.65 
CM a ¢ceebkeadsewan es ee 3.80 
cS Sa 4.00 
I : 4.25 
aa 4.45 
Barbed wire (per 80-rod spool): 
Se GEES. occ cn cescesveseoene $3.00 
BOE TUE vccssccsee. saecesons 3.20 
Se EE fn po cedecesesicioecee. Gee 
SE EE aib 6006 6b a cesndr ee aeds 3.50 
2-point cattle (special) ......... 2.25 
Field: Woven wire fence (per 100 
rods): 
EE Sg on Wied eer lee bade oc eee $39.00 
hk. ae ag ueeee 54.75 
Poultry 
EE tnd te eee phaeeeneeew.s $35.60 
ON RE en eee ee 43.00 
EN bb canatihes o.e6ee tne 4 ee 48.50 
Steel Fence Posts: 
PY uceete scanner taswecewes eee ach 
ES ee ne 
ES ib i oe ra We a ass ae ae 65¢e. each 


Bright nails base per keg, $2.95 to 
$3.00. 
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Trade Conditions Improve in Northwest— 


Building Activity Aids Staple Items Sales 


(Minneapolis office of HARDWARE AGE) 


NHE gains in general business conditions over the Northwest 
tributary to the Twin Cities, reported last week, still seem 
to be continuing. While trade conditions have not improved 

as rapidly as many have hoped, there are evidences of better busi- 


ness than has been current during the past two months. 


The build- 


ing program for this district seems to be getting under way quite 
substantially, and other activities are well in line with this one 


branch of business. 


With the opening of the fishing season for at least a part of the 
State of Minnesota, and with the tourist trade already well started, 


hardware men are having better cash sales. 


Other lines of busi- 


ness are also showing some improvement. 

Collections during this month are slightly slower than during 
last month, due to the proximity of tax paying time, it is believed. 
Prices are holding steady and show no changes from those quoted 


last week. 


With the heavier buying progress there is no tendency 


toward lower prices, and the trade and future orders do not war- 


rant any advances. 


Stocks are well assorted on the seasonal lines, 


though not particularly heavy in any respect. 


AXES.—Sales are fair, with ample | 


Prices are unchanged. 


stocks, 


stocks on hand. 


We quote from jobbers’ 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per doz. and 
double bit base weight axes at $21.50 


per doz. net. 
BOLTS.—Demand is fair, with stocks 
well filled. Prices are steady and firm. 


We quote from jobbers’ stocks, 
f.o b. Twin Cities: Carriage bolts at 
471% per cent; machine bolts at 50-10 


stove bolts at 75 per cent, 
screws at 55 per cent from 


eent; 
lag 


per 
and 
lists. 
BRADS.—Call for brads shows the ef- 
tect of more building activities. Stocks 
are well filled and prices firm. 
We 


jobbers’ stocks, 
OF 


quote from 
f.o.b. Twin Cities: Wire brads in 2: 


| 


| 


AND ELBOWS.—While the 








lb. boxes at 75 per cent from list. 

BUILDERS’ HARDWARE. — Dealers 
are beginning to deliver finishing hard- 
ware estimated some time earlier in the 
The greatest demand is for 
merchandise for small homes in the 
larger cities. While the building per- 
mits do not register much if any higher 
than those of a year ago, the volume 
fair. Building in the rural districts 
is well up to last year’s record. 
CARPET SWEEPERS.—Call is fair, 
with stocks well assorted. Prices have 
not changed. 


-eason. 





Is 


We quote -from jobbers’ stocks, 
f.o.b. Twin Cities: | 

Carpet Sweepers, American Queen, 
$o4 per doz.; Elite, $60 per doz.: | 
‘;rand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz.: 
l’rincess, $50 per doz.; Universal. 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers. Little Gem (3 and 6 
doz. cartons), $3.75 per doz.: Little 


Jewel, 1 doz. cartons, $10, and Junior, 

1 doz. cartons, $16 per doz. Little 

Helper, $2 per doz. | 
CHURNS.—Demand shows a slight im- | 
provement, with the spring call adding 
to the customers. Stocks are well 
filled and prices steady. | 


are moving out at a fair rate. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 


lack of 
rain has held down the volume of work 
in this direction, there is a fair amount 
of business. New and repair work is 
fair. Stocks are ample for the call. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 


$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per doz., net. 
FIELD FENCE.—With the _§ spring 


work of planting out of the way, farm- 
ers are turning to the work of fencing 
and other “odd jobs.” Fence is more 
in demand. Stocks are well filled and 
prices firm. : 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga._ intermediate 


type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion, 


FILES.—Demand is fair for files in all 
lines of work. Shops and factories are 
fairly busy, and construction work has 
improved the call in that direction. 
Stocks for the most part are well filled. 
Prices are firm and show no evidence 
of changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call is fairly 
_good for all kinds of galvanized ware 
commonly used. Baskets, tubs and pails 


Stocks 
are well filled and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25: 
ro. 3, $9.45; heavy tubs, No. 1, $12 60: 


No. 

No. 2, $13.80; No. 3, $15; standard 10 
qt. pails, $2.70; 12 qt., $3.05; 15 aqt., 
$3.40: stock pails, 16 qt., $5. and 18 


q.., $5.50 per dozen, net. 


SS 


| 


‘GLASS AND PUTTY.—While the call 
'is fairly good, there seems to be a lull 
in the retail demand for glass. Stocks 
are being kept up to a degree. Prices 





show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and_ strictly 
pure putty in 50-lb. drums at $4.85 


cwt., net. 

HAMMERS AND HATCHETS.—The 
demand for small tools is better than 
a month ago. Building and other con- 
struction work has had an influence in 
this direction. Stocks are well filled, 
and prices show no changes. 


We quote from jobbers’ stocks, 


ye 
_ 





Pe 





| 


‘at present. 











f.o.b. Twin Cities: Maydole, No. 11! 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12: 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz., net. 


HOSE.—With rains more frequent, the 
‘first rush for hose has been somewhat 
diminished. Stocks which were first 
_put in were cleaned out in a retail way 
and many of the dealers’ reordered. 
| Prices are firm since the decrease of a 
| month ago. 
We quote from 
f.o.b. Twin Cities: Competition, *, 
in., 3 ply, $8.25; Leader, % in., 5 ply, 
$9.50; % in., 5 ply, $10.75: Good Luck, 
5 in., 6 ply, $10.75; Bull Dog, % in., 
7 ply, $14; Riverside, molded, % in., 
black, $14; ® in., black, $12.50; red, 
% in., $14.50; % in., $14 per 100 ft., 
net. 


ICE CREAM FREEZERS.—Consumer 
demand has improved slightly with the 
warmer weather. Stocks are well filled 
in readiness for the summer demand. 
Prices show no changes. 


We quote from 
f.o.b. Twin Cities: 
Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each: 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 at., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 
Alaska Grey Goose Freezers.—1 qt., 
each; 2 gqt., $3.90 each; 3 qt., 
; each; 4 qt., $5.70 each; 6 qt., 
5 each; 8 qt., $9.35 each; 10 qt., 
250 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 
White Mountain Freezers.—2 





jobbers’ stocks, 








jobbers’ stocks, 


3.35 
4.65 
7.2 
] 


RtRRtA 


ae 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each: 8S qt., 
$13.50 each; and 10 aqt., $18 each. 


These are list prices and are subject 
to a dealer’s discount of 50 per cent. 


LANTERNS.—Call for lanterns is fair, 
there being a certain demand for con- 
struction and sewer work and similar 
lines. The regular trade is normal. 
Prices have not changed. 

We quote from jobbers’ 
f.o.b. Twin Cities: Long or 
globe tubular lanterns, $13 per 
net. 

LAWN MOWERS.—Trade has started 
in a very satisfactory manner for lawn 
mowers. While the early demand was 
retarded, sales seem to be improving 
Stocks are well filled. 


stocks, 
short 
dozZ., 


| Prices show no changes. 
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Only WHITCO 



















Se. WY : 
Sash partly SS ’ ‘ 
open Yi 


Sash entirely closed 
and locked 




















CAN GIVE YOU THESE ADVANTAGES 


Do you know of any other casement window hardware that will make it easy and safe 
to clean both sides of the glass from within the room? 


Is there another that enables you to set the sash so it will catch and admit the breeze 


from one side as well as the other? 


e 


Where else will you find one that gives you an easily operated sash at all times, yet holds 
the sash in any position in any wind, without the aid of an adjuster or other unsightly accessory ? 


Yet each and every one of these advantages are essential to the safety, the comfort and 
the convenience of the householder who prefers casements to any other type of window. 


and more. 


WHITCO gives you all of them 
It supports—not suspends—the sash. 


The heavy metal sash-plate, extending across the 
joint between the stile and the rail of the sash, so rein- 
forces this weak point as to remove all danger of sag. 


Even the attaching screws—all set in at right angles 
to the line of strain—add further to the strength and 
permanence of the installation. 


And now that Whitcos companion piece—the 
Caledonia Control—opens, closes and locks a Whitco- 
equipped sash easily, quickly and positively and with- 
out moving the screen, you have at your command the 


most complete, as well as the most practical casement 
equipment ever developed. 

Whitco is the original self- adjusting, 
casement hardware. 


The Caledonia Control is the answer to all 
problems on Whitco-equipped casements. 


safety-cleaning 


Screen 


Recommended for use together, but sold separately 
Whitco, in solid brass................. per set $2.25 
Whitco, in rust-proofed steel..... 


Caledonia Control, 
brass finish . 


Other finishes at + alias addtiniiaad cost. 


. per set 1.75 


in standard brush 


each 2.00 


The above is our advertisement for June to the 
Architects and Builders throughout the Country 


Western Offices: 
365 Market Street 
San Francisco 





Eastern Offices: 
636-645 Mass. Trust Bldg. 
Boston 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C mowers at 35-5 per 
cent; Style E, 40-5 per cent; style K, 

35 per cent, and Riverside ball bear- 
ing, $8.75 each, net. 
MILK CANS.—There is a slight retail 
incrase in this line as the season ad- 
vances. Stocks are filled and prices 
are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.60; 8 gallon, $3.10 and 
1% gallon, $3.20 each, net. 
N AILS.—Trade is fairly good in this 
line, with construction work well 
launched on the season’s campaign. 
Stocks are well assorted, though not 
heavy with the dealers. Prices show 
no changes. 

We quote from 

f.o.b. Twin Cities: Standard wire 


nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Demand is good, due 
to cool mornings and evenings, and the 
exodus to lake and summer homes. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. 

PAINTS AND WHITE LEAD.—Sales 
are going strong at present, with out- 
side painting and decorating well un- 
der way for the season. Stocks are well 
filled and prices are firm. 

We quote. from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 


cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 


jobbers’ stocks, 


PAPER.—Call for building papers is 
good, with stocks well filled. Prices | 
show no changes. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PLANTERS.—tThe heavy 
season is over in the sale of planters. 


Stocks are being graded down. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. 
ers 
ers 


Twin Cities: Acme corn plant- 
at $10.25, and Acme potato plant- 
at $10.25 per dozen, net. 


PUMPS.—Demand is showing some im- 
provement. Better water supply is be- 
ing demanded on the farms of the 
Northwest, as the trend toward dairy- 
ing and stock raising continues. Stocks 
are in good condition. Prices show no 
changes. 

We quote from 
f.o.b. Twin Cities: 
plain spout windmill force pumps, 
§-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182, hand 

6-in. stroke, 6 ft. set length, 
each, net. 


PYREX OVENWARE.—-Sales are nor- 
mal for this time of year. Stocks are 
well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casseroles, 
at $1.17; No. 197 casseroles, $1.17; No 
202 pie plates, 50c.;: No. 210 pie antes, 
67c.; No. 212 bread pans, 60c.; 231 
utility pans, 67c.: No. 12 tea pote. 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net. 


REGISTERS.—Sales are fairly good, 
with stocks well filled. Prices have not 
changed. 


jobbers’ stocks, 
Deming, No. 440, 








part of the | 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel reg- 
isters at 40 per cent from lists. 
ROPE.—Call for rope is steady and 
normal. Dealers are filling in for the 
hay time demand. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib., base, and best 
grade sisal rope at 18c. Ib., base. 

SANDPAPER.—Demand shows some 
improvement commensurate with the 
building activities. Stocks are full, with 


prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 


sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16. 50 per ream. 
SASH CORD AND WEIGHTS.—Call 
is fair, with stocks ample for the de- 
mand. Prices show no further changes 
at present, though there are rumors of 
a decline in cord. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. Ib., and second grade at 
37%4c. Ib.; cast iron sash weights at 
$2.10 cwt., net. 





for the call. 


SCREEN DOORS AND WINDOWS.— | 


Demand is showing signs of increase, 
with the approach of the insect season. 
Stocks are well filled, ready for the 
call. Prices show no changes. 

We 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each: fancy, 


2-8 x 6-8, $2.44 each: Sherwood ad- 


justable window screens, 24 in., $6.40 
and Wabash extension, 24 In., $5.20 
per dozen, net. 


SCREWS.—Sales are fairly good, with 
stocks well assorted. Prices have not 


and half solder at 42c. Ib.: and strict- 
ly half and half solder at 41¢. Ib., net. 


STEEL SHEETS.—While the demand 





changed. 

We quote from fobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-10 per cent: flat 
head. japanned, 72%4-10 per cent: 
round head blued, JT 19 per cent: 
flat head brass, 714-10 per cent: 
round head brass, 7h-10 per cent from 
lists. 

SOLDER.—Call is fair, with ample | 
stocks on hand. Prices have not 
changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Warranted half 


is fair, work in sheet metal lines could | 


be better. Stocks are well filled and 
prices are steady. 
We quote from jobbers’ stocks, 


Galvanized steel 
base (28 ga.) and 
base. 


f.o.b. Twin Cities: 

sheets at $5.60 cwt., 

black steel] sheets at $4.35 cwt., 
TIN.—As with sheets, there is a slight 
slowness in the sale of tin. Stocks are 
well filled, prepared for a heavier de- 
mand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
°0 x 28 tin at $14.50, and IC, 20 x 28, 
8 Ib. coating roofing tin at $15.25. per 
box. 


TORCHES.—Retail sales are showing 
some activity as building work pro- 
Stocks are full and prices 


gresses. 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
oe SS: — 47, at., $7.08: No. ies 

.48: No. 49, aqt., $8.54; No. qat., 


$7 ° 

(flat), $6.96 each. Turner we 
line, No. 8, qt., $5.33; No. 14, qt., 
$5.76: No. 22, at., $6. 53: No. 30, qt., 
$6.91: No. 38, qt., $5.76: No. 39. at., 
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$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
$5.25 each. Turner firepots, No. 53, 
$7.20; No. 63, $7.97; No. 66, $10.18; 
No. 16, $7.13; No. 34, $8.67 each, net. 
WHEELBARROWS. — Contractor de- 
mand is slightly better, with home own- 
ers buying at a fair rate. Stocks are 


ample for the call. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ere tray ogy 
bolted wheelbarrow, $37 doz.; Oo. 
tubular, $7.33 each, ‘and No. 1 BR 
barrows, $6.25 each, net. 


WIRE CLOTH.—Sales are better, as 
screens are being made ready for the 
season. Stocks are well filled. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 13 x 12 
mesh, $2.35 per 100 sq. ft., base; 
galvanized, 14 x 14 mesh, $2.70 per 
100 sq. ft., base, and 16 x 16 mesh, 
$3.10 per 100 sq. ft., base. 


WIRE.—Sales are fairly good in all 
lines in this product. Stocks are ample 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Painted cattle 
wire at $3.01 per 80- vel spool; painted 


hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43. per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt.; ‘and galvanized 
smooth wire No. 9, $3. 70 cwt. 


New Line of Pressure 


Kerogas Stoves 


The A. J. Lindemann & Hoverson 
Co., Milwaukee, Wis., has announced a 
new line of Pressure Kerogas Stoves 





and Ranges, designed to use gasoline 
for fuel consumption. 

These new stoves are supplied with 
gasoline to the generating burner un- 
der air pressure. This pressure is ob- 
tained with a hand pump, the gage 
indicating the amount of pressure in 
the tank. 

Pressure Kerogas Stoves provide a 
clean, powerful blue gas flame that = 
be regulated from “faster-than-gas” 
tensity down to a slow, simmering i. 
These stoves are the ideal in gasoline 
cookers, having such added features as 
the full inclosed cabinet back which 
prevents false drafts from reaching 
the flame, square grates that provide 
30 per cent more heating surface, quick 
in starting and built unusually strong 
and rigid. 
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Increase Your Rope Sales with 


Plymouth Dealer Helps 


Time and again dealers have sold Ply- 
mouth Rope to customers who were 
passing their store and were stopped 
by a striking arrangement of rope and 
Plymouth display material in the 
window. 


Many of these customers had no 
thought of buying rope at the time, but 
the display suggested some one or 
more uses for rope and resulted in a 
sale. 


Now, during the season when riggers, 
painters, boatmen, fishermen, farmers, 
home owners and others all NEED 
rope, is the logical time to make use of 
our Free Advertising and Window 
Display Material. 


The reputation of Plymouth Rope is 
so firmly established that but little ef- 
fort is required to sell it. Because of its 
uniform quality Plymouth Rope is 
everywhere known as “The Rope You 
Can Trust.” : 

If your Jobber doesn’t handle Plymouth 


Rope, write us and we will refer you to the 
nearest Distributor. 





Plymouth Cordage Company 


North Plymouth, Mass. 
Welland, Canada 


She Ro 
You Rb, 
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More Than a Century of Steady Progress 


The Jennings & Griffin Manufacturing Co., Meriden, Conn., celebrates 
its 108th Anniversary—Firm still makes use of its original factory; 
building for tool manufacture 


plant of Jennings & Griffin Manufacturing Co., 
pioneer tool makers, which holds a rank as the 
senior business concern in the Meriden manufactur- 
ing district. A description of the origin and devel- 
opment of this pioneer tool manufacturing company 
appeared in the Meriden Daily Journal, and is replete 
with interesting historical information. 
Established 108 years ago in 1818 by Ezra 
L’Hommedieu, the company still makes use of the 
original factory, built for the manufacture of augers. 


“The Jennings & Griffin Company has very valu- 
able water rights, developing more than one hun- 
dred and fifty horsepower and it was over the race 
way for the development of the power that the orig- 
inal factory was built. Of course its construction 
was of a most sturdy character to withstand as it 
has its use and the buffeting of more than a cen- 
tury and as a result the big timbers are apparently 
as solid today as when built. Around it has been built 
the other and newer buildings now composing the 
big establishment in which the famous ‘Arrow Head’ 
brand of tools are made. 

“Ezra L’Hommedieu, the founder of the business, 
conducted it for a number of years and then sold it 
to N. C. Sanford who in turn was succeeded by Clark, 
Wilson & Co., under the name of the Eagle Auger 
& Skate Co. During the Civil War, Edward Hunt- 


UST over the city line of Meriden, Conn., is the 





C. E. Jennings, president of the Jennings & 
Griffin Manufacturing Company 


ington Tracy of the firm of Reed & Tracy, whose 
business, mostly in the Southern States, had been 
ruined by the war, became a partner and in 1864 
took charge of the factory. He later bought the 
plant and ran it under the name of E. H. Tracy 
until he organized the L’Hommedieu Tool Works in 
1880. 

“In 1881 C. E. Jennings, Francis B. Griffin and Mr. 
Tracy became associated and incorporated as the 
L’Hommedieu Hardware Co. with Mr. Jennings as 
president and Mr. Tracy as secretary and treasurer. 
Mr. Tracy died in 1882, being succeeded by Francis 
B. Griffin as secretary and treasurer, and Mr. Tracy’s 
son, Randolph H. Tracy, now in charge of the Port 
Jervis factory of the company, was brought East to 
take charge of the local plant. In 1888 the name 
was changed to the Jennings & Griffin Manufacturing 
Company with Mr. Jennings as president and Mr. 
Griffin as secretary and treasurer. For forty-three 
years the business has continued without further 
changes in the officials. This year marks also the 
fiftieth anniversary of the association of Mr. Jen- 
nings and Mr. Griffin, who also compose the firm of 
C. E. Jennings & Co., sales agents of all the products 
of both the factory here and that at Port Jervis of 
the Jennings & Griffin Manufacturihg Company. 

“That section near the factory is known as Tracy 
and it is also the official name of the post office. It 
was named after E. H. Tracy, who was for so many 
years its leading citizen and important business man. 
The post office was established because of the dis- 
tance from the Meriden office and the dependence on 
horse drawn vehicles or trains as those were the days 
before trolleys and telephones. Mr. Tracy was born 
in Norwich and after he came here he lived in the 
second house north of the factory. There was but 
one other factory in the world then making ship 
augers. Despite this lack of competition the busi- 
ness was founded on high quality of goods made and 
the reputation thus established and which became 
world famous has been jealously guarded throughout 
the history of the company. 

“C. E. Jennings, the president, has had many years’ 
experience in the export trade and was long active 
in the interests of other manufacturers abroad as 
well as his own. He has traveled well over the civil- 
ized world in his own and other interests and has 
been a large factor in inducing development of for- 
eign trade. 

“The officers of C. E. Jennings & Co. were long in 
New York, but some time ago were removed to New 
Haven where they occupy commodious quarters at 
134 Meadow Street. 
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“The Jennings & Griffith company enjoy a great 
reputation for the quality of their tools, that are 
covered by the trademark ‘Arrow Head,’ and are 
sold and used in most of the foreign countries as 
well as in the domestic trade. 

“Both Mr. Jennings and Mr. Griffin say that the 
company could never have arrived at this state of 
efficiency had it not been for the loyal cooperation of 
the men who have been associated with them for 
many years. They point with pride to many with 
long service in the company. 

“In all the years the factory has operated they 
have never had any labor trouble or misunderstand- 
ings, with the men, who always cooperate as far as 
they can in meeting the conditions that exist. It is 
conducted on the old plan of a ‘family firm’ and all 
the men take a very deep interest in its success. 

“When Charles E. Jennings took hold of the plant 
in 1881 his constant aim was to increase the variety 
of high class tools. They originally made only ship 
augers, but since that time have taken up and placed 
upon the market a complete line of boring implements, 
including patented expansive bits, which are being 
manufactured under the patent of A. B. Jennings, 
who devoted the larger part of his entire life to per- 
fecting the quality of the tools and was of invaluable 
service to the company until he was suddenly taken 
away. 

“Some of the leading articles manufactured are 
Arrow Head expansive bits, Clark pattern expansive 


Sem1-Solderless 
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bits and No. 1 1-2 auger bits. The first costs of 
these bits is higher in price than any bit on the 
market for general use. The company originated 
the idea of packing the auger bits in rolls as a great 
convenience to the mechanic. They also make elec- 
trician’s bits, augers, both for handle use and also 
for brace use, both the ship augers and the No. 30 
type. The company has a great reputation on its 
pneumatic boring machine augers. They also make 
the highest priced chisels, their No. 70 being all hand 
honed and fully tested. They also make a very high 
class type of drawing knives and a patented folding 
handle drawing knife. 

“At the company’s saw works at Port Jervis they 
make a comprehensive line of saws, including hand 
saws, rip saws, butcher saws, saws for cutting wood, 
saws for cutting metal; also a very high priced hack 
saw frame designed for heavy work and a complete 
line of cabinet scrapers which are all saw tempered 
and have a great reputation for superior quality. 

“In addition, the company makes a full line of coping 
saw frames, some of their own design, entirely dif- 
ferent from anything on the market. From New 
Haven is produced a very high class tool chest and 
shipments are made from there. 

“Joseph L. Jennings is the sales manager, having 
been with the company for over forty years. A full 
line of tools made at the factory is carried at the 
Tracy office of the company and anyone interested is 
invited to see them there.” 


MILK CAN 


One-piece seamless 
neck is locked to 

















The jolts, jars and excessive strain put on milk cans 
through the use of motor truck transportation 
brought out the need for a can of superlative 
strength. The electrically welded joint construc- 


the heavy seamless 
breast by special in- 
terlocking joint. 


tion of the new Buhl “Semi-Solderless’” cannot Electrically welded 
, : t t t 
break or come apart. No open crevices, one-piece cas: ee a 


seamless neck, one-piece seamless cover, no sharp cee ae oe 


corners or rough edges. Read the specific data on gather filth and dirt. 
construction details at right and then write for 1 eat pce 3 


locks breast and cyl- 
prices and discounts. inder together 
BUHL STAMPING COMPANY , 
vlinder seam elec- 
trically welded into eee 


Detroit, Michigan one piece. 







Increased curled 
construction of 
handle as- 
sures a 
firm 
grip 











Offset on heavy 
steel hoop provides 
a rigid seat for side 
and bottum flange 
= —no sharp or rough > 
Electrically edges to cut the 
welded to the hands—no cracks to 
wreans collect dirt. 





One-piece seamless cover protected 


by heavy curled rim. 
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They Refuse to 
Be Shaken Out! 


The imperfect Set Screw that goes in 
hardest, may be shaken out of a moving 
part the easiest. 


You may break a wrench in setting it 
tight, and see it loosen without any 
wrench—if there's just a little off-pitch 
threading. 


ALLEN Set Screws are double-checked for 
accuracy of threading. Not only threaded 
to standard gauges, but checked with 
pitch micrometers for the closer test. 


This makes Allen screws fil tight on every 
fraction of threaded surface. Makes them 
hold in moving parts under loosening 
strains and vibration. It makes them 
“‘stayers ——most as much as the strength 
of their cold-drawn sockets. 


This is one of the points which make it 
easy for Allen Dealers to sell Hollow 


Screws. Would you like the Allen Catalogue 


—with many more pointers ? 


The Allen Mfg. Co. 





139 Sheldon St. Hartford, Conn. 
BRANCH OFFICES: 
W. C. Stauble R. E. Gregory 
2704 Rochester Abe. 1029 Wesley Abe. 
Detroit, Mich. Evanston. Ill. 


E. P Crowford W. J. MacRae 


3348 No. Pwrk Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 

















French Lick 


(Continued from page 53) 





as the “sucker’s game.” I remembered my favorite 
number—25 on the red. Well, I regret to say that 
25 on the red seems to have gone out of business! I 
decided not to break the bank. I was sorry for Mr. 
Brown. No doubt he has a hard time keeping open. 
Why should I take all of Mr. Brown’s money away 
from him? Wouldn’t it be better for me to wait until 
I arrive at Monte Carlo? I would not feel so badly 
about taking the money of the Prince of Monaco. He 
is not an American. Why should one American rob 
another? I felt so sorry for Mr. Brown that I just 
quit!!! 
~ ” 1% 


Then, having quit, I decided to study the gamblers. 
How character comes out in gambling! There was 


_ a gambler at roulette who bought $10 worth of white 


chips and then carefully bet one number at atime. He 
gambled like a Scotchman. There was another gam- 
bler who played a system. One woman was playing 
the number 32. How she did stack the chips on and 
around this number! Strange to say, this number 
kept on coming. She cashed in $1,100 in thirty min- 
utes. There was another gentleman who looked like 
a bootlegger, who was betting $10 on a number. He 
betted all over the board. He won almost every time 
because he was on almost every number. However, 
all the time he was favoring certain numbers with 
an extra large dose of chips. Every now and then 
one of these numbers came and then they gave him a 
stack of special green chips with a white rim—very 
pretty ones—worth $25 each. I never handled one of 
these chips myself, but they were nice-looking! How- 
ever, luck finally turned against him and he decided 
to go to bed, having dropped $3,000! 


* * * 


The dear ladies, though, were the most passionate 
gamblers. They seemed to take it most seriously. 
Their set, fixed faces were a study. There is a 
democracy about gambling. A charming woman will 
chat with you freely about her luck or your luck at 
the gambling table and then, the next day when you 
meet her on the golf links, she will not remember you! 


* ** ~ 


There was also a blackboard game of “puts and 
calls.” A lot of people sat in chairs, as they do ina 
broker’s office, and played this game. I never learned 
exactly how it was done, but on the walls there were 
a number of rules and regulations, one of them being 
that, in order to play this game, you must establish 
your credit in advance with Mr. Brown—lI suppose, 
give him references! 

“ 7” ~ 


They also had the English game of “‘Hazard,”’ where 
the dealer sits with a large dice box without any bot- 
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tom.. This dealer had a very bored, pained expression. 
It must be tiresome just to shake that box and lift it 
up from the table showing the dice for hours at a 
stretch. This seemed to be quite a popular game. 


* * * 


The old game of “Faro,” so popular in the West, 
was conspicuous by its absence. I intended to ask 
Mr. Brown why he did not have a “Faro” game. It 
would have been nice to once more have seen the 
metal box holding the deck of cards and to watch the 
long, slim fingers of the dealer as he slipped these 
cards out of the box. It would have reminded one of 
Bret Harte and Mark Twain and the early days in 
Colorado before they shut off “Faro” and started 
raising sugar beets! How well I remember Ben’s 
place in Aspen, Colorado, where you could sit and play 
“Faro” and tickle the ears of his pet mountain lion 
between deals! 
* ~ * 


I met an old friend of mine, a colored waiter, who 
declared he had waited on me at Bradley’s at Palm 
Beach. It has been many years since I saw Bradley’s, 
but I could not decline the honor of being recognized 
by this colored gentleman. ‘Tell me”’—I said to him 
—“how do they get away with this wide-open gam- 
bling here in Indiana?” He chuckled a rich chuckle 
and said—“Why, don’t you know just before every 
election this here place gets raided? Then they pays 
the fine and then they is good clear up to the next 
election!”’ 

* %- * 


Of course since I could not get a start as a winner 
at Mr. Brown’s place, the proper thing for me is to 
get even by writing a highly moral article on the 
demoralizing effect of this kind of wide-open defiance 
of the law! Now, I would have written an article 
like that if I had won, but you see, having lost, it 
would affect my own self-respect. I might think to 
myself—“I am just getting even with Mr. Brown be- 
cause things did not break my way.” No, it is not 
sporty to lose and then assume a high moral tone. 
We can only become highly moral when we have been 
winners in life! ! 

* * * 


It all reminds me of a certain bootlegger who wished 
to buy a very old and respectable drug business. I 


asked why he wanted that business and the answer. 


was that he had got rich as a bootlegger and he was 
now so rich that he could afford to be respectable! 
No poor man, no failure, can afford to get up and 
moralize. No, sir, I am sure I am right. It is not 
proper for me to moralize on gambling as I quit a 
loser! 

* * * 


My next article will tell my adventures motoring 
from French Lick to Evansville. 
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“I’ve Used Armstrong 
Pipe Tools for 20 Years 
—You Can’t Beat Them” 


Men who have used GENUINE ARMSTRONG 
PIPE TOOLS from 20 to 30 years say: “You can't 
beat them.” These men speak from experience. 
The great success of GENUINE ARMSTRONG 
PIPE TOOLS is due to the fact that one tool in 


the Armstrong line is as good as another. 


With the same dependable Quality built into 
EVERY GENUINE ARMSTRONG PIPE TOOL 
—one tool sells another. And with every Arm- 


strong advertisement telling mechanics in every 


field “To buy from YOU instead of us.” 
dealer couldn’t help selling them? 


what 


Are you supplied? 
ber instead of us. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 


Please order from your job- 
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AR RM R.GAS +2 STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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DIXON’S 


FLAKE GRAPHITE 


SPRING OIL and 
RUST SOLVENT 


A quick selling lubricant that has many 
uses in the home or office. 

Containing Dixon’s Flake Graphite, it 
is unexcelled as a lubricant. The lubri- 
cating value of flake graphite is well 
known in industrial and mechanical 
fields. 

Now, by means of Dixon’s Spring Oil, 
it is possible to take advantage of graph- 
ite lubrication in the home or office. 

The high quality lubricating oil car- 
ries a charge of graphite to every moving 
part and provides better and longer-last- 
ing lubrication than is possible with oil 
alone. 

It is an effective lubricant for hinges, 
lawn-mowers, sewing machines, type- 
writers, etc. Equally valuable around an 
automobile. 

Unexcelled as a rust solvent. A few 
drops will loosen the most obstinate nut 
or bolt. 

Write for colored catalog sheets and 
circulars. 

Packed one dozen cans in attractive 
counter display carton. Three cartons to 
a case. 


JOSEPH DIXON CRUCIBLE CoO. 


JERSEY CITY, N. J. 3X8 ESTABLISHED 1827 
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How Troy Keeps Trade at 
Home 


THE PROV TES. TROY. NY. THUKSDAY §v EMING, MAKCH 4. ise flee 
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A ae to Trojan 





& 
This Neighbor 


4 





Or.-- 


This Stranger? 


os oo 
Tos which o! que men 


<¢ town merchant 
the left or the house- ou poder 








lroy's progress belo $? 





Who—contibutes to the support o tthe schools and church ves in this 
community —thereby making it os ysible for your children and our ildre 
proper educational and religious tra 4 | 


Who—' abways glad to give his ae assistance and financial aid in | 


backing any movement that gives promise of bettering Troy's civic status 


Who—'”2’s carries a stock of the highest quality merchandise on hand 
| 


=a can buy without the least inconvenience—when you want it or when you 


! Who— ays taxes that are used for the improvement of Troy's strects, 
oS rks, lighting systems, playgro: and other facilities of our city that we all appreciate? 


Who—2tronizes your fellow merchants and home enterprises in order 
that Troy might enjoy the utmost in Prosperity? 


Your Local Merchant—or—The House-to-House Peddler? 


The Answ er—lies | in the heart of every loy al citizen of Troy. 
And we have every that the right-thinking citize ot our 
munity will heep their oan a home—wiicre it rig het hy belong 


Che Cron ee 




















HE above advertisement, appearing in a recent 

issue of The Troy Times, shows how Troy house- 
holders are being educated to patronize local mer- 
chants to the exclusion of house-to-house canvassers. 
Advertisements and educational propaganda of this 
type, dppealing to the loyalty and common sense of 
the housewife, are appearing in more and more 
throughout the country, and demonstrate how 
thoroughly HARDWARE AGE’S campaign for the pro- 
tection of the local merchant has taken root. 














Radio Radiations 

Saunders Norvell certainly has a lot to say about 
morons, but we never knew exactly what they were 
until the other day when we saw a radio salesman, 
who was also a radio expert, spend three-quarters 
of an hour discussing the theory of the grid leak with 
an avowed “parts” customer while a crowd of sub- 
stantial looking folk waited to talk business at the 
completed sets counter. What are a few sales more 
or less to a technical genius! 
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‘‘Never Humorously to the 


Customer’’ For 1926 
OMEBODY asked Will Rogers, the noted lariat- We Recommend 


thrower and joke-smith, where he manages to 
get all of his ready supply of fun. He replied, in Th Be oy ii 
characteristic style, “I just watch the government and ¢€se Sst < er By 
tell the truth. i ao (Nationally Distributed through the Jobber) 
The government is, in a sense, a fair target for ee — = aes 


—_—-——___— —— 

















jests. Undoubtedly it should not be so but the para- y eee 
doxical fact remains that, because all of us are re- Speinhder 
sponsible for our government, none of us is. There- ue dies tad 
fore each feels that he can snicker with safety and List, Doz. 
immunity over any jibes at its shortcomings provided $18.00 
the latter do not tread too sharply upon political corns. 
But because Will Rogers can successfully poke fun ; 

at the government for the benefit of its “stockholders” Midget 
is no good reason for the average retail-store clerk Sprinkler 
believing he can as successfully cast humorous darts | Meee il 
at the management of his smaller government—the $13.40 











store where he is employed—for the benefit of its 
customers and can raise a laugh which will line his 
pockets with money. 

Practically every retail store has its faults and none 
knows these better, as a rule, than the retail clerk. 
There’s nothing funny about it, no matter from 
what angle it may be considered; and the quicker 
the clerk awakens to that fact, the better and happier 
for all concerned. 

When something is “rotten” in retail “Denmark,” 
tell it seriously to the boss, but never humorously to 
the customer. 
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The Price Tag Tells the Tale 


_— — ---—— 





There are lots of ways of selling— Secctutte 
But only one is best Nozzle . —_______— 
As the quickest way of telling List, Doz. Zenith Sprinkler 
$8.50 List, Doz. $14.40 


The price to folks in quest 
Of anything, no time is lost 

In questioning, right there— ‘ie ID)o 
The price tag tells its selling tale, 

And tells it—everywhere. Ja . »& )& ) > 
Folks often see the goods they want PoE Gr 


In windows on display; 
But when the price is left to guess, Established 1887 
They stroll upon their way. 
Of course, they may take time to ask; 566 W. Lake St. 





But very seldom do, hi 
And ninety-nine per cent of ’em , f nO ad st 8 ae 
Pass on and out of view "naan Agar 285 3 gas 0) OF hag ag 
; in the ser oe poe 3908 = New York 
But when the goods are plainly marked Manufacture wer sat sa 8 sare 
With price tags trim and neat, of yore ws re 
The combination makes the sale, Lawn 
The service is complete. Sprinklers, 
With goods and price in open view, Spray 
No further need they walk— Nozzles, Write for 
The price tag tells the story Hose Brass Circular 
To your profit—let it talk! Goods 198B 











WILLIAM LUDLUM. 
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sorew Plate Bets 


“The Line That Keeps Moving” 


It takes steam to make the engine “‘Go” and it takes more than 
ee materials to keep tools moving. 

e’ve built “Go” as well as Quality into the complete line of 
“Threadwell’’ Tools. Let us send you our latest catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 
— , 135 St. Clair Ave., N. E. 
San Francisco, 604 Mission St. 
Detroit, 1323 Dime Bank Bidg. 


New York City, 396 Broadway 
Philadelphia, 809 Harrison Bidg. 
Rochester, N. Y., 246 St. Paul St. 
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TRADE -MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 











Hold Up to 100 lbs. 


~Graffco— 







Note the Nail! 


IT 
ST AYS TRADE MARK REG. 
IN! P} He 
icture Fiangers 
Won't 
! ‘ s f tl leal th fant 
Fall Out! i> alee tle: tenis the —" ne Sane 


ers have big money-making advantages 


Size No. 2 
for him, particularly the sure-to-stay-in 





nail, which is also instantly removable; 
the flat back, which prevents injury to 
walls or woodwork and makes them the strongest 
hanger made; their 3 handy sizes retailing 10c a 
packet, any size; and other features. Our offer 
includes a handsome display case free. Write 
for details. 


GRAFF-UNDERWOOD Co. 


Sole Mfrs. Graffco Vise Signals, Vise Clips, Index Tabs 
20 Beacon St., Somerville, Boston 42, Mass. 























MILBRADT 
LADDERS 


will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 


fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
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‘*No Chance!’’ 


66CNAY what you may, a young man has not the 

~ chance today that he used to have,” you wili 
hear many say. The person who says such a thing 
is either a pessimist or just plain lazy because the 
facts are not with him. 

If there ever was a “land flowing with milk and 
honey” and full of opportunities, it is the good old 
U. S. A. in the year 1926. The man who complains 
about lack of opportunities today should do two things: 
Read up on history and acquaint himself with the con- 
ditions in times past, when there really were few 
opportunities, and also make a practice of regularly 
scanning the financial pages of his newspaper, which 
he probably never reads now, in order to acquaint 
himself with a few, useful and meaningful statistics 
regarding this country today. 

Out of the twenty-five million automobiles in the 
world today, nineteen million are in this country, 
owned by the citizens of the United States. One out 
of every five families in this country owns a radio set. 
Our bank clearings approximate ten billion dollars a 
week. Our income as a nation is around eighty million 
dollars a year. We own. approximately 45 per cent 
of the gold of the world which is the accepted financial 
indication of money power. Our comptroller of the 
currency puts the banking power of the country at 
sixty-two billion dollars. Two years ago, in 1924, the 
wealth of the United States was estimated at three 
hundred and twenty million dollars. We are spend- 
ing for building construction alone at the rate of six 
million dollars a year. 

The man who really does not think such statistics as 
these indicate opportunity for him and the next man, 
had better hie himself to the middle of the Gobi 
Desert, in Mongolia, and live with the Dinosaur eggs 
and the other fossils. 





You Can-t Please Everybody 


a4 WANT to stop in this drug store and get a 
couple of tires and a roll of chicken wire be- 
fore I go home. This is really the only com- 

plete drug store in town. Its department of men’s 

furnishings is really unusual and I get all the chil- 
dren’s shoes here. 

“It’s a shame the way some of the best drug 
stores are running down. My wife tried in two 
of them the other day to get a wrist watch and 
finally had to go to a jeweler. But this fellow never 
lets his stock run low. You should have seen the 
assortment of garden hose he had this spring. 

“You’d be surprised how hard it is to hold trade, 
though. A neighbor of mine who has always traded 
at this store, bought his hats here and everything, 
quit him and went across the street simply because 
he couldn’t get any quinine tablets here. I told him 
he ought to be ashamed, criticizing a druggist for 
being out of a little thing like quinine when he had 
the largest stock of dry goods and served the best 
boiled dinner in the city.”—The Stirring Rod. 
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‘Key West and the Railroad 
That Goes to Sea 


(Continued from page 50) 


my visit. Then one of them ushered me out to his 
car and drove me around the city and out on the 
marvelous new highway that is to connect the island 
city with the mainland. It is a gigantic piece of work, 
requiring courage and money, but it is being built, 
and soon the tourist can cross the Florida Keys in his 
car to the quaint but progressive city of Key West. 

The next day I called on William Curry’s Sons Com- 
pany, and had an enjoyable interview with Mr. Curry. 
The store is large, and is situated near the docks and 
the railway station. “You can tell the folks up north” 
Mr. Curry said with a smile “that Key West has the 
longest street in the world. It runs from the Atlantic 
Ocean to the Gulf of Mexico.” 

Well, I called on all the merchants, found them 
optimistic and doing a normal business. Then I wan- 
dered all over town. 

Angler’s Paradise 

Key West is an angler’s paradise. Fishing is one of 
its big industries. There are fish to be caught in every 
direction—from the bridges, docks and boats. Sponges 
are also taken from its waters, and thousands are 
cleaned and shipped out yearly. 

In addition there is the cigar industry with several 
large factories turning out Key West cigars. 

It is a resort city yet in the making. From Key 
West the steamers ply to Havana, and in Key West the 
American and the Cuban tourist visit as they come 
and go. 

I say it is a resort in the making, because its 
possibilities in that line have only begun to be realized. 
It has had no building boom, although it shared to 
some extent in the land boom. The building is largely 
to come, and it undoubtedly will come. The climate, 
the quaint homelike city, the fishing and other sports 
are sure to draw the tourist in increasing numbers 
as the seasons come and go. 


Another Industry 


But I forgot to tell you of another industry—the 
turtle industry. In large pens on the wharf are hun- 
dreds of big sea turtles. Some of the famous logger 
heads weigh as much as 500 pounds. 

Many of these turtles are killed for local con- 
sumption. Others are taken to the local canning fac- 
tory and transformed into delicious turtle soup. Still 
others are shipped alive in cars to New York and 
other large northern cities. It’s almost worth the 
trip just to see the turtles. 

Some day I’m going back to Key West to spend 
several weeks; to enjoy the Key West climate and the 
hospitality of its people, and to try my luck with cane 
pole, rod and reel. Others are going to go there too— 
more each year, and when the new highway is com- 
pleted Key West will come into its own. You simply 
haven’t seen Florida until you have seen Key West 
and rode on the railroad that goes to sea. 

Llew S. Soule. 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 


SHOT GUNS — SAFE REVOLVERS 


ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake 8t.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine 8St.; 
Ogden, Utah, 2327 Grant Ave. 











Do You Want a 
Torch 


that can be depended upon to give 
A-1 service every day in the year 
and for many years? BUY OUR 
NO. 32. Do you know that the 
No. 32 will save its entire cost in 
the saving of fuel alone and many 
times its cost in saved time? Me- 
chanics are proud to own and use 
the No. 32. 


Jobbers supply at factory price. 


Clayton & Lambert Mfg. Co. 


No. 32 Torch. 
6275 Beaubien St., DETROIT, MICH. 


Ask for latest price. 








facturing experience, 
finest quality of materials. 


Osborne High Grade Punches 





Arch Punches 


Revolving Punches 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Also: 


Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. ? 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 


Remember we have had ninety-nine years of successful manu- 
employ only skilled workmen and use the 


We stand back of every tool we make. Try us. 
Write for Catalog 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











tede SIMPLEX sun 


Reg. U. S. Patent Office 
ROOFING NAILS 


Here is a roofing nail that has 
none of the disadvantages com- 
mon to felt or tin and nail types. 
The Simplex has much more hold- 
ing power because of its large flat Sizes 1” & 1%” 
bearing head. It wears longer, » 
holds better and drives better. aenreé in 
Drives in from any angle. 100-Ib. Kegs 
& 5S-lb. Boxes. 





Let us send you samples and prices. 


CRESCENT BRASS & PIN COMPANY 
5760 Trumbull St. Detroit, Mich. 
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Burroughs Portable Adding 
Machine 


A low-cost, portable adding machine 
for retail stores and business offices 
is the latest achievement of the Bur- 
roughs Adding Machine Co., Detroit, 





in the manufacture of figuring equip- 
ment. 

This new machine is notable both 
for its compactness and its light weight. 
On desk or counter it requires very 
little space, 
average letterhead. And it can be car- 
ried easily from place to place for use 
wherever it is needed. 

In many ways the Burroughs Porta- 
ble can be compared with the larger 
machines. It is equipped with a stand- 
ard keyboard containing eight rows 
of keys, and it has a total adding 
capacity of $999,999.99. Its work is 
“visible,” always in full view of the 
operator. And it is practically the 
same in operation. 


It is also equipped with the regular | 
keyboard features of the larger ma- | 


chines such as total and sub-total keys, 
error key, repeat key, non-add key, and 
it is being sold and, of course, serviced 
by the company’s regular agencies. 
Speedy operation of the machine is 
assured by the one-hand control de- 
sign. Only one hand is needed for 
operating the entire keyboard as well 
as the adding and printing mechanism. 
The left hand is always free to follow 
or turn the items that are being added. 





Storm-Proof Door Hanger 
and Rail 


The most recent addition to the line 
of builders’ hardware made by the Na- 
tional Manufacturing Co., Sterling, II1., 















/ {i 
is the No. 55 Storm-Proof Junior Door 
Hanger and Rail. 


. This new hanger and rail is identical 
in principle and design with Storm- 


Nit 
HL 
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| Proof line of hangers and rail of stand- 
‘ard weight that has been made by 
them for years. 

The rail is so designed that it carries 
the door very close to the building, and 
as the tread part of the rail lies flat 
against the building it produces a 
sheering strain on the screws which 
fasten it. 

The rail comes in two pieces, the 


tread part and the cover part, and each 
functions independently. This feature | 


makes the Storm-Proof Junior Rail an 
easy one to hang because the tread 
part can be lined up and secured in 
place with nails, for which holes are 
provided. The cover is then applied 
and the screws set. It drops down well 
over the top of the door, protecting it 
from rain and snow, and making it ab- 
solutely storm-proof and bird-proof. 

In the hanger is incorporated that 
feature that is common in all National 
Door Hangers which enables the door 
to swing out at the bottom when a 
pressure is brought against it from 
within, but makes the hanger a rigid 
one against any pressure, like wind, 
for instance, from without. 


The hangers are packed complete | 


with bolts and also end caps and screws 
for the rail. The rail nests together 


iabtly. mere than ‘the nicely for safe transportation and con- 


venience in handling. 





New Rain-Drop Lawn 
Sprayer 
The Alsteel Manufacturing Co., Bat- 


on the market the adjustable Rain- 
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Drop Sprinkler, a hose nozzle fountain 
sprayer. 

It gives a fountain spray. The illus- 
tration shows the Rain-Drop as used 
for a fountain spray. 

The construction of the spray top 
is such that each stream is broken up 
into molecules and produces a fine rain 
drop that gives the spray its name. 

The spray top can be removed and 
attached to hose for spraying flowers 
and bushes. 

It makes a fine rose spray or it can 
be used for washing car and will not 
damage the finish. 

The spray top can be replaced with 
a hose nozzle where you want to water 
narrow strips, gardens or distant 
points, or where the water pressure 
is too low to obtain good results from 
the regular spray top. 

By means of a thumb nut you can 
adjust the spray to any angle so as 
_to water the curb and along the walk 
without wetting the walk. It permits 
you to spread the water where you 
want it and is ideal for terraces, nar- 
_row strips, corners, etc. 
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Butler Collapsible Clothes 
Dryer 


The Butler Laboratories, Inc., 4201 
Avenue H, Brooklyn, N. Y., has recent- 
ly placed on the market the Butler 
Clothes Dryer, a feature of which is 
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that it has no complicated parts to get 


out of order. 
It lies flat against the ceiling when 


tle Creek, Mich., has recently placed | jot in use or when loaded with clothes 


and is always up, out of the way. 
The clip pins are adjustable as to 


position so as to accommodate all gar- 
ments. The Butler Clothes Dryer is all 








metal, handsomely finished. No wood to 


break or warp or sag. No fire risk. 

More than 40 ft. of drying space 
are represented in this compact ceiling 
clothes dryer, which measures only 48 
by 22 in. It is small enough to take up 
little space in your kitchen, yet a giant 
in getting results. Capacity, an av- 
erage family’s wash. 

Takes up no room on kitchen, bath- 
room or laundry room or wall—can be 
folded up flat against itself, out of the 
way, when not in use. 





Hand Pruner Has 
New Locking Feature 
A new hand pruner to meet the in- 


creasing demand for a quality shear 
at a popular price is now being mar- 


| 


| 
: 
| 





keted by Henry Disston & Sons, Inc., 
Philadelphia, Pa. 

This pruner, which has been desig- 
nated as Disston No. 102 Hand Pruner, 
is 8% in. in overall length, with 2% in. 
drop forged blades and pressed handles. 

A new and patented locking device 
makes it possible to use the pruner 
very conveniently with one hand. 


Reading matter continued on page 104 
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WINSLOW'S 
Si oe 


The Samuel Winslow Skate Mfg. Company 
orcester, Mass. 












WANTED REPRESENTATIVES 
TO 














THE STEWART IRON WORKS CO. 


INCORPORATED 


CINCINNATI. OHIO 




















225 STEWART BLOCK 














STaayten “+o 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


Robertson “Horse Shoe” a Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
a mn offered) at the Pannen eae Ganesttion. 
rofit 
ame and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CompPpounp Co. 
Fort Wayne, Ind. 















“VICTOR” cliprER 





Send for Catalog 
ROBERTS MFG. CO. Somerville Station, BOSTON, MASS. 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


52 Industrial St. Rochester, N. Y. 








HACK “JT JI NOX” saws 
ein AD omc. 


“The Jools in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS -— BAND SAWS =— SCREW ORIVERS - GLASS CUTTERS 








Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
! invisible Hinges will give long service, 
“iis. a Catalog in Sweet's, pages 


SOSS MFG. CO. 
778 Bergen St., Brooklyn, N. Y. 








Better Machine Screws 
for the Hardware Trade 


HARVEY HUBBELL, INC. Bridgeport, Conn. 











Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 








Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Beara Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


anweme 1). Landreth Seed Ce., Bristol, Pa. 














rungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 


eames ~5y Electric 
La Co. 


Ban Vers. Mass. 


“‘Licensed under the General Electric 
Company's Incandescent Lamp Patents.’’ 


Confidence in Lbampin, Brand 
(: i: 











Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


PR onal Spargo Wire Co., Rome, N. Y. 














58 YEARS AGO 
—— ggg 
PRIEST’S CLIPPERS 
need no introduction. 
They sell on their cutting 
quality. 

American Shearer Mfg. Company 
Nashua, N. H. 

















QO. Lindemann & Co. 


Manufacturers of 


BIRD ent men 
CAGES istablished 1869 


35-37 Wooster Street, New York 
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Sentinel Breaker Protects 
Motors from Damage 


A simple device known as a Sentinel 
Breaker, that will protect the motor 
and mechanism of washing machines, 
ironers and other electrical appliances 





from damaging overloads, has recently | 
stand booklet, 


been placed on the market by the West- 
inghouse Electric and Manufacturing 
Co., East Pittsburgh, Pa. 

This new breaker, which is also 
used as the main starting and stopping 


switch, protects the motor from burn- 
outs due to overloading, by breaking 
the circuit before the overload can do 


any damage. If too great a load is 


| This 
and expense. 





| including 
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applied to the motor, a thermostat, af- | 
fected by the heat generated by the 
overload current trips the breaker and _ 
prevents serious damage. The breaker | 
will stay out until the trouble is re- | 
moved and can only be reset if the load | 
is such that it will not damage the | 
motor. Momentary overloads will not | 
cause the breaker to trip. | 
The Sentinel Breaker is completely | 
inclosed in a composition case and is| 
fastened to the appliance by two bolts. 
The only moving part exposed is the 
handle on the bottom of the case by 
which the current is turned on or off. | 
The breaker is reliable in operation, | 
and rugged in construction. In addi- | 
tion to protecting the motor, it also | 
prevents blowing the house fuse often | : 
resulting from an overloaded motor, 
the circuit being opened at the breaker. | 
saves considerable inconyenience | 








Faries Mfg. Co. Issues 
Bird Cage Stand Booklet 


twenty-eight-page birdcage 
in colors, has just been 
issued by the Faries Mfg. Co., 1036 
East Grand Avenue, Decatur, IIL, 
manufacturer of birdcage stands. It 
portrays a number of late designs, 
the company’s special, a 
combination birdcage and plant stand. 
Among the products new to the Faries 
line and described in the new booklet 


A new 





is an aquarium rest and plant stand. 
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Sanitary Dust Pan 


Designated to the trade as the Peggy 
Prim, a running companion to Polly 
Prim, a quality dust pan has just been 
placed on the market by the Patent 





Novelty Co., manufacturer of advertis- 
ing novelties and hardware specialties, 
Fulton, Ill. 

The general construction of this new 

an is the same as the firm’s well- 

nown Polly Prim, that is, it has the 
dust retaining hump that prevents the 
dust from following the broom back 
out of the pan after it is swept in. 

It has a flexible steel edge, inserted 
into the mouth of the pan and a long 
wooden handle of the carpet sweeper 
type. The pan automatically opens 
when placed on the floor and closes 
when lifted. 

The Peggy Prim is finished in a beau- 
tiful blue enamel and is also available 
in black enamel, as well as brushed 
brass finish. 











The Original and Only Genuine Sand’s Levels 
Everything indicates an active building season. 
and carpenters will be rushed with work. 
More level sales mean 


ing means more level sales. 
Sand’s Levels. 
Are YOU 


ready for business with Sand’s Levels? The 
Original and Only Genuine Sand’s Levels have been 
favorably known in the trade since 1895. 
thirty-one years they have been used they have always: 
“Told the Truth” and sold on sheer merit. 








SAND'S 
LEVELS 


SAND’S LEVELS TELL THE TRUTH 
Known Since 1895 


Wood and 
Aluminum 
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Masons 
More build- 


During the 





Permanent Factory Built-in Accuracy 


The permanent factory built-in accuracy of every 
Sand’s Level; the fact that they can be easily read 
in dark places and used to plumb any end, or level 
any edge up; their fine quality and pleasing finish, 
coupled with strong national advertising is what 
keeps up the steady demand. 


Send for latest folder and trade-prices. 


Sand’s Level & Tool Co., 8629 Gratiot Ave., Detroit, Mich. 
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A Staple Product 


Gq uplex 












: 2 a RIDGING 
ae pam —easily Stocked 
Demin 7 —easily Sold 
There’s Big Profit 
in it for YOU 


















STEADY SALESMAKERS 


Deming Water Systems can be sold just as easily as 
Automobiles and Radio if the same type of salesman- 
ship is used. For instance, automobile and radio 
salesmen must sell their prospects on VWALUE—dol- 
lar for dollar VALUE. 


When you consider that Deming Water Systems are 
built to last a lifetime and, on the average, can 
be bought for much less than automobiles and good 
radio outfits, you can sell Deming Water Systems on 


the basis of MORE than dollar for dollar value. 


What incentive is offered YOU to “tie-up” with the 
Deming Line? Steady profits with no comebacks! 
Good judgment suggests that YOU sell the line that 
don’t come back to customers that will. 









Get your order in now for GF 
Duplex Steel Bridging, the bridg- 
ing that takes little room to stock 


“Catalog G” (illustrated above) is a good book to ° 

have and sell from. Send for a copy and complete ee —e 
information. : ‘ 
i ton sary as nails. It takes the place 


of clumsy wood bridging. Less 
labor, less time and better work 
sell this modern product to 
builders. 


Sample free on request. 


THE GENERAL FIREPROOFING 
BUILDING PRODUCTS 
YOUNGSTOWN, OHIO 


Branches in All Principal Cities. Dealers 


uple 
G)u BRIDG 


Other GF Products 


THE DEMING CO., Est. 1880, Salem, Ohio 








“Oil-Rite’’—Figure 809 





wx . ' 
tee De eae ee. a ee oe ee ee es eee ada raecengenaiin 





A Complete Line of 
Deming Automatically <PARVEL"<—Fiewe 2085 
Oiled Water Systems 


The three typical Deming Water Systems illustrated 












are the “Oil-Rite’” (Figure 809); the “Marvel” Di P 
(Figure 2085); and the “‘Oil-Rite’ Deep Well Water = ee owl ” Lath oe 
System (Figure 1062). Complete information GF Steel Channels GF Steel Sash 
about these and all other Deming Water Systems is GF Peds Siecimeme cod 
contained in “Catalog G” (illustrated above). GF Key Lath Casement 
GF Self-Sentering Windows 
en GF Corner Beads GF Industrial 
Peeo Well GF Trussit Steel Doors oo 
Eystem— GF Expanded GF Wire Mesh den. dheus OF 
Metal GF Concrete Steel Bridging 
GF Herringbone Reinforcement sy stiff a 
GF Lintels GF Waterproofing as aati aite 
GF Road Forms Compounds 





TTHE GENERAL FIREPROOFING 
BUILDING PRODUCTS 
YOUNGSTOWN, OHIO, U. S. A. 


Please send me full information on GF 
Duplex Steel Bridging. 


Name 
Address WM 
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KLING-KLIpP ii to 
the Pullman Window 

















9 





“KLING-KLIP 
Ding, B a yoLlth 


RUSH 





No wonder it sells 
itself! Shaving in 
crowded Pullman-- 
zip! Brush flops 
to floor-- Big foot 
squashes down-- 
Cuss! Cuss! Cuss! 
Man sure needs a 
Kling-Klip! 

A. K. TROUT CO., Inc. 


Dept. X 
342 Madison Avenue 
New York City 





Put this carton on your Shaving 
Brush display--Insert a brush 

in Kling-Klip and let it grip 

fast to a glass case--Then 
watch it sell both the 
Kling-Klips and the Shav- 


ing Brushes. 








E AIE, 





























Onl, skilled craltsman- 


-shipand a high ideal of 


—_ makes possible 
€ precise uniformity 
and superior finish 


GRIFFIN Hinges 


RIFFIN 


~ Manufacturing Co 
PENNSYLVANIA 





yanch Offices__, 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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= wide oH RATER RETR 
| | . @ Allsteel Shelving for 
, eee Hardware Stocks 


IGHT, strong, fire-resistant— quickly 
erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 


To fit growing needs, additional units may be 


C ABINET LOCKS es et added later—or the entire installation moved 
ae 58 and re-erected elsewhere. 
weer et te gy oe tnt = ™ ote NG Allsteel Shelving makes the finding and placing 
need eats 


of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The SEE 
Rakha Allsteel mark on the shelving you buy is a guaran- pr 
ie ss tee that you’ve made a permanent investment. a agecerees 
Write for a copy of ‘‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO, 
Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 


of Cabinet Locks 























Every householder needs a cabinet lock; collectively the 
field is big. Only a small investment is necessary to add 
this ‘‘Silent Salesman’”’ to your staff and start it working 
for you. 

But a comparatively small stock of Eagle Cabinet Locks 
is necessary to make money from the many requests. 
The Eagle line consists of a complete range of warded, 
lever tumbler and pin tumbler locks, including drawer, 
wardrobe, desk, chest and cash box locks. 


Ask your jobber for display board information. 


4 Eagle Lock Co. 


General Sales Office 





aaeameme Attach this coupon to your firm letterhead on an os a as a 


Works at Terryville, Connecticut 
Ire rrrry rT Tr err rer eT te Tee ee BOGS cccscceescececcees 


—eerTTrrrreeeeeeeeee+etettllLTLLLLLLLL LLL LLL LLLL . 


= 

f 
— <- 26 Warren a New York AEG mus Mar ore & The General Fireproofing Co., Youngstown, Ohio (H.A.) - 
: Please send me without obligation a copy of your book “Saving with ‘ 

Branches Shelving.” 

| : 
521 Commerce St., Philadelphia, Pa. S “PMO sesscacevcdscososucs eee Seidsbdactbeeoetenvcdudce 4 
177-179 N. Franklin St., Chicago, IIl. OC oo 2c odd eW Kado ee ede iEEeeehdes Obede bake Oho erence bons : 
114 Bedford Street, Boston, Mass. b . r 
8 PED Wc 2 666 6 OO OOSEOC OS OSES SEUA ADOC OD ESECOSCOOCCeE CCS EECS 
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SECTIONAL 
VIEW 


0 WE attribute the success of Myers Self-Oiling Power 
Pumps to the standard of water service they have made 
possible for those who use them. And to this success we 
attribute the change in attitude of the prospective purchaser 
of a power pump. It is becoming more difficult every day 
to sell him a power pump other than one of the self-oiling 
type. And with this new condition it is becoming easier right 
along to sell him a Myers than it is to offer him a substitute 
of unknown and uncertain value. 
You may not be selling Myers Self- Oiling Power Pumps— 
but the folks in your vicinity are buying 
them at a profit to someone else. Now is 
the time to write us for catalog and com- 
plete information. 


EF-E.MYERS & BRO 
Sse DEE Sym RR ERE eRe nn RON 


STORE LADDERS. Etc. 





MYERS SELF-OILING 


gize® 
DEEP WELL 


4ties 























69°12" AND 18 
STROKE 




































SHALLOW 
WELLS OR 
CISTERNS 


PERF ECTION at last PARTNERSHIP 
————— DISSOLUTION SALE 




















OF 
GUARANTEED ' Real and Personal —- 
made of heavy wrought brass . 
Suemtauneunehaanianaes and Good W 
New Sherman Diamond Nozzle 
is free from sand holes or flaws OF 


and bears our 5 ean 














antee for good wor 
1 S. W. CORNELL, Hardware 
Bae Creek 121-125 COURT STREET 
BROOKLYN 
The DIAMON D 
i... rit TO BE HELD ON PREMISES BY 
ther. Each eo y tested ORDER OF THE SUPREME COURT 
spray. “Straight stream and PERSONALTY SALE JUNE 8, 1926 
at aper anata a REALTY SALE JUNE 14, 1926 
man “Diamond” in display 
cartons, for counter. FOR FURTHER PARTICULARS SEE 
H. B. SHERMAN MFG. CO. LEGAL NOTICE ELSEWHERE IN THIS 
PAPER 


Battle Creek, Mich. 
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Socket Sets 


PATENTED DEC./2, 














HH ANDLE LOCK 
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A Cooperative 
Proposition 


You must have merchandise to sell of a 
quality and price to build for you, in 
your own locality, a reputation for 
square dealing and good values. We in 
turn must have dealers through whom 
we can sell our products. 


Both of us must make a fair profit or 
we cannot continue in business. 


S quality is always a first considera- 
tion with us we know that the 
metal used in our rivets is absolutely 
“sight” to start with. This is also true 
of the fabrication of the metal into the 
finished product. As proof of these 
statements we invite a comparative 
test of the driving and setting qualities 
of our rivets with those of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


Recognizing your situation and needs 
and our mutuality of interests, we are 
striving — successfully, wy , 

we believe—to furnish — g,, 
you with Socket 
Wrench Sets that are 
dependable, of high 
quality, and at prices 
that will show good 
profits for all of us. 


If this is the type of 
merchandise you want 
to sell, order Handle 
Lock or None Better 
Socket Sets from your 
jobber now. 








TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


VOURARU ARAMA AAAAGAAAAAAADAAR DAR OAAMAAMDADAMAAMADARAMATAAAMAAAMNDDAMADAAAAAMAAAM AMMA AMAMAD: 
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Catalog of entire line yours for the asking. 









































The New Britain Machine Co. 
























































Connecticut 








New Britain 
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i 1 Selling Wrenches. Remember— 


In selling wrenches remember that the Coes 
Knife-Handle Screw Wrench has a clean record 
for quality and service that dates back for more 


than eighty years. 








This well known product of the Coes line has 
never failed to live up to its reputation and is the 
acknowledged leader of its type for maximum 
strength and lasting performance. 


Sizes 6” to 21”. Your Jobber will supply you. 





[yar 
COES WRENCH COMPANY o lpeay 
“In business since 1841” 
Worcester Mass. 
. J. C. McCarty & Co. eta dae 29 Murray Street, New York 
Selling Agents John H. Graham & Co. ..... 113 Chambers Street, New York 
Fenwick Freres ............... 8 Rue de Rocroy, Paris, France 








Perfect 
UNUAUVOALATA T 


The Stick to “One Brand” 
Customer 


You’ve met his kind. He won't buy anything 
unless it has been tried and proved worthy. 


PITOUVUULVLATLUULA UTA wpa) 





The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: “Perfect Brand’ when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 





iitivcteen®l Wire Co. 


St. Louis Missouri Galvanized 





Painted 
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Increasingly Used 


HE attractive appearance, the improved 

construction, the absolute dependable ser- 
vice of Everite Oil Cook Stoves is becoming 
known to an ever enlarging number of satisfied 
users. 


The completeness of the line, the reasonable 


prices and the added unique Triplex feature has 
set a new standard in the oil stove industry. | 





And to the dealer selling them, this means an 
enlarging volume of sales, most pleasingly 
profitable. 








4 The Globe Machine & Stamping Co. 
1207 W. 76th St., Cleveland, Ohio 


EVERITE OIL COOK STOVES 











KING TAKE-APART ADJUSTABLE 
SCREEN DOOR HINGES 


Push Allith King Screen Door Hinges this season if you want to make more sales and satisfied 

customer out of all who buy. 

King Hinges take half the work out of the job of hanging screen doors. Once they are installed, 

the handy take-apart feature allows doors to be put up or taken down without replacing or 

removing any screws. Screen doors and storm doors can be made interchangeable, eliminating 

unsightly screw holes in the frame. The spring tension is easily adjusted to just the right | 

degree for any door; making the usual screen door spring unnecessary. HH | KING 
| ATING, 


King hinges are made in four types, full and half surface and ball or plain tip. They are all . 
steel, insuring long life and freedom from ordinary hinge troubles. The oil tempered steel HH) HIN ei 
spring will give many years of service. Furnished in black and plated finishes; packed one Ht 

pair in a carton with screws to match. King hinge sets sell for a little more and include one 





pair of hinges, one pull with screws and one hook with eye; all parts finished to match. 


We also recommend King hinges for lavatory and wash room doors and office partition gates. 
Suggest them to carpenters and contractors who buy from you. 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Manufacturers of 


Garage Door Hardware, Overhead Carriers, Spring Hinges. 
Fire Door Hardware, Door Hangers, Rolling Ladders. 
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The “Premier” 


Ball-bearing—Adjustable Tension 





Type 4001 


Quality and Economy Combined 

The “Premier” is a high grade hinge in every respect 
and is so simple to apply that considerable economy is 
the natural result. The only mortising required is for 
the removal of one rectangular piece at the corner of 
the door. 

The compression spring is made of the best tempered 
steel flat wire. It is well recognized that a compression 
spring has greater durability and efficiency when made 
of flat wire, which is a characteristic of this hinge. The 
tension is adjustable. 


~(CHICAGO)— 
SPRING HINGES 


Look for the Trade Mark 








Chicago Spring Hinge Compans. 
CHICAGO NEW YORK 
U. S. A. 











MOE’S 


FEEDERS 


Made of good, durable ma- 
terial in sizes for every re- 
quirement. Just the thing 
for growing chicks. Sure to 
please. Attractive discounts 
to dealers. 


Hoeft & Company, Inc. 
2305 Davis om — Chicago, 
in 
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Round Feeder 
12 Holes 
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Stove Bolts 
Sink Bolts 
Hanger Bolts 
Nuts 
Rivets 
Burrs 


Specialties 
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Every individual unit must meet Reed & Prince standards of 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 


REED & a MFG. 1 8282 
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You Can Depend 

Upon Superior 

Brand Poultry 
Netting 


Roll any bale out on 
your floor and you will 
find that it runs straight 
and true to the very 
end. 


It costs no more to 
get straight  selvage, 
carefully woven even 
mesh and bright heavy 
galvanizing. Yourtrade ' 
will appreciate this | 
product. 

Specify Superior 
Brand in all standard 
widths and sizes. | 


G. F. Wricut 
STEEL & WirE Co. 


Worcester, Mass. 
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(Reg. U. 8. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


! 


Quality 
Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U.S. A. 





Service 





Attract 


Home 
Builders 


Your most 
desirable trade 
with a display of 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 










Zimmerman Fasteners are in active demand, and fast 
sellers at a liberal profit to you. National advertising has 
put Zimmerman Fasteners among the money-making special- 
ties for hardware merchants. Old homes, as well as new 
ones, are using Zimmerman Fasteners for Shutters and 
Casements. 

The New Zimmerman Casement Fastener is making a 
big stir among architects, builders and home owners. Get 
our sales helps and be ready to supply the present and 
coming demand. 


Our dealer proposition allows you trade 
discounts that yield you a liberal profit. 


Tue G. F. S. ZIMMERMAN Co., INC. 


4 Broadway Frederick, Md. 
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Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without leav- 
ing a mark. 


Our Catalogue shows our complete line of 


rubber specialties with 
prices. Send for it. 

eee | 
Buyers 


Elastic Tip Co. 
@talo 


370 Atlantic Ave. in 


Boston 


























HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





~ 


**Heller’s Reference Book on Hardware Store Shelving 
will help you plan for greater sales." Send Coupon 
TODAY for your copy. 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 


SO, 3s. tn nnd oS bs O66 SO e ROEM REESE KCCOROOCOCROCCS 
CE 6. ak bs DSOCKECACREEEH ES 66 00000 20 6REORN RECO 








oe 


Sr mene ee 
RE ee ieee ee 


Suihenelbenbabuienetienastete neme : 
LL TL a LL Ta TT I Ae eT ee Tas te enaeeetn tte we 
~ AOE Ree See mcg = 


HARDWARE AGE 











best of its kind. 


Give Your Customers the Best 


You wouldn’t sell a housewife or janitor a poorly made mop. 
Why sell inferior Mop Wringers? 

Every “Boller” Mop Wringer and every “Ezy- Squeeze” Mop 
Squeezer has been thoroughly tried out in actual use in thou- 
sands of homes, hotels and apartments and pronounced the 


These products are thoroughly well made, are Nationally Ad- 
vertised and are the most satisfactory lines a Dealer can 
handle. Jobbers can secure both lines DIRECT. Dealers 
supplied thru their jobbers. 


PETER POLLER MACHINE WORKS es 


126-128 N. Curtis St. 





No. 9 Challenge 


es. 





Qtalof {hao BuyeS 


Chicago, IIl. 

















For Perfect Team-Work 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a substantial repeat 
business. 

Feature tools that are adapted to the individual 
requirements of your customer. Point out the many 
advantages of Bemis & Call features that “hold 
their own” against the best. 


Your suggestions are 
an important part of 
merchandising  ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 


home. 
Ba 
5( 


B. &€ C SCREW 
WRENCH offers real 
improvements. Bars are 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 
Handle, frame and bol- 
ster are one piece. 


Write for complete de- 
tails and prices. 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 








Sell Them 
by the set 











nished in compact cases for 
the convenience of the user. 


It isn’t hard. Bvery mechanic needs the a set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work ail the time; no jaggei ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. 
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AN 
IDEAL BENCH 
for use in 
connection with an 


ELECTRIC 
WASHING MACHINE 


18 inches wide—51 inches long. 


LOVELL MANUFACTURING CO. 





INDISPENSABLE! 


Needed in the 
WORKSHOP 
LAUNDRY 


and 


GARAGE 





Made of Hardwood 
Varnished 


~LOVELL’S FOLDING HANDY WASHER BENCH 


No. 20—20 inches high 
No. 24—24 inches high 


\%4 dozen in crate—weight per 
dozen, 220 Ibs. 
Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 











DIETZGEN 


Reliance Steel Tapes 





Preferred by contractors and build- 
ers because of easy readability. 


Write our nearest branch for 
attractive dealers’ proposition. 


EUGENE DIETZGEN CO. 


Enduring worth at reasonable cost 


Chicago New York GEN Philadelphia Washington 
New Orleans Pittsburgh p)! == Milwaukee Los Angeles 
San Francisco Est. 1885 Sactory at Chicago 


SWEDISH TOOLS 
Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


Service and satisfaction to the user 
govern the manufacturer of Swedish 
Tools. 

Hold the good will of your cus- 
tomers by selling them tools that are 
guaranteed perfect. 


SHARK BRAND CHISELS 





Butt Beveled Edge. 
Regular Beveled Edge. 
Socket Chisels. 

Give Complete Satisfaction. 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 
We carry a full line of Swedish Made Tools 
and Hardware. 





Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 


























The New Miller Heavy-Duty Socket Set 


Supplied, as shown, with 7 sockets, 2 extension bars and 
sliding T handle. One extension bar is for work in hard-to- 
reach places. 


Sockets are hardened carbon steel guaranteed against any 
defects. To afford super-strength both sockets and exten- 
sion bars are made over-size in diameter. 


Each set furnished in an attractive leatherette roll. 


Write for Discounts on Set No. 15. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cal. 
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Satisfied 
Customers 


Profitable 








American Steel & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


~~ Elwood Glidden, Glidden, Am. Special, 
an, Baker Perfect, Atliwood Junior, Lyman 
NAILS. “SPIKES, STAPLES, TACKS, Hot Galvanized Nails. 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner, Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 
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For a Solid Blue Flame 
“DETROIT NO. 2” 


The patented burner in _ this 
torch generates a high heat that 
gets the work done in a hurry. 
Built to last under all kinds of 
service, the “Detroit No. 2” is one 
of the best torches procurable. 


Send for Catalog H. 





One Quart Capacity 


Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep. George P. 4s ae 4 
500 26 





39 Tyndale, Toronto; Kettmann « Ten Eyck pe mn ne 8. 
San Pedro St., Los Angeles, Calif.; Oscar Andersen, 627 Washing. 
ton Blyd., Chicago, Ill.; Louis Williams & Co., Nashville, Tenn. 











Business is Better 


The beautiful Sunshine of these wonderful 
spring days should fill us with: Wim, Wigor 
and Witality. The birds mate, the flowers 
bloom, the sap rises in the trees 


IT’S 


Housecleaning Time 
and thousands of people buy, to hang up things: 


Moore Push- Pins 
(Glass Heads—Steel Points) 
also 
Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Display them prominently 


[llustrations of Counter Displays, Price List, 
Discounts and Samples on request. Advertised 
in the leading magazines for many years. 


Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 



















Give them PHENIX QUALITY 


In Screen and Storm Sash 
Hangers and Fasteners 
Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
iest applied, most EC 

efficient--that’swhy fe ile] 

they sell best. New aad 

= improvements put ial 
them in a class 

of theirown. Write 

to-day for Catalog 

showing full 

Phentx line. 

Samples free. 














Sold by all leading Do 
= jobbers. 











ce 
No. 115 Fastener 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 


BRASS 
CUP HOOKS 


Since 1848 


M. S. BROOKS & SONS 
CHESTER, CONN. 


Manufacturers of Bright Iron and Brass 
Wire Goods 











/ 


tenwtiee- ah 
BRASS 


SHOULDER 
HOOKS 




















A Good Seller 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 
high lustre. Our Patented Dead 
Bolt Night Latch 
is another money 
maker. 


Send for New 
Catalog No. 7 


UD INDEPENDENTIOCK COM any 


Fitchburg, Mass., U. 8. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glase 














Knob Sets, Key Blanks, Auto Switch Keys and Hardware Spectaltice 





Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, “Classified Opportunities 
Section’”’ 
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Made for the 
HARDWARE MAN 
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ASSM’T 4100 
Price $3.95 
Handsome Display Container and one dozen shears, 6 pairs 


each—7 and 8 inch. Strong, heavy pattern, bright nickel 
finish, INTRODUCTORY OFFER: Try One Box. 


Eversharp Shear Company 
2000 Knowlton Street 


Bridgeport, Conn. 






























To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE wg vemeoa 


Deep tread steps, full length hand 
" overhead track s em, firm construction t a 
eliminate ‘soma noise and produce a ladder 





of ample strength for safety, convenience and : 
efficiency One style only—neat of design— ole 
7 f attractively finished —any height — » Fh 
easily installed—meets most ’ - LAN 
on request. a OHIO 











WHikEN you stock Brush- 
Nu _ youare selling the 
best brand o! paint 

brush cleaner Softens the 

— hardest brushes in tive to ten 

} minutes. Over 250 leading 

}) iobbers recommend and dis- 


tribute ir exclusively. 
$1.50 For Two Dozen / 
$1.60 Our West Brush Nu’ 


Orper Two Dozen ro: sag ‘saan Now 
Mfg. by BRUSH-NU COMPANY, Baltimore, Md. 
Warehouses New Orlean: —hicaro San Francisec 


——— 
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Kitchen Set | ~ ‘& 2 


The very attractiveness of 
these sets makes an atten- 
tion compelling display— ; 
their daily need for kitchen 

use makes them wanted by heunhons 
every housewife and their 

superior quality makes 
them a long and cherished 
possession. 


"ANGHOR’ BRAND sgh Fake. 
HOR | LAWSON te ON i Minn =o E . 
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Many other styles all the 
same, dependable _ kind, 
made to retail at reason- 
able prices. Send for 
catalog. 








in| @talo 

















Goodnow Mfg. Co. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 


Branch Offices: 


Boston: 7 Water Street San Francisco: Wells-Fargo Bldg. 
Chicago: 1732 Republic Bldg. Se attle: 302 Pioneer Bldg. 
St. Louis: Victoria Bldg. Los Angeles : 1006 Washington Bldg. 








TADDERS 














This handsome display stand is given you with your 
initial order for one or more 500-foot reels of Home 
Comfort Weatherstrip. Lithographed in colors with 
compartments for packaged, enameled, rust-proof tacks, 
and circulars. A handy helper that makes sales speedily 
for you. 
Home Comfort Weatherstrip is nationally advertised. 
Customers know it and want it. It sells on sight. There 
is no waste or spoilage. It is foot-marked with a dot, 
so you cut off exact footage wanted, from the reel, like 
rope. The demand is for the genuine. Cheap imitations 
and substitutes don’t pay, nor give satisfaction. 

Order from your jobber, or direct, giving jobber’s 
name. Get sample and full information. 


E. J. WIRFS ORGANIZATION 


Sole Manufacturer “St Patentee 


128 S. 17th St. St. Louis, speed U. S.A. 


WEAT 4 E RS' TRIP 
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Classified Opportunities 


5 





) Classified Advertising Rates 
Opportunity Exchange Section 


1 inch 
Each additional 





Use ‘the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements . 
50% off the above rates 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Set Solid, Minimum of 5 lines... .$3.00 
Each additional line........... .60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional one line....... .80 





Allow One Line for Keyed Address 


Discounts for Classified Advertising 


4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 


tunities, 239 West 39th St., New 
York City 
HARDWARB AGP is published each Thursday 


Forms close Ten Days — to date of 
publication 




















) PARTNERSHIP DISSOLUTION SALE 


OF ENTIRE PARTNERSHIP REAL AND 
) PERSONAL PROPERTY AND GOOD 
WILL OF S. W. CORNELL—HARDWARE ) 


121-125 Court Street, Brooklyn, 
To be held on the premises by order of the Supreme Court. 


The real property consists of the land and buildings 121, 121%, 
123, 125 and 127 Court Street, and 214 State Street, comprising 
{ corner property of 100’ x 125’ at Court and State Streets, 3 blocks 
from Borough Hall, Brooklyn. 

The personal property consists of large, valuable stock of hard- 
ware, tools, factory and miscellaneous supplies, complete set of 
fixtures and office equipment, 3 Reo Auto Speed Wagons, years 
1923 and 1925. All ready to carry on and continue a going, 
— business, established 1879 at this location. 

Good will, stock, fixtures and other partnership assets (except 
real estate) to be sold daily beginning June 8th, 1926, starting 


each day at 10 A. 
. M. June 14th, 1926. 


M. 
Real estate to be sold at 3 P 
Stock and property can be inspected between the hours of 


10 A. M. and 4 P. M. after May 28, 1926. 

The real and personal property will be separately offered for 
sale both by lots and as an entirety, and will then be together 
offered for sale as an entirety. 

Private bids may be received up to within 10 days before 
the sale. 

HENRY A. CORNELL, Liquidating Partner. 
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Sales Organization Wanted 


{’ <A well established manufacturer in the Middle West 
with modern facilities for large production capacity 
of Iron and Brass Wood and Machine Screws wishes 
to connect with an established sales organization 
selling to the hardware jobbing trade. Commission 
basis entirely. This organization must be travelling 
15 men or more over the entire country and capable | 
of introducing this line at regular market prices. 
Please state full particulars in first letter. Address '! 
Box H-107, care of HARDWARE AGE, New York. 














BUSINESS OPPORTUNITIES 


MEN WITH SMALL CAPITAL to have own hardware business, sell- 
ing builders’ hardware to the architect, owners and contractors, in West- 
chester County, Connecticut, Long Island and New Jersey. Backed 
by New York Hardware Corporation of high standing, with stock and 

ow rooms. ust have experience in builders’ hardware lines and be 
able to read plans and make schedules. Give full particulars when 
answering. Address Box H-94, care of HArpware Acre, New York. 


FOR SALE—GENERAL HARDWARE STORE, fixtures and _ stock. 
Brick building, flat over store. Stock inventories $10,000. Tin and 
plumbing shop in connection. Business well established. Located in a 
thriving town on the Dixie Re 38 miles from Chicago. Sales 
$50,000. Selling price $26,0 Reason for selling, old age. CRETE 
REAL ESTATE XCHANGE, ‘Crete, Illinois. 


SAVE ON PRINTING—5000 Special Statements $8.00, size 6% x 7, 
on 20 Ib. Bond, can be used with window envelope. 1000 Letter Heads 
8% x 11, 20 ib. Bond, $4.00, reduction in larger quantities. Samples 
a request. THE YORK PRESS CORP RATION, Gouverneur, 














A PATENT HAS BEEN GRANTED me, of exceptional merit, for 
a new and improved lawn rake. I am looking for_a manufacturer who 
would be interested in marketing this invention. Patent serial number 
is 100500 Division No. 1. If interested write for specifications to S. 


KENYON, 703 Third St., Grand Rapids, Mich. 


BUSINESS OPPORTUNITIES 


FOR SALE—HARDWARE AND FURNITURE STORE in Columbus, 
Ohio, with stock invoicing about $30,000. Business has been making 
money consistently and is attractive proposition for right party. Reason 
tor selling, owner's time taken up by other interests. For further details 
address Mr. T. R. CROCK, Box 245, Jeannette, Pa. 


FOR SALE—THE EXCLUSIVE RIGHTS and patent of an article 
sold to the hardware trade. A national market for same. The only tool 
of its kind and no competition. Will prove our sales and show you the 
demand. Address P. J. KOHLER, 1923 Carson St., Pittsburgh, Pa. 


WHOLESALE GOING BUSINESS - invoice doing about $100,000 
business a year in Cincinnati, Ohio. - 8 opportunity with several 
good positions. Factory and wholesale distributors. Want to retire. 
Address A. MEYER, 768 Mitchell Ave., Cincinnati, Ohio. 


FOR SALE—Hardware and Crockery business in good location, will 
invoice about $8,500; low overhead. Owner wishes to get out of business. 
Address Box 912, Ogden, Utah. 




















WANTED—GENERAL HARDWARE STORE in good live town. 
New York, New Jersey or Connecticut preferred. Give full particulars 
when answering. Address Box H-109, care of HARDWARE Ace, New York. 


FOR SALE—Four eight foot Modern Show Cases and one ten foot 
Horseshoe Case. Will sell cheap. Address Box H-114, care of Harpware 
Ace, New York. 








HELP WANTED 


WANTED—EXPERIENCED HARDWARE SALESMAN. for retail 
store in Northern New York. Town about 5000 population. Store well 
equipped; owners progressive and offer good position and full cooperation 
to competent man. State age and experience fully in reply; give references 








if you have them. A < saggy treated in strict confi and may be 
sent through John B. Foley, Secy., 412 —. Bank ae Syracuse, N. Y., 
or to Box H-110, care of HARDWARE Ace, New York. 





WANTED—A MAN EXPERIENCED in handling contract trade; one 
with a sales record back of him; not over 35 years of age; must under- 
stand all details connected with estimates from blue prints and be capable 
of making up schedules therefrom. Experience as well is required in the 
sale of wheelbarrows, shovels, and all special equipment carried for con- 
tract trade. Address—Box 647, Topeka, Kansas. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 








WANTED —Salesmen calling on Retail —— Trade to sell our 
line of Tool Racks, Rubbish Burners and ‘Cappers. Commission basis. 
Write for proposition. GRAND RAPIDS WIRE PRODUCTS CO., 
corner First and Front, Grand Rapids, Mich. 


BUILDERS’ HARDWARE MAN, experienced, who can figure from archi- 
tect’s plans and specifications. Must have ability to sell. State age, ex- 
perience, reference and salary expected. Address Box 7161-A, care of 
Harpware Ace, Otis Bldg., Chicago, Illinois. 


POSITIONS WANTED 


RETAIL HARDWARE CLERK, over 20 years’ experience in all de- 
partments of business buying, selling stock — store arrangement, window 
trimming, etc. Good salesman and personality. Nine years in last posi- 
tion. High grade business references as to ability, character and responsi- 
bility. Address Box H-84, care of Harpwarge Acz, New York. 


MANAGER BUILDERS’ HARDWARE DEPARTMENT in one of 
the largest retail stores in South, desires change. Thoroughly familiar 
with his line, possessing confidence of his ability and knowledge of 
finishing hardware, also possesses wide experience in all other lines of 
hardware. Age 35, literary and business college education. Correspond- 
ence solicited. Address Box H-112, care of HArpware Acre, New York. 

















DEPARTMENT HEAD, in one of the largest retail hardware stores in 
South, several years acquiring wide experience, desires connection as fac- 
tory representative of a reputable and reliable firm calling on jobbing and 
wholesale trade. Address Box H-113, care of HarpwaAre Acre, New York. 


SALESMAN, FIVE YEARS’ EXPERIENCE, desires position selling. 
Salary or commission. Address Box H-115, care of Harpware AcE, 


New York. 
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CLASSIFIED OPPORTUNITIES—Continued 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








MANUFACTURERS’ WHOLESALE REPRESENTATIVE AND 
DISTRIBUTOR, now selling the wholesale and retail trade with office, 
salesrooms and warehouse facilities at Phoenix, Arizona, the largest and 
only logical point for distribution in the Southwest, includin estern 
Mexico, desires to add several non-conflicting lines of standard tools, 
hardware specialties and kindred equipment, to present lines. Manufac- 
turers desiring high class representation in this territory write ““MACHIN- 
ERY AND HARDWARE.” P. O. Box 1978, Phoenix, Arizona. 





THIS ORGANIZATION, RESPONSIBLE in every respect, maintains 
office and stockroom space in New York City, distributing in New York, 
New Jersey, New England territory. We offer absolutely the best pos- 
sible connections with the trade, architects and builders, and are interested 
only in representing a single sizable quality manufacturer. Address 
Box H-100, care of HaArpware AGE, New York. 





MANUFACTURERS’ REPRESENTATIVE IN CHICAGO with 
established office desires connection with manufacturer whose line will 
sell in large volume to the large jobbing trade, mail order houses, etc. 
Commission basis. Territory, Chicago and Milwaukee, Wisconsin, or 
Chicago alone. Satisfactory references will be furnished. Address Box 
7162-A, care of Harpware Ace, Otis Building, Chicago, III. 





| Agencies Wanted 


for hardware, building products, automo- 
bile accessories and allied lines. Well or- 
ganized and financed firm of experience, 
well-known in the hardware, building 
and garage trade in Metropolitan District 
including Long Island, would like to 
hear from interested manufacturer. Ad- 
dress Box H-95, care of HARDWARE AGE, 
New York. 














SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVE WANTED—A manufacturer of bathroom 
cabinets and other merchandise selling to department stores, hardware and 
plumbing jobbers, has available several territories for representation. 
Acquaintance with architects and builders beneficial. Promotional sales 
assistance will be given representative. Kemuneration entirely commission 
basis. Manufacturers’ representative with one or two lines preferred. 
Address Box H-111, care of Harpware Ace, New York. 








WE WOULD LIKE TO hear from manufacturing agents, jobbers and 
salesmen calling on hardware trade, housefurnishing trade, and wholesale 
groceries in all states of the country. We specialize in manufacturing 
of several fast selling articles that are sold through these channels. I 
first letter please state which territory you wish to cover. THE KIEL 
MANUFACTURING CO., Youngstown, Ohio. 





DIRECT FACTORY REPRESENTATIVES to handle our Simplex 
Roofing, Shingle and Sheathing Nails to the hardware trade on commission 
basis. Good seller. Exclusive manufacturer. CRESCENT BRASS & 


PIN COMPANY, Detroit, Michigan. 





SALES REPRESENTATIVE FOR CHICAGO, known among the 
hardware trade and who is now carrying lines that will not conflict with 
a good line of Builders’ Hardware. SHARON HARDWARE MFG. CO., 


Sharon, Pa. 





NEW ENGLAND’S largest direct factory organization representing 
twenty-five manufacturing lines of staples and specialties have several 
openings on their sales staff for high-grade live-wire representatives with 
established following among department, hardware, drug and _ general 
stores on a strictly commission basis, weekly settlements, as a side line or 
their entire time, traveling by car. Fine opportunity. State territory 
desired, and give highest references in first communication. INTERNA- 
TIONAL SALES COMPANY, 93 Federal Street, Boston, Mass. 





DISTRIBUTORS WANTED—We desire to place men with selling and 
executive ability to represent us in New England, Southern, Middle West 
and Western territories. Our line of labor-saving equipment for com- 
mercial use is established. Opportunity to sell our line on commission 
basis. Distributorship after you are convinced of the possibilities. See 
MR. ANDERSON, 105 Hudson Street, Suite 810-14, New York City. 


SALESMEN CALLING REGULARLY ON retail hardware trade to 
sell Carbo Magneto sharpening stones and grinding wheels as side line on 
commission basis. Guaranteed goods - bring the — “— ae 
transportation allowance as extra inducement to dealers. beral com- 
pa vo ty Prefer man traveling by auto. GOODRICH GRINDING 


WHEEL CO., 1500 Madison St., Chicago, Ill. 


MEN CALLING ON HARDWARE, automobile jobbers or dealers, to 
sell high quality feeler gauges, one size having three inch blades, other 
nine inch blades. Commission 20 per cent. We guarantee complete satis- 
faction to everyone or return goods. Old company in automotive field but 
new in hardware. C. A. PARKHAM, care Grinder Sales Co., 526 











— 








DROP FORGED 
WRENCHES 


Vesigned and proportioned to give stiff- 

ness and tensile strength. de accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO 












814 N. Franciseo Ave., Chicago, Ill., U. S. A. 





BARROWS 





Fort St., Detroit, Michigan. 






Send 
for 
Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 











(| LAWN MOWERS 
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Manufactured by Toys 
The Hart & Cooley Co., New Britain, Conn. 


























CATALOG of TOOLS 
and Supplies for Stone Working 


Just off the press— 





AXES SCYTHES 


Scythes since 1812, Axes since 1800 


free on request, send for it today 
Trow & Holden Co. RIXFORD FG. Co. 
Barre, Vermont American Can Company East Highgate, Vt. 














j. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=—Riv¥ & to 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 


211 New St. Philadelphia | 








CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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Profit by His 
Troubles and His Fears 


Sooner or later road trouble comes to every car owner. 





Hard experience has taught him that the tool outfit he 


scrapes together at random is not dependable. What Car 
It is easy for you to show him where the correct set of Do You Drive? 
Snap-On Wrenches for his car will help him out of Ce re me ee 


— then take the handy 
“What Car Do You 
many a repair bill. Drive’ book and select 
from Your Snap-On Dis- 


most any emergency and save him many a tow-in and 





The few standard types of Snap-On Handles, with their com- play Cabinet the tools 
plete range of hexagon and square sockets which interchange that he needs. This book 


makes you ae socket 


on the handles, offer the equivalent of many times their num- 
- wrench expert. 


ber of one-piece wrenches. To the American automobile me- 
chanic the Snap-On name is a symbol of speed, strength and 
remarkable adaptability to his wrench needs. He has stimu- 
lated a tremendous demand among car owners for selected 
Snap-On Sets, which more than five thousand hardware dealers 
are supplying with profit. 











Their use and their sales possibilities are very great. 


Further details will interest you. 


nap-on 


INTERCHANGEABLE 


Socket Wrenches 








Look for the name Snap-On on cach handle and socket 


or . You can make up the 
it is not a genuine Snap-On without the name. 7 


correct Snap-On Set for 
any make of car in a 


Snap-On Wrench Company strong metal box similar 


, to this Buick outfit. 
Manufacturers Milwaukee 


Motor Tool Specialty Company 


Sole Distributors—14 E. Jackson Blvd., Chicago, IIl. 


Distributing branches in 18 Principal Jobbing Centers 
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sh, Your dealer can quickly recommend 
; from his Wooster Brush Chart ex- 
5 atthy the right Wooster Brush for 

*y gq you want te paint. ‘ 


ND the Wooster Brush you get 
will be the finest brush you 
can secure for the work. Your hand 
will instantly sense the comfortable 
‘balance; you'll feel the sleek, 
bristles — genuine hog bristles 
— accurately graded and mixed to 
paint, lacquer, varnish, or 

enamel smoothly and evenly. 

The bristles in a Wooster Brush 
don’t come out on the job; the setting 
grips like a vise and holds the bristles 

anently in the brush. Wooster 
es won't swell, burst nor pull 
apart. The experience of 75 years of 
brush-making is yours when you use 
Wooster Paint Brushes. 
Brush COMPANY 
tne thew ‘ * 
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THE WOOSTER 
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WOOSTER, OHIO 












Tie Brenter Srasria Heash “Patented ’ 
or lem por goawsel wie yrroshing 
parsing ct anameing. Ark sows 
fea? &> ree coe he UE ceeter Shomms 


“The Better the Brush the Better the Work!” 
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WOOSTER ADVERTISING 
SELLS WOOSTER BRUSHES 
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OOSTER Brushes give you a 
steady turnover because they are 


good brushes, good values and are sup- 
ported by Wooster advertising, reaching 
the homes and businesses of practically 
every user of paint brushes in your ter- 
ritory—painter, decorator, industrial user 
and home owner. 





Wooster advertising includes national 
Magazines, painters’ magazines, newspa- 


Ted the Tester 


_188 pounds on a 
Wooster Paint Brush 
an actual test. 





Since 1851--One Family -- 
One Idea --Better Brushes 


THE WoosTeEr Brus 





pers, window displays, counter and wall 
displays, moving picture advertising the 
famous Wooster Brush Selling Chart 
and many other real worth-while means 
of guiding the user to your store. 


A Wooster Brush Selling Chart and the 
dealer sales folder, listing all Wooster 
selling aids will be sent upon request. 
Sell a Wooster Brush whenever you sell 
painting material—make two profits in- 
stead of one. 


7. 


WOOSTER BRUSHES 
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